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NAIA Backs Prior 
Approval and NAIC 


Position on Rating 


Directors Authorize Assn. Leaders 
To Voice NAIA Stand, Particu- 
larly on Washington. Scene 


CUBBEDGE NAMED PRESIDENT 
National Officers Can Now Press 


position in Congress to Un- 
bridled Competition Proposals 





By Epwin N. Eacsr 


Dallas, Tex., Sept. 25—Official endorse- 
ment of state regulation of insurance and 
of prior approval of rates to halt “Un- 
bridled competition,” and commendation 
of the position on rating taken by the 
National Association of Insurance Com- 
missioners in June was taken by the Na- 
tional Association of Insurance Agents 
today during its 65th annual conven- 
tion at the Statler-Hilton Hotel here. 
Over 2,000 agents, company represen- 
tatives and others have registered. 

This action, approved by an_ over- 
whelming vote by members of the National 
Board of State Directors, does not deny 
rights of state associations in their local 
territories to act as they wish, but is 
directed essentially toward the national 
scene in Washington. 

Several speakers stressed that the 
NAIA has been in an awkard position 
when it was unable to tell Senators and 
Congressmen how the National Asso- 
Siation, with its huge membership of well 
over 33,000 agencies, stands with respect 
to the critical report of the Kefauver 
subcommittee on antitrust and monopoly 
in the Senate and with respect to the 
proposed District of Columbia rating 
bill which contains many provisions for 
broadening rate competition, including 
a file-and-use section on rates as a sub- 
Stitute for prior approval requirement. 
The Washington threat was the essen- 
tial motivation for the National Associa- 
tion, in this instance, abandoning a posi- 
tion of not adopting a national pattern 
On rating and regulation. 

The directors today adopted a motion 
which embraced a statement of the NAIA 
executive committee, which follows: 


The NAIA Statement 
























“After carefully reviewing Report No. 
2 of the Senate subcommittee on anti- 
trust and monopoly, the executive com- 
mittee of the NAIA states its position as 
follows: 


“(1) ‘Continued positive regulation and 







(Continued on Page 28) 
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ENHY AND WHITE 


PUMPKINS, PENSIONS, PROFITS 


Last call for 1961 Pensions! Have you been waiting for the just 
right time to see that corporate prospeet? It’s here. 


How can we help? Example: $1,558 purchase rate per $10 per 
month 10 years certain male 65 on individual policy plans—even better 
on Group permanent. 


You'll find doing Pension business with the Teare Agency profitable 
—no splitting of commissions on individual policy plans. Pleasant, too. 
You can still qualify for Continental’s fabulous 50th anniversary 
President’s Club, meeting in Florida next February. Call Now! 


meee 6Ll. MALCOLM TEARE 


nine Ageney, 


Continental 


Chicago, Ill, 
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Angry Fieldmen Bring 
Policy Switch Data 


‘To NALU Meeting 


Delegates Bitter About Victimiza- 
tion of Some Clients; Evidence 
Proves Replacement Abuses 


TWISTING TREND GROWING 


Belief is That Ideal Solution of 
Problem Will Be Found Within 
The Industry Itself 


By CLarENCE AxMAN 


Denver, Sept. 26—The subject of most 
interest to members of National Associa- 
tion of Life Underwriters in Annual ses- 
sion at Denver Hilton Hotel is that of 
replacement. In brief, dropping of one 
policy to substitute for another type of 
coverage which may be less valuable 
to its owner. Delegates to the conven- 
tion arrived in Denver with a mass of 
evidence illustrating a countless number 
of experiences of policyholders who had 
surrendered permanent insurance fora 
substitute which looked more glamorous. 
One such case cost a client $100,000 be- 
cause of sour investments he made with 
his cash values. 


Say Twisting Abounds 


York State 
Life Underwriters Association said dele- 


Spencer McCarty of New 


gates from all parts of the country are 


they call victimization 


bitter about what 
of their clients in many instances and 
are making the accusation that twisting 
abounds in their communities. Delegates 
here have been closely following action 
of states in making regulations to correct 
the situation. Approximately seven states 
have taken action to deal with the re- 
placement problem. Generally these 
would require agents to furnish the 
prospect with a written proposal any 
time existing insurance is to be sur- 
rendered or otherwise used to finance the 
insurance ownership. New York \sso- 
ciation says it will arouse as much senti- 
ment against practices detriment: il to the 
insured as it can muster. “As agents in 
the field we know best when a replace- 
ment might possibly be in the buyer’s 
interest but we can more quickly evaluate 
a replacement which is not to the buyer’s 
advantage,” said Donald Shopiro, New 
York Association’s president and agent 
of Massachusetts Mutual. He told The 
Eastern Underwriter that his associa- 
tion’s attitude is that of a consulting body 
which has no jurisdiction over discipli 
nary activities believing that is the pre 
rogative of the supervisory state officials. 
The association feels that complaints of 
twisting or other violations of Depart 
mental regulations respecting replace 
ment should be filed with the complaint 
bureau of State Insurance Departments 
but it stands ready to appoint advisory 
committees if requested by State Insur- 
ance Department. 

Continuing, he said to The Eastern 
Underwriter, “In the best interests of 


(Continued on Page 4) 
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Start-in-life insurance pays toward college or marriage 


A NEW PLAN FOR YOUR CHILDREN’S FUTURE— EXCLUSIVE WITH JOHN HANCOCK 


How can you be sure your children will get the start in life you hope to give them? John Hancock’s 
new Start-in-Life Insurance provides an Education Fund (payable in installments) to help see your 
children through college, or a lump sum to help them start their married life, or a combination of the 
two. In the meantime, your children are covered by life 
insurance. Ask your John Hancock man for full information 

; re i 
about this new plan. 


MUTUALYJ LIFE INSURANCE COMPANY 


This plan is not available in certain states. BOSTON, MASSACHUSETTS 
) 








October 2, 1961 


THE EASTERN UNDERWRITER—LIFE UNDERWRITERS CONVENTION 








National 


Association 





of Life 


Underwriters 





Newly Elected Vice er Was 
NALU Parliamentarian 7 Years 


D.vid M. Blumberg, newly elected vice 
president of NALU, is general agent, 
Kn: xville, Tenn., of Massachusetts Mu- 
tual. Belonging to three bar associations 
and member of Million Dollar Round 
Table he has been NALU 
tarian for seven years. 

Born in a small Arkansas town Mr. 
Blumberg is a graduate of University of 
Tennessee, Knoxville, and St. Louis Uni- 
versity Law School. 


parliamen- 


At Tennessee Uni- 
versity he played football for three years 
where he became a gridiron star. Upon 
leaving college he became a sportscaster 
of Big Ten football games after expe- 
rience in the building supply field. In 
1941 he joined the Navy, served 27 
months in the South Pacific, coming out 
of the service a lieutenant senior grade. 
Mr. Blumberg entered life insurance 
with New York Life and in 1955 jo'ne i 
Massachusetts Mutual as general agent. 


He was elected a trustee of NALU in 
1957 and secretary three years later. He 
has been president of Knoxville and 
Tennessee State Associations of Life 


Underwriters and taught in LUTC for 
four years. He is also chairman of Inter- 
national ‘Commission of Youth, B’nai 
srith and is chai f Knoxville Red 
srith and is chairman of Knoxville Rec 





DAVID M. 


BLUMBERG 


Cross and United Fund which has goal 
ot $1,250,000. 





Serious Marketing 


Denver—Burkett W. Huey, managing 
director of LIAMA, declared last week 
that the life insurance business is faced 
with “serious marketing problems.” He 
cautioned, however, that they are the 
same problems, varying only in degrees, 
that life insurance has always faced. Mr. 
Huey, speaking as moderator of an 
agents forum panel discussion of “What's 
Happening in the Marketplace?” said 
that the record of life insurance since 
the end of the war in many ways does 
suggest that “it has been the best of 
times” for us. “However, as we look at 
the great progress made it is easy to 
become blinded by the impressive statis- 
tics unless we relate this progress to the 
total economy of the country. 

“In these terms,” he said, “one of the 
most significant facts is that life insur- 
ance ownership per family has been gr ad- 
ually increasing and is now at $10,200, an 
increase in the past ten ten years from 
14 months’ average family income to 20 
months of average family income. True 
this is still“not enough but even this is 
a positive factor since it shows the grea 
potential market awaiting us. 

“One of the most encouraging trends 
of all is the increase in life insurance 
benefit payments including matured en- 
dowments, dividends, etc., as well as 
death benefits. In 1940 these totaled $2,- 
664,000,000 and increased in the following 
decade by 40% to $3,730,000,000. From 
1950 to 1960 another increase of 118% 
was registered to a gross of $8,118,000,- 
000. I believe it is significant to note that 
the total benefit payments in 1960 equals 
or exceeds the total Ordinary premiums 
collected in 1959. Truly this is public 
service business.” 


Premium Survey 


Speaking about premiums, Mr. Huey 
said that a new premium survey con- 
ducted by LIAMA showed that in 1959 
first-year premiums collected on Ordi- 
nary sales (excluding single premiums) 
exceeded $1 billion for the first time in 
history. Total Ordinary premiums col- 
lected including renewal was nearly $8 
billion. Total life insurance premiums 
collected on Industrial insurance (both 
first year and renewal) were $1% billion. 


Problems— a 


Total premiums on Group insurance were 
the same amount—an additional $1% bil- 
lion. The total cash collected in 1959 on 
all life insurance premiums, excluding 
credit, was almost $11 billion, an increase 
of 6% over the preceding year and almost 
12%2% increase over the 1957 total pre- 
miums, 

Reporting on the LUTCALIAMA con- 
sumer study, “Life Insurance in Focus,” 
Mr. Huey said that some fresh informa- 
tion on public attitudes is now available. 

“For example,” he said, “when our cus- 
tomers were asked how they believed 
their life insurance purchases should be 
adjusted in a period of rising prices— 
i.e. inflation — 44% said their holdings 
should be increased to offset the declin- 
ing value of the dollar. Another 40% said 
their purchases would be unaffected. The 
reasons given by the 12% who would 
reduce their purchases of life insurance 
in an inflationary period varied markedly 
by income level. 

“Below $8,000, the household heads said 
that inflation would reduce the amount 
they could spend on anything, life insur- 
ance included. From $8,000 up, we find 
the only group of customers—a small seg- 
ment—who do believe that life insurance 
suffers in comparison with other invest- 
ments. Clearly then, our customers in 
the overwhelming majority do not con- 
sider inflation as a barrier to owning life 
insurance. Also only 6% of the mutual 
fund owners said they 7 id made their 
purchase to hedge against inflation. 

“A further analysis of responses 
showed that if an individual was ‘an 
investor’ — that is, was an owner of 
stocks or mutual fund shares, or if he 
was a Saver, a person who had a savings 
account or government bonds—he was 
also predisposed to own life insurance 
and was less likely to have lapsed a pol- 
icy. The key point here seems to be that 
interest in saving money, coupled with 
ability to save, correlates strongly with 
life insurance ownership. 

““Buy term and invest the difference’ 
does not seem to have infected our pub- 
lic—at least that is what they say. The 
great increase in equity ownership has 
come about naturally, with the great 
over-all increase in national wealth. True, 


New President Long Active in 


Affairs of National Association 


Denver.—R. L. McMillon, branch man- 
ager for the Business Men’s Assurance 
Co. at Abilene, Texas, who was elected 
president of NALU here last week, is a 
much sought after speaker, as indicated by 
the fact that he travels 100,0000 miles an- 
nually to speak to some 100 life under- 
writer, chamber of commerce, sales execu- 
tives and church groups. 

Moving up from the post of NALU 
vice president Mr. McMillon has a wide 
experience in association affairs. He 
served as chairman of the 1958 conven- 
tion program committee and the 1958-59 
membership committee. He has served 
as trustee and prior to his election to 
the vice presidency he served as sec- 
retary of the association. He is a past 
president of the Texas Association, West 
Central Texas Association, Texas Asso- 
ciation of Accident and Health Under- 
writers, Abilene Association Health Un- 
derwriters and co-chairman of Leading 
Producers Round Table, and Interna- 
tional Association of Health Under- 


writers. 

A native of Abilene, Mr. McMillon 
attended John Tarleton State College, 
Stephensville, Texas. During World War 
Il he served in the U. S. Air Force for 
three-and-a-half years. He joined Busi- 
ness Men's Assurance as an agent in 
1946 and has represented that company 
even since. He was 4 rage age district 
manager for West Texas in 1956 and 
branch manager in 1961. As an agent he 
qualified as a director of BMA honor 
clubs consistently. He was graduated 
from and has instructed LUTC courses. 

Out of his association leadership ex- 
perience has come a number of observa- 
tions that will be reflected in Mr. Mc- 
Millon’s approach to his job as president 
of NALU. 

“NALU thas come of age—and must 
recognize the responsibility of maturity. 

“We must integrate ourselves and our 





professional association into the ‘total’ 
merchandising picture. 
“The basic missions of NALU are still 


those enumerated in its ecko hone and 
By-Laws. We must accelerate our ef- 
forts to achieve them, and, in doing so, 





R. L. McMILLON 
follow a positive, cooperative path. The 
times call for accomplishment not 


merely heated words. 
“NALU devise 


must more effective 
avenues of seeking out the best leader- 
ship. The danger of leadership being 


thrust upon it solely because of personal 
popularity or circumstances is ever pres- 
ent under our current procedures 

“NALU must teach, inspire and lead 
life underwriters to sell life insurance. 

“The life insurance business still knows 
the truth about debt and deaths. We 
must tell this story more convincingly 
than ever before. 

“Mutual confidence, trust, 
between the agent and his company is 
so essential that NALU must forever be 
examining itself to be sure every avenue 
to strengthen this bridge is being 
plored on a sustaining basis.” 


and loyalty 


cx- 





there is a new and vigorous competition. 
Accompanying the growth in income has 
been the growth in the sales forces of 

savings and investment institutions. Our 
competition which formerly came almost 
exclusively from consumer goods, now in- 
cludes financial institutions. We must 
recognize and deal with this competition 
in an equally vigorous fashion. 

“Is our agency system becoming obso- 
lete? Will a new method of marketing 
life insurance eventually replace the tra- 
ditional methods so proudly defended by 
everyone. Our LUTC/LIAMA survey 
reveals the apparent failure of many 
family heads to understand and plan in 
a realistic fashion for the economic im- 
pact their death would have on their sur- 
vivors, The survey also shows that life 
insurance Gubenaid objectives are low— 
that these same family heads are unaware 
of their basic saving and protection 
needs. Life insurance receives little dis- 
cussion within the family—and little out- 
side. 

“When we ask a family head why he 
owns life insurance, all too often he has 
trouble providing a specific answer. ‘Oh 
yes, life insurance is a good thing to own’ 
but purchasing perhaps is haphazard and 
unlikely to be related to a well designed 
program of family security. If this pic- 
ture is correct, life insurance is faced 
with a serious marketing problem, but 
remarkably enough, isn’t this the same 
marketing problem, varying only in de- 
grees, that life insurance has always 
faced ? 

“People used to be educated on life 


J. Z. Schneider Secretary 

The new secretary of NALU is John Z. 
Schneider, general agent, Connecticut 
General, ‘Baltimore. He had 18 years ex- 
perience in accounting, personal trust 
and estate administration, when an ofh- 


cer of Union Trust Co., Baltimore, leav- 
ing that field to enter life insurance 
After two years in the Navy in World 


War II he returned to Connecticut Gen- 
eral as assistant general manager in Bal- 
timore, becoming manager in 1949. A 
member of the Maryland Bar Associa- 
tion he is a past president of Baltimore 
Life Underwriters Association, ‘Baltimore 
Estate Planning Council and Baltimore 
General Agents and Managers Associa- 
tion. He has held important committee 
posts with NALU, including national 
committeeman. His colleges are Johns 
Hopkins and University of Baltimore. He 
is a Knight Templar and a Shriner. 





insurance on an individual basis. 

“People will not, by themselves, make 
realistic financial plans for the future. 

“People need to be persuaded to take 
action. 

“Once an individual is converted to life 
insurance ownership, he prizes his pos- 
session, but he needs to have his situa- 
tion reviewed at regular intervals.” 
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wa WLRT Offtcers 


MARION IL. 


GILMORE 


27.—New officers of the 
Table 
troduced at the September 20. 
New Marion I. Gilmore, 
John Hancock, Albany; vice chairman is 


Denver, Sept 


Women Leaders Round were in- 


banguet 
chairman is 


Hazel B. Shafer, CLU, Equitable So- 
crety, Roanoke. New members of the 
executive committee are Ethel B 
Karene, Union Cent New York City, 
and Florence E. Lorf, Penn Mutual, 
Detroit. Presiding at the dinner was 
Helen Millett, Penn Mutual, Minne- 


apolis, who is chairman. Chief 
Charles R. Ty- 
Mutual. Mildred 


Benefit, gave the 


retiring 
President 
president, 
GaAs: 


invocation 


speaker was 
Penn 


Mutual 


son, 


c 
tone, 


American College Board 


Elects Eleven Trustees 
CLU, chair- 
American Col- 
and chairman 
announced the election 


Denver—Paul F. 
nan of the board of the 
lege of Life U ae etheeal mead 


of John Hancock, 


Clark, 


f 11 trustees at the annual meeting 
of the board here this week. This figure 
includes four life members of the board, 
three new term members and four new 
ex-officio members 
The four newly elected life trustees 
Robert Dechert, counsel of the Col- 
lege and a member of the Philadelphia 
law firm of Barnes, Dechert, Price, 


Myers and Rhoads; Joseph H. Reese, Sr., 


CLU, secretary of the ane and head 
of the Reese Consulti: Services in 
AD. cory Pa.; Earl R Tran. gmar, con- 
sultant for Metropolitan Life and 
Charles J. Zimmerman, CLU, vice ‘danke: 
man of the board of the American Col- 
lege and president of the Connecticut 
Mutual Life. 

The bylaws of the College limit the 









number of | trustees to eight at any 
one time. Life trustees are chosen from 
board’s term trustees on the basis of 
“outstanding, constructive and devoted 
service to the College.” The other three 
life trustees are Paul F. Clark, CLU; 


Julian S. Myrick 
the American 
Huebner, 
lege. 

The new 


chairman emeritus of 
College; and Dr. S. § 
president emeritus of the Col- 


term trustees elected are 
William H. Andrews, Jr., CLU, manager 
for the Jefferson Standard Life in 
Greensboro; John A. Hill, CLU, senior 
vice president of Aetna Life; and Ben 
S. McGiveran, CLU, member of See- 
furth and McGiveran Consulting Services 
in Chicago 

The four new ex-officio trustees named 
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Walter A. Craig Award 
To Krueger and Waggoner 


Denver—Harry Krueger and Leland 1 
Waggoner, associate editors of the CLU 
Journal, were presented the Walter A. 
Award at the annual breakfast 
meeting of the American Society of 
Chartered Life Underwriters this 
The 


was created in 


Craig 


here 
award, 
which Walter 
A. Craig, founding editor of the Journal, 
was presented to the recipients by Lillian 
G. Hogue, 
Society 

Mr. Craig served as 
Journal from its origin in 1946 until 
his death in 1950. On the occasion of 
publishing the fifteenth anniversary 1s- 
sue, which is the Fall 1951 number, the 
Journal Board unanimously recommended 
that the Society establish a memorial 
award as a tribute to the first editor. 
The board further recommended that the 
award be presented to the two men who 
served with him almost from the begin- 
ning and whose contributions and dis- 
tinguished service to the Journal have 
continued through the vears. 

Mr. Kruger, general agent for North- 
western Mutual in New York, started 
his life insurance career at the company’s 


week. newly established 


honor of 


president of the American 


editor of the 


home office and in 1932 went to New 
York to engage in selling and super- 
visory activities. Twelve years later he 


was appointed a partner in the Krueger 
and Davidson Agency. He was named 
sole head of the agency in 1955. Mr. 
Krueger is past president of the New 
York City CLU Chapter and the New York 
City Life Managers Association. He 
has also served the American Society 
is a director and national officer. He is 
co-editor with Mr. Waggoner of the 
book, The Life Insurance Policy Con- 
tract. 

Mr. Waggoner, vice president for sales 
f Life Ins. ‘Co. of North America, en- 
tered management with Mutual Of New 
York. He became head of that company’s 
30ston agency when it was in 74th place 
and seven and one-half years later it 
was the leading agency. Mr. Waggoner 
also served MONY as western regional 
vice president before joining the newly 
formed Life Ins. Co. of North America 


in 1957. A graduate of Maryville Col- 
lege, Tenn., he taught CLU classes for 
six years and in 1957 gave a series of 


24 lectures at Stanford University Grad- 
uate School of Business Administration. 
He is a former director and regional 
vice president of the American Society 


Featured at Sellarama 


Denver.—Among those featured at the 
Women Leaders Round Table Sellarama 
here, during annual meeting of NALU 
were Helen Rupp, CLU, Mutual Trust 
Life, Minneapolis; Clara Stone Fields, 
CLU, Protective Life, Mobile; Helen 
Reisinger, Provident Mutual, Cincinnati; 
Wilma L. Jenkins, Franklin Life, Alton, 
Ill.; and Nell Burns, New England Life, 
Birmingham 

The Sellarama is an early 
the 1961 annual 


highlight of 
Convention of NALU. 


are Howard E. Nevonen, CLU, president 
of the Life Underwriter Training Council 
and general agent for Washington na- 
tional in Los Angeles; James P. Poole, 
CLU, vice president-elect of the Amer- 
ican Society of Chartered Life Under- 
writers and field underwriter for Guard- 
ian Life in Atlanta; H. Lewis Rietz, 
president of the Health Insurance As- 
sociation of America and executive vice 
president of the Great Southern Life; 
and Kenneth B. Skinner, CLU, president 
of the Life Insurance Agency Manage- 
ment Association and vice president and 
agency director for the Southland Life 
Insurance Company. 


Herbert W. Florer Heads 
American Society of CLU 


Denver, Sept. 27.,—Herbert W. Florer, 
CLU, general agent for Aetna Life in 
Boston, was elected president of the 


American Society of Chartered Life Un- 
derwriters and Bruce Bare, ‘'CLU, gen- 
eral agent for New England Life in Los 
Angeles, was elected secretary at the 
Society’s annual breakfast meeting here 
today. Other officers elected are James 
P. Poole, CLU, Guardian Life, Atlanta, 
vice president; Frederick W. Floyd, 
CLU, Manhattan Life, Philadelphia, 
treasurer. 

Five new regional directors were also 
elected. They are Paul A. Norton, CLU, 
vice president, New York Life, north- 
eastern region; Hadsell Stone Easton, 
CLU, general agent, Home Life of New 
York, Cleveland, middle eastern region; 
Wayne E. Dorman, ‘CLU, general agent, 
Penn Mutual, Washington, southern re- 
gion; Herbert J. Schwahn, CLU, North- 
western Mutual, Milwaukee, middle 
western region; and Adam J. Kupiec, 
CLU, California-Western States Life, 
San Diego, western region. 

Lillian Hogue, CLU, retiring president, 
received the President’s Plaque and an 
engraved silver pitcher from Robert L. 
Woods, CLU, immediate past president 
of the S ociety. Miss Hogue is with New 
York Life in Detroit and Mr. Woods is 
general agent for Massachusetts Mutual 
in Los Angeles. 


NALU Meeting 


(Continued from Page 1) 


the public the industry and the super- 
visory departments we think that every 
obstacle should be erected to stop this 
practice of persuading people to drop 
valuable insurance and substitute some 
action which may result in the insured 
being unguarded against financial losses 
incurred because of changing the type 
of his insurance. 

“We want to cooperate with the De- 
partments as vigorously and effectively 
as we can. Certainly we do not intend 
to be intimidated by the type of agent 
indulging in practices which we consider 
harmful to existing insurance and we 
hope the Departments will act more 
vigorously and quickly when complaints 
are received. If we are asked by super- 
visory officials for such assistance as 
naming committees which will further 
the Insurance Department’s investiga- 
tion of replacements, we will be happy 
We know it will not be easy 
to prove that replacement is against the 
insured’s best interest. We are working 
closely with the companies in a combined 
effort to reach an effective solution to 
the replacement problem. Our belief is 
that the ideal solution of the problem will 


be found within the industry itself. 


to do so. 


Schriver Testimonial Dinner 


No insurance industry farewell testi- 
monial dinner to a retiring official of an 
insurance organization can match the 
one held in ballroom of Denver Hilton 
September 25 with Lester O. Schriver, 
executive vice president of NALU as 
guest of honor. It was an extraordinary 
dinner from many aspects as a dozen 
leaders of life insurance gave striking 
eulogies to Mr. Schriver, instead of fol- 
lowing the standard procedure in such 
events. In being overcome by the 
avalanche of praise Mr. Schriver re- 
sponded with an hour’s impromptu ad- 
dress sparked with emotion, thankfulness 
and humor in which he also referred by 
name to a large number of persons who 
had had significant influence in his career 
At the end he said he did not intend 
to retire to a life of seclusion but would 
be active. He has received a number 
of offers of positions, one that of the 


presidency of an insurance company. He 


Executive Vice President 





Walter Barnes Studio 


BYRD 


JAMES A 


Sept. 27—Appointed to the 
staff the National Associa- 
tion of Life Underwriters on July 15, Dr. 
James A. Byrd will assume full respon- 
sibility 


Denver, 


executive 


as executive vice president after 
the annual meeting being held here this 
week. 

Dr. Byrd, who was born in 
received his B.A. 


Houston, 
in business administr: a- 


tion, banking and finance from Univer- 
sity of Texas in 1950; his M.A. in busi- 
ness administration and life insurance 
from the university in 1955; and_ his 
Ph.D. in business administration, bank- 
ing, finance and life insurance from his 
alma mater in 1957. He attended the 


Harvard Graduate School of Business 
Administration in 1960. Among his many 
academic honors is a fellowship in insur- 
ance at the College of Business Admin- 
istration, University of Texas. 


did not announce which one he will ac- 
cept. 

President R. L. McMillon of NALU, 
ee of Business Men’s Assurance 

Abilene, Texas, was presiding officer 
= ‘the banquet. Harry K. Gutmann, New 
York City, Mutual Of New York, deliv- 
ered the invocation. 

Speakers who eulogized Mr. 
were Juli: an S. Myrick, 
pherd, J. C. Higdon, 
William r ‘Hamrick, Loran E. Powell, 
Chester P. Wardwell, Paul R. Green, 
Merritt L. Schriver and a letter was read 
from M. P. Gravengaard. 


Pitcher, GAMC Chairman 


New chairman of General Agents and 
Managers Association is Robert B. 
Pitcher, general agent, John Hancock, 
Boston. He succeeds Carr R. Purser, 
general agent, Penn Mutual Life, who 
was guest of honor at a large reception 
given by Penn Mutual Life. Another 
man honored with affairs at this conven- 
tions social activities was William E. 
North, New York Life retiring presi- 
dent of NALU. 

Convention attendance reached nearly 
2,000. Many had never before visited 
Denver, the “Mile-High”  city—sur 
rounded as it is by mountain scenery. 
The deluxe Denver Hilton, main head- 
quarters of convention, is an architect’s 
dream of paradise as Conrad Hilton gave 
the architects carte blanche in building a 
unique hotel. They had provided fot 
more meeting rooms than any hotel in 
America, many of which were located 
on three different floors and the locale 
of these rooms were beautifully and 
artistically built and decorated. Telling 
delegates how to reach the rooms where 
committee meetings were held, kept bell- 


Schriver 
Bruce E. She- 
Harold Cummings, 


boys answering direction queries. At 
times it took 15 minutes to locate a 
meeting room. Finally locating them 


sometimes provided an amusing inter- 
lude. 
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Reappraise Attitudes Says Gay 


Denver, Sept. 27.—The leadership that 
felt management demands today will 
come from those who look to the funda- 

vial values of life insurance and hold 
jee convictions about the broad eco- 
nomic service it performs, said Clyde F. 
Gav, executive vice president, John Han- 
cock, speaking here before the General 
\gents and Managers Conference. 

‘\Ve meet in time of great world chal- 


lence, great opportunity, great respon- 
sibiity. In our business lives, in our 
civic and national existence, we must 


depend for our security on sincerity of 
purpose, sincerity of thought and action. 


With stark realism we must improve 
what we are doing, we must see 
what is genuine, build upon and sup- 
port it.” 7 

Mr. Gay stressed the fact that the 


prestige of the individual agent must be 
built from within himself by both field 
management and company. 
Reappraise Attitudes 

He urged members of his audience to 

appraise their own attitudes toward 
the business by considering two basic 
questions: ; J 

in direct selling, “Have I, in the light 
of all circumstances surrounding my 
client, given him that service which BF 
under the same circumstances, would 
hi 9 applied to myself?’ 

In sales management, 
the training, the supervision, 
ship for my agents that I promised 
when they were recruited? Would ‘ 
knowing what I do about the business 
now, entrust my future career to this 
agency if I were starting over in the 
business today? 

“In no other way 


“Have | provided 
the leader- 


can we keep direct 
selling and sales management genuine 
and without wax,” he affirmed. Mr. Gay 
based his remarks on the Latin phrase, 


“cine sera” (without wax), which in 
Roman times came to be applied to all 
things created honestly and without 


deception. 

Examining the role that life insurance 

as the largest institutional pool of new 
capital in the United States—plays in 
sasiae and supporting the national 
economy, he emphasized that military 
strength is not enough if our nation is 
to meet the world-wide challenges it 
faces today. He said that America’s 
continued progress rests heavily on eco- 
nomic strength. 

Mr. Gay noted that the capital needs 
of the nation during the next ten vears 
are estimated at $180 billion. “This 


IBM Appoints Hubner 

International Business Machines Corp. 
announced the appointment of Robert 
W. Hubner as director of marketing 
services. He was formerly executive as- 
sistant to the chairman of the board. In 
his new position, Mr. Hubner will be 
responsible for staff guidance of all com- 
pany market planning and market re- 
search operations. 

Mr. Hubner, an alumnus of the Uni- 
versity of Washington, joined IBM in 
Seattle in 1941. He subsequently served 
in sales and managerial posts there and 
in Spokane, and in executive capacities 
at the company’s New York City head- 
quarters and at its data processing di- 
vision headquarters in White Plains, 
N. 

Mr Hubner resides with his wife and 
two children in Darien, Conn. 


New Canada Life Agency 

Announcement has been made that 
Canada Life Assurance has completed a 
general agent’s contract with Martin H. 
Shender & Co. in the Chicago area. The 
new agency will be known as the Chi- 
cago Loop Agency. 

Martin H. Shender who is the firm’s 
principal is a graduate in law and is a 
life and qualifying member of the 1961 
Million Dollar Round Table. 


figure,” he said, “is about one and one- 
half times as much as the present total 
assets of all United States life companies 
at the end of 125 years. 

“Such capital is not manufac tured by 
government,” he asserted. “In our 
American way of life it has to be saved. 
We in life insurance have no greater 
obligation than that of successfully 
preaching sacrifice and thrift so that 
people will voluntarily save capital w hich 
will make it possible for America’s ‘ex- 
ploding population’ to be gainfully em- 
ployed in the years ahead.” 

Mr. Gay asked his audience, “Does 
not this fact add to your appreciation 
and pride in the accomplishments of 
your business, and strengthen your con- 
viction about the future worthwhileness 
of what you have chosen as your life’s 
work ? 

“If you have come to have such a feeling 
about life insurance that you can lose 
yourself in it, and recognize that it is 
greater than yourself, then you can pro- 
vide the leadership that field manage- 
ment demands,” he concluded. 


GAMC Anniversary Meeting 


Denver, Sept. 27.—General Agents and 
Managers Conference holding its tenth 
anniversary convention met at Brown 
Palace Hotel where announcement was 
made that its membership has grown 
to 7,100. Judd C. Benson, manager, Union 
Central, Cincinnati, was chairman of 
tenth anniversary committee, honorory 
chairman being Thomas W. Craig, gen- 
eral agent emeritus, Aetna Life, Los 
Angeles. Carr R. Purser, Penn Mutual, 
retiring chairman of GAMC, was chair- 
man of the anniversary meeting. Chief 
speaker was Clyde F. Gay, executive 
vice president, John Hancock. Mr. Craig 
which 


was chairman of the committee 
organized GAMC, which will continue 
its affiliation with NALU. 


Gregg Gets Russell Award 


Denver—Dr. Davis W. Gregg, presi- 
dent of the American College of Life 
Underwriters, was selected as the winner 
of the John Russell Award. The award 
is given annually at the NALU conven- 
tion for outstanding service to life in- 
surance. 


Word Terminology 

Denver, Sept. 27—NALU Council de- 
cided to discontinue inquiry into term- 
inology of words insurance and Social 
Security. Opinion was that there had 
been careless use of terms by Govern- 
ment bodies and that situation should be 
clarified. 


Dues Increase Debate 
Denver, Sept. 27—A heated debate 
over a recommendation of increase in 
dues followed report of Treasurer Louis 
J. Grayson on finances of the associa- 
tion. It was decided to resume the debate 
at a later meeting. 


American College Hour 
Denver—Introductory remarks at the 
a College Hour were given by 
Paul F. Clark, CLU, chairman, John 
Hancock, and chairman of the board of 
American College of Life Underwriters, 
here. Mr. Clark said that the 1960-61 
school year has been an exciting one in 
the life of the American College and its 
growth and service to life and health in 
surance and to the fieldmen of America 
has continued at an exceptional rate. 








progress. 





he 
MURRAY APRIL 


We know that we voice the sentiments of hundreds of your life 
insurance agent and broker friends in Greater New York and elsewhere 
in paying this public tribute #0 you upon your retirement as Director 
of Agencies of Eastern Life Insurance Co. of New York. 


May our company's dinner in your honor October 4 be a big success! 


As a truly dedicated life insurance man, Murray, you have endeared 
yourself to all of us by your helpfulness at any and all times. We will never 
forget your many acts of kindness and your personal interest in our 


May the good Lord watch over you and grant you 
many years of happy, relaxed living. 


Walter Kaye Associates, Inc. 
General Agents 


EASTERN LIFE INSURANCE COMPANY 
of New York 


5 Beekman Street, New York 
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Templin On Agents Forum 


Northwestern Mutual Executive Says Industry Must Have 
Confidence of the Public in Order to Serve It With Sense 
Of Trusteeship Implicit in Life Insurance 


Denver—To some extent the confi- 
dence of the public in the life insurance 
business and in fieldmen has been im- 
paired—with both companies and field- 
men sharing the responsibility, Robert 
E. Templin, director of agencies of 
Northwestern Mutual, said here this 
week. Mr. Templin was a_ featured 
speaker at an agents forum discussion 
on “What's Happening in the Market- 
place during NALU annual meeting. 

“Ours is a business affected with pub- 
lic interest and our job is to create 
estates and to protect the rights of our 
policyholders,” he said. “Also it is our 
responsibility to continue to demonstrate 
that we can do the best job of solving 
the security problems of our society— 
business and personal. Representatives of 
the insurance business must have the 
confidence of the public in order to serve 
it with the fine sense of trusteeship that 
is implicit in life insurance In my 
opinion, there are things happening in 
the marketplace that are affecting this 
confidence. It is time for all of us to 
take a long, hard look at our current 
problems and start concentrating with 


consistency on the fundamentals that 


have contributed to our excellent posi- 
tion.” 

As to what is lappening in the market- 
place, Mr. Templin said that most of the 


life insurance is being 
basis of uncovering 

a desire to solve 
a proper 


sold on the proper 
problem, creating 
1e problem, presenting 
solution and helping the pros- 





EMPIRE 
LIFE 


AND ACCIDENT 
INSURANCE COMPANY 


An Aggressive, well - managed 
sales program, carried out with 
enthusiasm by a highly-trained 
field staff, resulted in new rec- 
ords for Empire Life in business 
added to the books as well as in 
persistency of business sold. 


A company is known by the men 
it keeps . . . and our hats are off 
to the field men who have made 
a record gain in 1960, on top of 
substantial gains made in 1959. 


SERVING INDIANA 
SINCE 1908 


J. M. Drake, Chairman 
J. 1. Cummings, President 
om 


HOME OFFICE: Indianapolis, Ind. 











pect arrive at the right decision. “How- 
ever,” he said, the “incredible industry 
first. year lapse rate of over 20% indi- 
cates that a substantial amount of insur- 
ance is not properly sold or serviced. 
Why? 

“The emphasis on volume at all cost, 
use of gimmick contracts, methods de- 
emphasizing the role of the agent and 
his service, as well as other question- 
able practices does not lend itself to 
quality underwriting. I feel that com- 
pany practices, philosophy and merchan- 
dising have had a great influence on the 
kind of a job underwriters are doing. 
If they are not completely in the best 
public interest, then the results will not 
build confidence. The companies and 
agents must share this responsibility. 

“High lapse means excessive costs to 
the policyowners and, of course, affects 
not only the agent’s income but most 
important, his future opportunity to 
build a satisfied clientele. Unsound mer- 
chandising techniques often place the 
agent in a role where his professional 
counsel and service do not receive the 
recognition that is important to our pub- 
lic if problems are to be solved rather 
than future problems created. 

“The emphasis on low premium con- 
racts,” Mr. Templin said, “especially 
Term insurance which was designed to 
solve temporary, not permanent, prob- 
lems, has contributed to our surrender 
experience and problems of the agent, 
particularly new men_ starting their 
careers. The extensive use of long-dura- 
tion Term has tended to increase the 
diversion of important guaranteed dollar 
savings to equity forms by many who 
are not in a position to have such un- 
bz ul: anced capital accounts. 

“The substantial increase in Group 
coverage in amounts, as well as eligible 
groups, has had an effect on the market. 
Associations and Groups established with- 
out employe and employer relationship 
or creditor—debtor relationship are ob- 
viously for the sole purpose of mass 
marketing. I doubt seriously that long- 
range financial problems are being ade- 
quately solved by these methods. In- 
sureds may be temporarily complacent 
but could well become unhappy with 


of Life 


this temporary 
and other 
future. 


“Don’t misunderstand what I am say- 
ing for 1 am much aware of the need 
for Term and the important role of 
Group insurance. Properly used Group 
insurance performs a useful social serv- 
ice. | am saying that unbalanced, it will 
not be in the public’s long-range best 
interest. 


coverage as 
money needs 


retirement 
arise in the 


Unfavorable Trend 


“Certainly, one of the recent unfavor- 
able marketing trends has been the re- 
placement of cash-value life insurance, 
either by Term insurance or a contract 
containing a considerable portion of 
Term, or by bank | loan or so-called “mini- 
mum deposit” plans which give the ap- 
pearance of something else but are ac- 
tually only decreasing Term or, with the 
fixed dividend option, Term for a limited 
period of time. 

“These plans are in many ways in- 
ferior to Term insurance because they 
lack the conversion feature—the ability 
to start from scratch at a later date to 
build a sound program of permanent life 
insurance. Hence, they have within them 
the seeds of more repli cement at such 
time as the owner becomes disenchanted 
with the growing burden of debt and 
interest.” 

The industry, Mr. 
take renewed and 
curb replacements “which are not in the 
interests of the policyowning public and 
which produce duplication of acquisition 
even worse, th loss ot cash 
values already created. 

“The regulatory authorities also have 
a responsibility in this. But we must not 
lose sight of the fact that to the degree 
the regulatory authorities step in, to just 
that degree has the industry—home of- 
fices and the field—failed to solve its 
own problems. 

“Our problems will not be solved by 
regulatory authorities or controls, for by 
this method which may be necessary to 
an even greater extent than already 
exists, we will lose prestige and con- 
fidence of our buying public. 

“There have been changing 
in over-all competition for the 
dollar. One consequence of 
the balance between fixed 


Templin feels must 
increased steps to 


costs or, 


patterns 
savings 
looking at 
dollar and 


equity up tee ia 2 in the savings pro- 
gram is the development of the variable 
annuity, which for most practical pur- 


poses is still on the drawing board. 


‘Another consequence has been in- 
creased activity in mutual funds, which 
in a few instances are being marketed 


by life companies through their agency 











Underwriters 


forces. Where this trend will go I don’t 
think anybody knows except that it will 
undoubtedly be linked in some way 


0 
the money experience of the economy, 
Dual Licensing 
“A problem, in my opinion, is dual 


licensing for there must be a conflict of 
interest when the licensee has the option 
to sell what he can rather than what 
the client needs to solve his problems. 
Naturally, mutual funds and equities 
have a place in a balanced account but 
first, there must be an adequate and 
well-planned life insurance program—by 
adequate I mean more than just a modest 
amount. 

“It is 


possible, but not a foregone 
conclusion, that most, or all, life insur- 
ance companies will eventually find a 


place for expandable equity offerings in 
their marketing programs without affect- 
ing the guarantees in the contract. Par- 
ticularly in the five years, some com- 
panies _ groups have been fostering 
the idea that the wave of the future in 
maticethor life insurance lies in package 
combinations which include other types, 
such as property, fire, casualty, auto- 
mobile, etc. It would seem one reason 
for this development has been the in- 
terest in casualty carriers in the greater 
possibility for ; eit which they saw 
in the life field, their own profit margin 
for various reasons having shrunk. 

“In noting these trends and consider- 
ing our relationship to them, there is, of 
course, no question whatever of the 
merit of their doing what they do. Ours 
is a great country with a great people 
and many are the ways in which they 
can and oe be served. 

“We, in the Northwestern, choose to 
let others h: indle other segments of the 
insurance business. We continue to see 
ample opportunity to exploit the con- 
stantly growing needs and uses for in- 
dividual cash value life insurance among 
qualified prospects. We are dedicated to 
the fact that there is no substitution for 
the individual permanent life insurance 
contract or the services of a well-qual- 
ified life underwriter. We feel there is 
a place for a company which deliberately 
limits the type of business to that on 
which it believes it can produce superior 
results for those who wish to join with 
others having like objectives. 

“At any time, but perhaps more so in 
the competitive scramble for growth, 
marketing is emphasized by innovations 
which may or may not be of significant 
and lasting value, or of appeal to all 
types of carriers. 


Newark CLU Conferment 


Arthur Scheckner, CLU president of 
the Newark CLU Chapter, has an- 
nounced plans for the 1961 CLU confer- 
ment dinner to be held October 5, at the 


Military Park Hotel in Newark. The 
main address, “What Is the Goal of 


Education?” will be given by Lester O. 
Schriver, executive vice president, Na- 
a il Association of Life Underwriters. 

Charles R. Howell, CLU Commissioner 

f Banking and Insurance, State of New 
ee will present the diplomas and 
administer the professional charge. 

Purpose of the affair is to honor those 
candidates who receive the CLU desig- 
nation or the diploma in Agency Man- 
agement. Dinner Chairman is Joseph S 
A. Flanagan, CLU 


Recalled to Naval Duty 


Thaxter P. Spencer, assistant secretary 
and manager of pension business at New 
England Life, has been recalled to ac- 
tive duty with the U. S. Navy as com- 
manding officer of the U. S. S. Miller, 
a destroyer 

Mr. Spencer served as a naval officer 
in World War II and the Korean con 
flict and has continued in the Active 
Naval Reserve. He has been command- 
ing officer of the Miller Reserve Crew 
for the past 18 months. 

Malcolm V. Smith, assistant manager 
of pension business, will be acting man- 
ager until Mr. Spencer’s return. 
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Schriver Lists Challenges Facing 
NALU-Life Insurance Business 


Ye ver, September 26.—In his final re- 
port os executive vice president of NALU, 
Lester O. Schriver enumerated a num- 
ber of major challenges facing the life 
insurance business—including full ac- 
ice and utilization of the newly- 


cepli _ 4a a 
formed joint committee on field prob- 
lems. acceleration of consumer educa- 


tion, the sponsorship of a comprehensive 
consumer research project by the life in- 
surance business, and _ resistence to 
further Government intrusion into the 
private sector of the economy. 


Mr. Schriver is retiring at the end of 
this year from the post he has held 
1953. 


since ‘ 

“The companies have met us half way 
in cooperating in the creation of a device 
which makes it possible for the field 
forces and the home office to talk to 
each other through the medium of an 
official high-level committee,” he said. 
“I regard the creation of this committee 
as the most important single achieve 
ment of this administration .. .” 

Mr. Schriver termed consumer educa- 
tion as “education’ at the point of great 
interest and potential business. It 1s 
a project in which the whole industry 
has a stake,” he said, “but the field forces 
could and, I think, should take the initia- 
tive and the leadership.” 

He noted that the past 20 years has 
seen the introduction of many innova- 
tions in life insurance marketing and in 
types of contracts. “Generally speak- 
ing,” he said, “the field has been in- 
clined to oppose change instead of try- 
ing to understand the public interest and 
the public mind. 

“| think we will ultimately be forced 
into the position where we must ask 
ourselves,” he said, “shall we sell the 
public what it wants or what we think 
it out to have? What the public wants, 
the public generally gets!” 

Mr. Schriver called upon his audience 
of life insurance salesmen and home of- 
fice officials to adopt a posture of “pre- 
paredness to fight for the survival of the 
free enterprise system in general and for 
our business in particular. 

“The best antidote to government in- 
trusion into life and health insurance,” 
he said, “is to demonstrate that we can 
do it better.” 

In conclusion, Mr. Schriver told the 
NALUers that they have three choices 
as regards their trade association: “(1) 
continue our deficit spending until we 
use up our modest surplus, (2) drastical- 
ly reduce our program and tell part of 
our staff to look for other jobs, (3) we 
can ask for a modest increase in dues 
to meet the needs of the present crisis. 





LESTER O. SCHRIVER 


“I believe we can afford to maintain 
our present program and even expand 
it within reason,” he said. “And I also 
believe with all the sincerity and vehe- 
mence of which I am capable that we 
cannot afford not to do it.” 

In reviewing the accomplishments and 
unique function of the National Asso- 
ciation, Mr. Schriver declared: 

“Let us not forget that while we do 
have a large ‘family’ which performs 
many important, not to say indispensable, 
services for the business, the parent 
organization is essential to the life and 
future of every collateral organization. 

“No person is born into this business 
as a CLU or a member of the MDRT 
or GAMC or even LUTC. Our National 
Association is the seedbed where the 
culture is protected and the young plants 
are nurtured. Without a constant stream 
of raw material, which has its start and 
indoctrination within the framework of 
NALU, collateral organizations would die.” 


NEW ORLEANS GENERAL AGENT 
Appointment of M. E. Garrett of New 


Orleans as general agent for Lincoln 
Liberty Life has been announced by 


John Coffman, vice president and agency 
director for Lincoln Liberty Life. He 
succeeds Warren A. Nelson, who re- 
signed to join the training department 
of Pan-American Life. 


Leaders of Associates Life 


Of Indiana in Annual Session 

Leading producers of Associates Life 
Insurance Co. of Indianapolis recently 
attended their first annual convention 
held at Deer Park Lodge, Manitowish 
Waters, Wis. Representatives from Indi- 
ana, \Michigan, Ohio, Florida and Iowa 
attended, 

The general session was opened by 
Agency Vice President John F. Murphy 
and presided over by John P. Sayers, re- 
gional director in Springfield, Ohio. Mr. 
Murphy closed the conference with an- 
nouncement of the company’s production 
records to date and its future plans. 








CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—131/2% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 955 vested. Other 
Term policies—30% & 955 vested. 


OX 7-2950 





LEE 


NASHEM AGENCY 
i10 East 42nd Street 
New. York 17, N. Y. 











A Man YOU Should Know... 
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Your Local... 


Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 
you in many ways. 
Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 
knowledge and experience. 
Why not call him now, while you are thinking about it? 





INSURANCE 
COMPANY 






BOSTON, MASSACHUSETTS 








A&H SALES MANAGER 
$11,000 


If you can point to a successful pro- 
duction background you will qualify for 
a remarkably fine opportunity here. 
Midwestern company, operating nation- 
ally, with an excellent portfolio. Manage- 
ment responsibilities commensurate with 
your experience. Direct inquiry on this 


to Bill Hemingway. FE-1072 


ASST. GROUP SALES 
MANAGER 





$9,000 
This affords a fine chance to the 
young Sales Representative who is 


stymied in his present position. If you 
have three years of training with a well 
known company with a good sales record 
the ability to progress with this top flight 
company in the midwest in unlimited. 
Refer inquiries to Bill Hemingway. 
#E-1073 





LIFE ACTUARY 
$15,000 


Among the many orders we have from 
companies throughout the country we 
believe this to offer one of the best 
of opportunities. It is with one of the 
finest companies in the east; diversified 
and creative responsibilities in the Actu- 
arial Dept. Also a chance to complete 
your exams. Direct your inquiry to Bruce 


Van Keuren. 
#E-1074 





LIFE AGENCY DIRECTOR 
$25,000 


Your present role as an Agency Direc- 
tor may not be offering you the chal- 
lenge and potential which exists here. 
A midwestern casualty group is now form- 
ing a well financed, solid life company 
staffed by true insurance men with only 
the desire for future company growth 
Inquiries to Bill Hemingway. 


#E-1075 





330 S. Wells St. 





Without any obligation, send for our brochure, “How We Operate." 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 6, Illinois 





GROUP LIFE ACTUARY 
$10,000 

A midwestern, combination company 
with emphasis on Ordinary Department 
operations needs a man with five or six 
exams completed. Must have excellent 
knowledge of Pensions. This appears to 
be an excellent position for a young man 
who wants to identify himself with one 
company for the remainder of his career. 
Direct your inquiry to Bruce Van Keuren. . 


#E-1076 


LIFE AGENCY SUPERVISOR 
$10,000 
The best opportunity of its kind in the 
country today. If you are ready to step 
from the ranks of direct sales into super- 
visory responsibilities this is one of the 
country's best known and respected com- 
panies. A byword in the insurance pro- 


fession. Many areas open. Inquiries to 
Bill Hemingway. #E-1077 
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Stay With Young Policyholders 
Sayre MacLeod Tells Agents Forum 





Denver, Sept. 25.—Sayre MacLeod, uur favor. For example, we expect a 
vice pre ident, The Prudential, address- population growth of over 20% in this 
ing the agents’ forum, said that the in- decade to about 219 million people in 
surance industry has learned to make 1970. At the lower ages—15 to 25—we 














to the young family man just get- expect a large increase. The number of 
1 ted, but then tends to ignore males will go up considerably. In this 
im several years. Mr. MacLeod age group we are selling 30% of all 
said Ordinary business, a sizable segment, 
“The agent only comes back to him but the policies are small. 

for further sales when he becomes an “At ages 25 to 34, there will be only 
utstanding prospect. We must admi a small growth. And at ages 35 to 44 
there is some truth to this We < there will be a slight decrease in males 
know that insurance men vie with eac Here we sold 25% of all Ordinary last 
other to be first to call on men who have year and again the policies were 50% 

xen promoted to important positions. ahoye average size 
we will stay with our young p icy “Put these figures together and we 
iolders —- ing the years they are estab- find grounds for two predictions. The 
lishing the segs Ives, much of this compet first, a much greater opportunity for 
n be minated sales in the 15 to 24 age group because 
Pepidiitien Growth of the predicted 50% increase in the 

“In addition to the growth of income _ size of the group. 
ere will be other factors working “The second prediction is that in the 
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25 to 4 age group the competition may 
be a bit keener because this group will 
show only a slight increase of about 4%. 
However, these males will most likely see 
their incomes go up faster, which will 
make them even better prospects,” 
concluded Mr. MacLeod. 


Occidental Seminar 

The joint responsibility of business and 
education in promoting free enterprise 
was the theme of a recent high school 
teachers’ seminar hosted by Occidental 
Life of California at the firm’s Los An- 
geles home office. 

Attended by 40 Los Angeles County 
school sy stem educators, the seminar was 
the latest in a series sponsored by the 
county school system on the dual role 
of business education in American sec- 
ondary schools as both general educa- 
tion and vocational preparation for. store 
and office occupations. 

H. Dixon Trueblood, Occidental vice 
president in charge of public relations 
and advertising, and Ralph A. Nelson, 
personnel director, addressed the semi- 
nar. 


Ohio National Names Four 
Directors of Agencies 


Ohio National Life has announced the 
election to the post of directors of agen- 
cies of four of its regional agency direc- 


tors. B. C. Butler, western division, H. 
M. Ward, Pacific Coast division, Harold 
3rogan, central division, and Luke 


3enten, home office supervised division, 
were also elected officers of the company. 

The changes in title were accomp: inied 
by increased administrative responsibil- 


ities within their own territories. Com- 
pany Agency Vice President Frank A. 
Johnson, in announcing the promotions, 
stated that in addition to improving 
liaison between Ohio National Life’s 
home office and its national sales force, 
the arrangement will enable the com- 


pany 's entire sales division to better util- 
ize the first-hand knowledge and experi- 


ence of these men in agency matters. 
Mr. Butler and Mr. Ward joined the 
company in 1934, Mr. Brogan in 1939 


and Mr. 
had field 
agents, 


Benten in 1953. They have all 
experience as agents, general 
and/or division heads 





Brokerage Manager for Pro- 
gressive Life Insurance 
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tion & Investment 
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Apply: Box 2942, The Eastern Under- 
writer, 93 Nassau St., New York 38, 
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| HEARD On The WAY 





The new book of the Dutch Association 
of Life Insurance Companies which will 
contain articles on United States insur- 
ance by Alfred N. Guertin, actuary of 
American Life Convention and Stuart 
McCarthy, second vice president, is 
Equitable Society, is being published #; 


Utrecht, The Netherlands. 
Copies of the book may be 


ordered 
through the “Secretary, N.V.B.L..” Em- 
malaan 41, Utrecht, Netherlands, at a 
cost of 4 Dutch guilders on Postclearing 
account 85715 in the name of the “Secre- 
taris van de N.V.B.L.,” Beheer der Pe- 
riodieke Uitgaven, Utrecht, Netherlands 


Uncle Francis 


OHIO SUPERINTENDENT RESIGNS 


Edward A. Stowell, Superintendent of 
Insurance, Ohio, has submitted his resig- 
nation to Governor Michael V. DiSalle 
in order to accept an appointment as Ex- 

cutive Assistant to the Governor. Rol)- 
ow L. Mullins, Deputy Superintendent, 
has been designated Acting Superintend- 
ent. 


Confederation Life Option 

Confederation Life Association, Toron- 
to, has announced the addition of an 
option to their junior partnership pol cy, 
without increase in premium. The junior 
partnership policy insures the parent 
while the child is under 21, and transfers 


the coverage to the life of the child on 
the anniversary nearest his 21st birth- 
day. After changeover, it becomes an 


endowment at 60. 


Formerly all benefits ceased on 


pay- 
ment of a death claim on the parent 
before the child’s age 21. Now in this 
event, a new policy may be taken out 
on the child without evidence of insur- 
ability. This new option ensures that 
one of the major aims of the policy— 
basic insurance coverage for the child 


after his 
available 
alive at 


dependency 
whether or 
the 


period—will be 
not the parent is 
child's age 21. 


J. W. Temes: peer 


John W. Teeter has been named asso- 
ciate general agent of Waldo W. Teeter 
& Associates, Albuquerque, N. M., repre- 
sentatives of Lincoln National Life, Fort 
Wayne, according to an announcement 
by Henry W. Persons, vice president and 
director of agencies. 

Entering the life insurance business 
while a student at the University of 
New Mexico, Mr. Teeter was graduated 
with a Bachelor's degree in Business Ad- 
ministration in 1955. He joined the 
Teeter agency as a full-time agent im- 
mediately upon graduation, and in April 
of 1959 was named agency supervisor 
under Lincoln Life’s management devel- 
opment program. He had that position 
until his present appointment. 





Great-West Life Appoints 
Reid Group Consultant 


Great-West Life has announced the 
appointment of Donald H. Reid, FSA, 
as a Group consultant. 

Mr. Reid is a native of Winnipeg and 
a graduate of the University of Mani- 
toba, where he received his Bachelor of 
Commerce (Honors) degree in 1950. He 
was named a Fellow of the Society of 
Actuaries in 1956, 

He brings to his new position a broad 
background in the actuarial field. He 
worked as an actuarial student in the 
Group department at Great-West Life 
from 1950, until 1955. He then joined a 
large United States life insurance com- 
pany in its actuarial division. Latterly, 
Mr. Reid has worked as an actuarial 
consultant in Indianapolis and Minne 
apolis. 
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Agents Almost Alone in Mission 
To Encourage Thrift Says Coolidge 


Denver, Sept. 27—“The only true se- 
curity is the certain knowledge that you 
and vour loved ones may always remain 
in your own world,” Robert B. Coolidge, 
senior vice president of Aetna Life, told 

embers of the American Society of 
Chartered Life Underwriters. Speaking 
at the Society’s annual breakfast meet- 
ing here, Mr. Coolidge went on to say 
that, in the event of the death or retire- 
ment of the breadwinner, the family 
should be able “to keep a few of the 
nicer things of life, a few of the little 
luxuries they have become accustomed 
to and dependent upon.” They should 
have enough to keep their friends—to 
remain in their own world. 

Who is going to make this possible? 
Not the stockbroker, the savings banker 
or the mutual fund salesman. Mr. Cool- 
idge said. “They perform useful and 
valuable functions, but they don’t provide 
the kind of true security which you 
provide.” Most people will never achieve 
genuine security “except through ade- 
quate, well-planned life insurance pro- 
grams.” 

There are three reasons why this is 
true. “First, people will not, of. their 


* Coolidge said: 


own volition, analyze the problem. Sec- 
ond, even when people know the prob- 
lem, they rarely embark upon a definite 
program to solve it. And, third, they 
just can’t save enough money to achieve 
true security by other means.” 

Making a strong case for permanent 
life insurance, Mr. Coolidge said that 
even the banks—with their “instant 
money” and “instant credit” plans—seem 
to have abandoned their traditional role 
of urging people to be thrifty. Now 
life underwriters “are almost alone in 
their great mission of persuading people 
to apnraise their future needs and make 
provisions for them now.” 


Effect of Inflation 


In answer to the effect of inflation on 
permanent life insurance dollars, Mr. 
“T know a man who owns 
a life income policy that will mature in 
a few years. Some awfully good dollars 
have gone into that policy, and the kind 
of dollars that will come out of it won't 
be as good as those that went in. If he 
had put the money into good common 
stocks, he could have been much better 
off. But, strangely enough, he is delighted 


with the policy and looks forward to 
maturing it. Why should that be? Be- 
cause he knows that if he hadn’t bought 
the policy, he wouldn’t have bought the 
stocks either, and now he would have 
neither the stocks nor the policy.” 

In his concluding remarks, Mr. Cool- 
idge urged his audience to forget the 
challenge and become the challengers. 
“Let’s take the offensive,” he said. “We 
are not selling securities; we are selling 
security. Let’s renew our own conviction 
that we are still the only ones who can 
bring true security to most people. Let’s 
approach them with complete confidence 
that no one has a more important mission, 
or a more important message, than ours. 
If we truly believe that, our prospects 
will listen to us—and they will accept 
our recommendations.” 


L. G. Hogue Fellowships 
For 1962 CLU Institutes 


Four fellowships have been established by 
New York Life for the 1962 CLU Insti- 
tutes in honor of Lillian G. Hogue, CLU. 
representative for that company in 
Detroit, who is outgoing president of the 
American Society of Chartered Life Un- 
derwriters, it was announced at the 
breakfast meeting of the American So- 
ciety held in Denver. In presenting the 
check to the Society through Miss 
Hogue, Dudley Dowell, chairman of the 


executive committee and executive vice 
president of New York Life, said: 

“Each year the company of the retir- 
ing president of the American Soétety 
seeks some appropriate means of pay- 
ing a special tribute to that person pub- 
licly. This morning I am happy indeed 
to participate in this gracious custom 
on behalf of one of New York Life’s 
own. We have chosen to’ express our 
admiration for the outstanding and ‘ded- 
icated leadership Lillian has given by 
creating four fellowships for, the CLU 
Institutes in 1962. To be known as ‘Kil- 
lian G. Hogue CLU Institute Felléw- 
ships,’ they will be available regardless 
of company affiliations to those who are 
selected by the American Society’ for 
their outstanding leadership in their 
respective CLU Chapters. 

“We feel sure you will agree that 
in nO more appropriate way, could we 
honor Lillian, than to enable others to 
participate in the CLU Institutes. In 
her dedication to the otras ve con- 
cepts and service of CLU she has made 
a most salutary contribution to the life 
insurance business. We in NYLIC are 
very proud of Lillian Hogue.” 

Twenty nine Institutes have been con- 
ducted by the American Society of 
Chartered Life Underwriters since the 
program was inaugurated in 1946. These 
seven-day graduate-level seminars are 
open to Chartered Life Underwriters as 
a part of the Society’s continuing educa- 
tion program for its members. 
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BERKSHIRE LIFE INSURANCE CO. 
Pittsfield, Mass. 


744 Broad Street 
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PHILIP H. GILLIS 


Manager 


PROVIDENT MUTUAL LIFE 
INSURANCE COMPANY 


Rowland D. Johnston, 
Assistant Manager-Brokerage 


1180 Raymond Bivd., Newark 2, N. J. 
MA 2-7450 


Serving a Quality New Jersey Clientele for 
Over 25 Years 
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A. W. MARSHALL & CO. 


General Agent 


Newark 2, N. J. 
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Saul S. Vort & Associates 
Specializing in Brokerage and Surplus Business 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Suite 1606 
744 Broad Street 





The Life Insurance Offices here represented, leading agencies in New Jersey, extend greetings and 
congratulations to the National Association of Life Underwriters for its outstanding accomplishments 
this year—and for the fine leadership which has characterized the NALU throughout its long career. 
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GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 


Reports Reflect NALU Score of 
Activity — Merchandising ‘Trends 


Reports of standing and special com- 


mittees of NAILU reflect a wide range 
of NALU activity and call attention to 
serious implications of current legisla- 
tive and merchandising developments. 
Highlights of the preliminary committee 
reports follow: 

AGENTS ACTIVITIES— Will sponsor 
agents forum on “What's Happening in 
the M arketp: ace?” to gain an insight 
into what is behind the many changes in 
life insurance merchandising which the 
committee says “have brought with them 
a great deal of anxiety and many ques- 
tions.” The committee also requests as- 
signment to an appropriate committee 
the subject, “What can we do to make 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 


























WELL-EARNED RECOGNITION 


To increasing numbers of people — and most particularly to pro- 
fessionals in life insurance — CLU represents a true symbol of 
dedication and achievement. We salute all Chartered Life Under- 
writers and are particularly proud that so many members of the 
Fidelity Field have earned this outstanding recognition. 
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the agent be more responsible in policing 
the poor practice in our business?” 

AGING—An appreciable number of 
local and state associations are following 
NALU’s blueprint in organizing com- 
munity aging projects. It is suggested 
that local associations might be of spe- 
cial value in offering pre-retirement 
counseling to employes of smaller corpo- 
rations who are left to their own devices 
to prepare for retirement. 

AFFAIRS OF VETERANS AND 
SERVICEMEN — This committee, with 
the aid of local and state associations 
carried out an intensive effort to balk 
the passage of Senator Russell Long’s 
bill to reopen the sale of NSLI (S. 977). 
This effort included testimony before 
congressional committees, personal con- 
tact of legislators, educational and in- 
formation mailings, etc. NALU’s posi- 
tion is that the Long proposal is un- 
necessary and unfair competition with 
the private, taxpaying life insurance busi- 
ness which is well able to meet the life 
insurance needs of all Americans. The 
Long proposal is now part of H. R. 856 
(dealing with certain veterans disability 
benefits and NSLI conversion rights). 
This bill has yet to come up for a vote 
on the floor of the Senate. During the 
past months, NALU lined up with the 
ALC and LIAA in opposing H. R. 7655, 
which would set up a program of mort- 
gage insurance for veterans (almost cer- 
tainly on a group or other mass basis. 

ASSOCIATIONS — Recommends new 
emphasis be given to eight NALU area 
conferences financed by NALU. They 
are to be attended by incoming and out- 
going state association presidents, paid 
personnel who attend at the expense of 
their associz ations, and NALU represent- 
atives. It is believed that these con- 
ferences will bring about many benefits— 
including the nurturing of new associa- 
tion leadershi 

CONSTITUTION AND RESOLU- 
TIONS—Submitted were a number of 
suggested by-laws amendments—includ- 
ing proposals to increase yearly dues 
paid per association member to NALU 
from $6 to $8—with the NALU board 
being given authority to up this amount 
to $9 after January 1, 1964; permit ex- 
perimentation with “anniversary billing” 
in several states; clarifying vacancies in 
the office of immediate past president; 
clarify discrepancies in the NALU con- 
stitution and by-laws as related to state 
and local model by-laws. 

_EDUCATION AND TRAINING — 
Urges greater local association interest 
in and support of LUTC classes. Notes 
great progress made in promoting the 
“Education in Family Finance” program 
at local level . . . and calls for greater 
emphasis on consumer education in 
family financial planning and in life in- 
surance at adult level. 

ESTATE PLANNING COORDINA- 
TION—Reviewed case of Oregon State 
Bar v. Executive Estate Planners, Inc., 
and John H. Miller (concerning alleged 
“unauthorized practice of law’), but de- 
cided against recommending NALU’s in- 
tervention. Revision of the pamphlet, 
“Some Guideposts for Cooperation Be- 
tween Lawyers and Life Insurance Rep- 
resentatives” is not yet completed. 

FEDERAL LAW AND LEGISLA- 
TION—NALU collaborated with ALC, 
LIAA, and LIC in preparing a joint 
statement on the so-called Keogh bill 
(H.R. 10). The joint statement covered 
seven points—with emphasis on two sug- 
gested amendments. The bill has been 
amended by the Senate finance commit- 
tee, but these amendments have not been 
evaluated as yet. 

Concerning changes to the Keogh bill, 
NALU’s position was alerted in July 
when the board of trustees voted that 
NALU should make every effort to have 


its suggested amendments included in 
H. R. 10. Failing in that, the board 
agrees that NALU should not oppose the 
bill in its entirety; but instead, should 
continue to work for the adoption of the 
amendments as speedily as possible. One 
proviso was added, however: to wit— 
that NALU should adhere to this posi- 
tion only if the American Thrift Assem- 
bly gives our amendments reasonable 
support. 

H.R. 3249 and H.R. 3288, which would 
give recognition to debit agents as “out- 
side salesmen” for tax purposes, have not 
as yet been considered by the House 
Ways and Means Committee. There is 
indication that these bills will remain 
dormant, however, unless debit agents 
take more interest in them. 

FIELD PRACTICES—The most im- 
portant issue to come before the com- 
mittee during the year is dual licensing, 
The committee recommends that NALU 
proceed with great care in developing an 
official national policy on the subject 
because of the immediate plans of some 
life insurance companies to market vari- 
able annuity contracts through their life 
insurance agents. 

It is believed that any NALU policy 
which would strictly preclude dual li- 
censees from joining local associations 
would not only have the effect of curb- 
ing the expansion of membership, but it 
might also have the result of curtailing 
present membership. 

The committee further believes that 
the amendments to the state insurance 
and security laws sponsored by the 
Florida State Association this past year 
may point to an acceptable solution to 
this problem. (Amendments call for a 
more rigid regulation of dual licensees 
and require that dual licensees submit 
written and signed proposals.) 

The committee reports publication of 
a new pamphlet on replacement, “De- 
mand to be Shown!” and official NALU 
definitions of “misrepresentation,” “re- 
bating,” “replacement,” “substitution,” 
and “twisting.” 

GENERAL AGENTS AND MAN. 
AGERS CONFERENCE—Marks its 10th 
anniversary this year. GAMC distribu- 
ted its statement of principles to 650 
life insurance companies this past year. 
Its membership reached 7,000... an 
all-time high. Will continue to support 
and sponsor LIAMA study course in 
agency management and CLU manage- 
ment course. 

GROUP INSURANCE—<Actuarial firm 
of Bowles, Andrews & Towne has been 
employed to conduct a study of member- 
pay-all association Group life insurance. 
However, no report is available yet de- 
spite a great deal of activity by the 
actuaries and the committee during the 
past six months, 

The study will include plans covering 
so-called ‘ ‘synthetic” Groups, profession- 
al associations, and all other plans cov- 
ering Groups ‘of individuals where the 
insureds pay all of the premiums. It will 
encompass not only such plans as may 
be written on a true Group basis, but 
also franchise, wholesale, and other 
types of individual policy plans that are 
underwritten on a collective basis. 

HEALTH INSURANCE—Continue to 
recommend that NALU employ a sta 
member with broad knowledge of the 
health insurance field. Also suggests that 
local associations should double the num- 
ber of students in LUTC health insur- 
ance classes. 

INDUSTRY PROBLEMS—Its objec- 
tive has been to find a means of com- 
munication between life insurance com- 
pany presidents and NALU to discuss 
common problems. To date, committees 
comparabie to the national unit are ac- 
tive in 32 states. Many of them had 
held frank, friendly discussions with 
company leaders on such subjects as 
replacement, Group insurance, cash value 
life insurance, enhancing state super- 
vision of insurance, etc. 

MEMBERSHIP—There’s every indi- 
cation that NALU will hit the 80,000- 
member mark by the end of September 








b 


@ tf 2  & ox ee SS oot ww = 


a: iin ont oe a i wean 











October 2, 1961 


THE EASTERN UNDERWRITER—LIFE UNDERWRITERS CONVENTION 








——— 
— 








National 


Association 


of Life 


Underwriters 











and attain an all-time membership high 
b: ye r-end. 


MEMBERSHIP DUES STRUCTURE 
—Analyzes in great detail NALU’s past, 
preset, and future financial status (in 
a special brochure distributed to Na- 
Council members). Recommenda- 


jona! 

5 1s ior strengthening NALU activity 
incluce: additional services rendered by 
lecal department, more assistance to 
stete .nd local associations by field serv- 
ice personnel; financing by NALU of 
area conferences attended by state asso- 
ciation leaders and of more face-to-face 
meetings of national committees; estab- 


lishment of necessary depreciation re- 
serves; purchase of necessary equipment 
at NALU headquarters, expansion of 
public information programs, etc. 

The committee also recommends a $2 
increase in national dues, with an addi- 
tional $1 “stand-by” increase. 


NOMINATIONS—In addition to of- 
fering its slate of officer and trustee 
candidates the committee deals intimately 
with the subject of finding well-qualified 
men and women to serve NALU on its 
board of trustees. It recommends that 
a study be made (with a report at the 
1962 mid-year meeting) to determine pros 
and cons of present method of selecting 
and electing NALU officers and trustees 

_ with an eye to whether the associa- 
tion’s best interest would ‘be served. if 
changes were to be made in representation 
and selection procedure. 


POLITICAL EDUCATION AND 
PARTICIPATION — (Close cooperation 
with the Chamber of Commerce of the 
United States has helped to arouse in- 
terest of state and local associations in 
the C. of C, “Action ‘Course in Practical 
Politics.” Nine state associations have 
already embarked upon concerted pro- 
grams based on the “Action Course.” 


PUBLIC RELATIONS — One of this 

committee’s major projects during next 

4 t.° ” “ bf T 
year will be a “pilot” of “Project Un- 
derstanding” and evaluation of results. 
Then this information-education pro- 
grain concerning the unique advantages 
of life insurance will be put on a coun- 
trywide basis. 

The first three sample speeches have 
been distributed to participating local 
association speakers bureaus in the state 
of Ohio and the District of Columbia. 
They relate to meeting the high cost of 
college education, the problems of the 
aging and aged, and how life insurance 
dollars help America grow bigger and 
stronger. 

The committee also will engage in pro- 
duction of a much-needed NALU film 
or film strip, preparation of more ads 
on the advantages of life insurance for 
local associations, opening new lines of 
communication to national and commun- 
ity opinion leaders, and acceleration of 
the Public Service Award program. lt 
also pledges support to all industrywide 
activities aimed at simplifying the 
“Language of life insurance.” 


QUALITY BUSINESS —Sees as its 
major objective the education of all as- 
sociation members to the value of high 
persistency in their business, To achieve 
this end, the National Quality Award 
program will be better publicized through 
the preparation of a special promotion 
kit, companies will -be encouraged to 
Support “quality selling” through adver- 
tising and public relations programs, and 
a brochure on the advantages of quality 
Selling will be distributed to life under- 
Writers. 


RESEARCH AND PLANNING—Pre- 
sents a blueprint for future NALU serv- 
ce and activities. Recommends a new 
emphasis on helping agents understand 
the values of life insurance and teaching 
them to sell it... a goal of 100,000 
members for NALU .. . strengthening 
NALU committees . . . expanded NALU 
Information and education activities .. . 
establishment of an NALU Foundation 
: extension of the Public Service 
Award program .. . develop further the 


stature and prestige of LUTC and CLU 
instructors. 


SOCIAL SECURITY—Report on the 
results of its investigation into the mis- 
use of insurance terminology in the So- 
cial Security program. Actively opposed 
—through testimony in ‘Congress and a 
“grass-roots” education campaign—lib- 
eralizations in Social Security and the 
King bill to provide health care for the 
aged under the Social Security system. 
The Kerr-Mills bill has received NALU’s 
approval—and all possible efforts by life 
underwriters are being made to encour- 
age necessary State enabling legislation. 


STATE LAWS AND LEGISLATION 
—Supports implementation of the Kerr- 
Mills Act in the various states. Com- 
mends the California and Texas State 
Associations for the key role they played 
in getting legislation regulating franchise 
life insurance in their states. 

WOMEN UNDERWRITERS — On 
June 30 there were nearly 1,500 women 
members of life underwriter associations. 
A major achievement of year was suc- 
cessful collaboration with Women’s Bu- 
reau of U. Department of Labor to 
produce, “Careers for Women in Life 
Insurance.” 


Albert C. Adams Trustee 


NALU Past President Albert C. 
Adams is serving the unexpired term of 
NALU Trustee A. J. Halloran, deceased. 

Retired general agent for the John 
Hancock, Philadelphia, Mr. Adams 
started in the insurance business as a 
clerk with Connecticut Mutual Life in 
1921. He joined the John Hancock in 
1926 as supervisor for Baltimore and 
Washington, D. C. Mr. Adams was born 
in Baltimore and attended the University 
of Pennsylvania, where one of his in- 
structors was Dr. S. S. Huebner. He 
graduated in 1920 with a B.S. degree in 
economics. He has held every office in 
the Philadelphia and Pennsylvania As- 
sociations of Life Underwriters and was 
elected to the NALU board of trustees in 
1952. He has served the National Asso- 
ciation as a trustee, secretary, vice presi- 
dent and was president in 1957-1958. He 
is the holder of the Philadelphia Asso- 
ciation’s President’s Cup, awarded for 
“sustained interest in association activ- 
ities.” He is a 32nd degree Mason, and 
a member of the Shrine, University and 
Down Town Clubs of Philadelphia, and 
Aronimink Golf Club. 



























PERSONNEL 
ov SERVICES, INC. ‘ 


"Specializes in Insurance” 

ACTUARIES FEE PAID .................... $12-15,000 
Passed 4 or 5 exams? Want top future? 
Can you move 100 miles? 

A & H ADMINISTRATION .............. $ 15,000 
Heavy Individual + Top Administration. 

RS. 8-15,000 
We Need 4!! N.J. or N.Y. 5+ Yrs. Top 
Life. 

PENSION EXECUTIVE ...................... $ 11,000 
You'll Train New Men; You'll Help on the 
Tough Cases. Some Travel but Car and 
Expenses Supplied. 

GROUP SALES & SERVICE.............. $ 8-12,000 
Some Fees Pd. & Several Top States. 
Incidentally, Calif. is Included Here. 

A & H CLAIMS. $ 6,7,000 
2 Yrs. H.O. Exper! 2 for N.Y.C., 1-Mass. 

GROUP CLAIMS 000.0... 6,800 
Regional Claims Office in Calif. 


50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 
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what would you 
think if you saw 
an ad like this? 





W. W. Chamberlin, Jr., Southeastern Division Manager, says, 
“That's exactly the type of job | have the privilege of enjoying— 
thanks to the Franklin Life.” 


LIE 


CHAS, E. BECKER, PRESIDENT 


The largest legal reserve stock life insurance company 
in the world devoted exclusively to the underwriting 
of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 





INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
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Talesnik Group Dep’t. Mgr. 
For Northeastern Life 


Appointment of Arno Talesnik as man- 
ager of the Group department of North- 
eastern Life of New York has been an- 
nounced by Vice President Harold E. 
Rieve. Mr. Talesnik succeeds Charles 
Backer who has resigned to enter the 
field of life production. 

Mr. Talesnik has been with the com- 
pany for more than six years special- 
izing in Group actuarial activities. In his 
new position, he will have responsibility 
for the internal administration of the 
department under the general direction 
of Vice President Rieve. 

A graduate of Brooklyn College where 
he received his B. A. degree in 1951, 
Mr. Talesnik subsequently took grad- 
uate courses in economics at Columbia 
University. He is a veteran of two years 
of service with the Army during World 
War II. He is an accomplished violinist 
and as a hobby he has studied electronics 
and constructs hi-fi equipment. 


Pass $*% Billion Mark 


Mutual Trust Life passed the three 
quarters of a billion mark of personal 
life insurance in force in August, an- 
nounced President Raymond Olson. 
Speaking at an all-company meeting in 
the home office in Chicago, Mr. Olson 
pointed out that all of the company’s 
business is on individual lives—there is 
no Group or Industrial—and all has been 
written by Mutual Trust’s own sales 
organization. Sales of new life insurance 
during the first eight months of this ‘year 
show an increase of 20.2% over the same 


period in 1960, he added. 


LEONARD MELTZER DEAD 
Leonard Meltzer, 69, a retired life in- 
surance agent of Rochester, N. Y., died 
recently. He was associated with The 
Prudential in Rochester for 33 years 
prior to retiring 


Lincoln National Names 


A. C. Lambeth at Jackson 


Auburn C. Lambeth, CLU, has been 
named general agent of the Jackson, 
Miss.. office of Lincoln National Life, 
Fort Wayne, according to an announce- 
ment by Henry W. Persons, vice presi- 
dent and director of agencies. Under Mr. 
Lambeth’s leadership, the agency will be 
known as Auburn C. Lambeth & Asso- 
ciates, and will be located in the Electric 
3uilding. 

Prior to his new assignment, Mr. 
Lambeth has been located in St. Louis, 
serving as a supervisor under the com- 
pany’s management development pro- 
gram in the L. S. Becker agency. His 
background also includes three years as 
assistant director of the Life Insurance 
Marketing Institute at Purdue Univer- 
sity. 


August Sales Up 4% 

August purchases of life insurance 
amounted to $6,347,000,000 a gain of 4% 
from the corresponding month of last 
year, and the largest August total on 
record, according to the Life Insurance 
Agency Management Association of 
Hartford. 

Purchases of Ordinary insurance in 
August were $4,396,000,000 compared with 
$4,452,000,000 a year ago. Industrial life 
insurance bought in August amounted to 
$585,000,000, compared with $580,000,000 
a year ago. New Group life insurance 
totaled $1,366,000,000 in August, com- 
pared with $1,061,000,0000 a year ago. 
These figures represent new Groups set 
up and additional protection under 
amended Group contracts already in 
force. 

For the first eight months of the year, 
life insurance purchases totaled $51,276,- 
000,000, up from a year ago by $2,907,- 
000,000. The eight month Ordinary in- 
surance total was $34,849,000,000 com- 
pared with $34,763,000,000; Industrial in- 
surance totaled $4,750,000,000, compared 
with $4,696,000,000 the previous year; 
and Group insurance totaled $11,677,- 
000,000, compared with $8,910,000,000. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








to serve as a Senior Consultant. 


rapidly as ability is demonstrated. 


York 38, N. Y. 





SENIOR CONSULTANT 
PENSION and EMPLOYEE BENEFITS 


Exceptional opportunity for improved 
earnings and fine future with leading firm 


As a result of recent expansion, an unusual opportunity has become 
available with national consulting firm for a top-notch experienced man 


Knowledge of both pensions and other employee benefits desirable but 
not essential provided individual has other necessary qualifications. The 
right man will be assigned a number of present clients and given every 
assistance by our senior executives to grow in his knowledge of the 
business and advance in our organization. 


The man selected will receive an attractive salary commensurate with 
his experience, plus profit sharing. Generous insurance and pension 
benefits are also provided. He will have the opportunity to advance as 


Our staff has been advised of this advertisement. 


Write fully and in confidence concerning your background and expe- 
rience to Box 2940, The Eastern Underwriter, 93 Nassau Street, New 








Local Underwriters Meet; 
A. H. McAulay is Speaker 


Eighty-one life underwriters repre- 
senting 20 companies attended a dinner 
meeting at the New York Life recently. 
The occasion was the first meeting of the 
Home Office Life Underwriters Club of 
Greater New York since it was organ- 
ized in June, 1961. William A. McCart- 
ney, Equitable Society, president of the 
club, presided. 

Earl M. MacRae, vice president, New 
York Life, welcomed the group on be- 


October 2, 196} 


half of the host company. A. H. McAu- 
lay, president, North American Reassur- 
ance, was the guest speaker. In his talk 
on “The Home Office Underwriter—The 
Man with the Split Personality” Mr. 
McAulay described the conflicting de- 
mands exerted on the home office under- 
writer as he attempts to satisfy both the 
field organization and home office man- 
agement. Mr. McAulay also emphasized 
the continuing need for the underwriter 
to strive for proper balance between a 
conservative and a liberal approach, and 
stressed the dangers of either extreme. 

The club will hold its next meeting on 
November 8. 





proud of—and we are. 


life insurance. 


have applied to myself.” 


Home Life’s Planned 
Estates method of opera- 
tion is based on these 
principles. And we recog- 
nize that dedicated life 
underwriters throughout 
the business—whether or 
not they are CLUs—sub- 
scribe to these same high 
concepts of service. 


Wm. P. Worthington, Chairman 





one out 
of four 


At Home Life one out of every four eligible 
field underwriters wears the coveted CLU 
key. This is one of the best ratios in the 
insurance business. It’s something to be 


For any underwriter, the CLU designation 
is an honor, well earned through rigorous 
study. It is also a symbol of the technical 
proficiency which, when combined with 
sales ability, almost always produces a 
company leader. But most of all, the CLU 
key is tangible proof—to a man’s com- 
pany, his clients and himself—of the in- 
tent to build a solid, meaningful career in 


In accepting the CLU designation, each 
life underwriter pledges: ‘I shall, in the 
light of all the circumstances surrounding 
my client, which | shall make every con- 
scientious effort to ascertain and to under- 
stand, give him that service which, had | 
been in the same circumstances, | would 





HOME LIFE INSURANCE COMPANY 


253 BROADWAY, NEW YORK 8, N.Y. 


John H. Evans, Vice President—Sales 


i 


J. Harry Wood, C.L.U., President 
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John A. Pfaff Has Joined 
Illinois Mid-Continent Life 





JOHN A. PFAFF 


The appointment of John A. Pfaff as 
assistant vice president of the [Illinois 
Mid-Continent Life of Chicago was an- 
nounced in Chicago by John Weaver, 
president. In his new post Mr. Pfaff will 
be responsible for advertising, sales pro- 
motion, public relations, training and all 
internal phases of agency department 
operations. 

Mr. Pfaff was previously director of 
advertising for the United States Life 
in New York. He first entered the busi- 
ness with that company in 1953. Before 
his most recent position there he was 
sales promotion manager for accident 
and health. 

A graduate of Colgate University, Mr. 
Pfaff is a veteran of World War II and 
the Korean conflict. As a member of the 
Life Advertisers Association, Mr. Pfaff 
attended its annual meeting last week 
in Dallas. 


N. Y. Life Promotions 


Four actuaries have been promoted at 
New York Life: Joseph D. Austin and 
Alan R. Sullivan have been named as- 
sistant actuaries in the actuarial de- 
partment and Frank J. Alpert an assist- 
ant Group actuary and Henry T. Furlong 
an actuarial assistant in the Group ac- 
tuarial department. 

Mr. Austin joined the company in 1952 
as an actuarial student, and in 1959 was 
named actuarial assistant. He is a grad- 
uate of the University of Scranton and 
a Fellow of the Society of Actuaries. 

Mr. Sullivan, who holds degrees from 
Dartmouth College and the University 
of Michigan, came to New York Life in 
1954 as an actuarial student. He was 
made actuarial assistant in 1960 and is 
a Fellow of the Society of Actuaries. 

Mr. Alpert, a Fellow of the Society 
of Actuaries, joined the company "Ss ac- 
tuarial department in 1951 as an actuarial 
student. In 1958 he was transferred to 
the Group insurance department and in 
1959 was made an actuarial assistant. 
Mr. Alpert was graduated from Amherst 
College in 1951. 

Mr. Furlong, who has been named ac- 
tuarial assistant in the Group actuarial 
dep: irtment, is an associate of the Society 
of Actuaries. He joined New York Life 
in 1952 as an actuarial student, on his 
graduation from Union College. He was 
transferred to the Group actuarial de- 
partment in 1961. 


APPOINT DONALD B. ROMER 

American United Life announces the 
appointment of Donald B. Romer as 
agency manager in Grand Rapids. A na- 
tive of Huntington, W. Va., Mr. Romer 
has been in the life insurance business 
5% years as agent and division manager. 


Northwestern Mutual Meeting 


Donald C. Slichter, president of North- 
western Mutual Life, heads a list of 
speakers scheduled to address the 14th 
ennual all-western meeting of NML 
agents, being held this week in San 
Francisco. Some 200 NML agents will 
come from Arizona, California, Idaho, 
Nevada, New Mexico, Oregon, Utah and 
Washington to attend the meeting. 

Mr. Slichter’s opening speech, “The 
President Reports,” will emphasize the 
theme of the meeting, “Life Insurance— 
The First Investment.” He will be fol- 
lowed by Vice President Howard J. 
Tobin, who will speak on the scope of 
NML’s investments in the west. Robert 
E. Templin, director of agencies, and 
four other company officials from the 
home office of the 104-year-old firm, will 
speak at the meeting. 

Albert K. Mitchell, New Mexico 
rancher, banker and former legislator, 
who is president and general manager of 
the Tequesquite Ranch, Albert, N. M., 
will be the special guest speaker. He 
will discuss “A Policyowner Looks At 
The Northwestern.” 

Chairman of this year’s all-western 
committee is John R. Mage, CLU, Los 
Angeles, NML’s California regional gen- 
eral agent. Working with the committee 
as the home office liaison man is Harold 





Fidelity Mutual Director; 


Name 3 Vice Presidents 
Fidelity Mutual Life, Philadelphia, has 
elected a new director and three new 
vice presidents. Walter W. Slocum, pres- 
ident of the International Resistance Co. 
was elected a director. 

Migs vice presidents include Harry 

Archey, Jr., administration; Norman 
oe actuary; and Harry S. Redeker, 
general counsel. 

Other changes include Richard H. Hol- 
lenberg, second vice president and asso- 
ciate general counsel; W. Terry Vroo- 
man, secretary; Martin L. Zeffert and 
William A. Porter, associate actuaries; 
and Paul L. Wise associate counsel. 


New York CLU Meeting 

Members of the New York ‘CLU Chap- 
ter will meet at the new Summit Hotel 
in New York on October 4, for what is 


called a “Coffee-break Meeting” from 3 
to 5 p.m. Wilbur Neustein, The Pru- 


dential, is chairman of the program which 
opens the 1961-62 association year. 

Men and women from the New York 
City area who received the CLU designa- 
tion this year, have been invited to 
attend. 


W. Baird, CLU, superintendent of agen- 
cies. Other committee members, who 
will be chairmen for individual sessions 
of the meeting are: 

Robert J. Habegger, CLU, special 
agent in Seattle; Carl F. Mehlhop, CLU, 
special agent in Oakland; George H. 
Rogers, Jr., special agent in Vista, Calif.; 
Ray M. Wagoner, general agent in 
Boise; Harold L. Wall, district agent in 


Stockton; and Lowell D. Smith, CLU, 
district agent in Ogden, Utah, whose 


will address the wives 
of NML agents at a ladies luncheon. 
Mrs. Smith will discuss the wife’s role 
in her husband’s career as an agent. 


An innovation in this year’s program 
will be an “Idea” session. As time per- 
mits, as many as ten agents will present 
their favorite “three-minute” field-tested 
ideas on prospecting, selling, servicing 
and work organization. 

Harry Ziegler, CLU, special agent in 
Los Angeles, will talk on “Estate Plan- 
ning for Professional Clients,” and James 
G. Harding, special agent in Portland, 


wife, Norma B., 


Ore., will speak on “Employe Benefit 
Plans, NML Style.” 
In addition to Messrs. Slichter, Tobin, 


and Templin, the following NML officers 
will go from the firm’s home office to 
take part in the program: Harold W. 
Gardiner, CLU, superintendent of educa- 
tion and field training; Jaek G. Brown, 
CLU, and Ralph N. Harkness, CLU, 
superintendents of agencies; Jerome A. 
Boyer, assistant secretary; and Edgar D. 
Coffman, assistant superintendent of 
agencies. 


AALU Seminar October 30 


The Association for Advanced Life 
Underwriting has announced a seminar 
to be held in New York City on Oc- 
tober 30 at The Commodore Hotel. Five 
nationally known life underwriters from 
various parts of the country and an at- 
torney will speak, presenting timely and 
varied aspects of advanced underwriting. 
The 


program will get under way at 
9:15 and end at 5:00 o’clock. 
Attendance at the seminar is by in- 


vitation only, with a $10 registration 
fee, including luncheon. 


Mel Arden, National Life of Vermont, 
New York, is chairman of the committee 
in charge of the seminar. The other com- 
mittee men are Charles Krasne, Lincoln 
National, New York, and Mervyn Platt, 
independent, Trenton. 


The six speakers on the program are 
Leonard Silverstein, AAL U executive 
director, Washington, D. C.; John Todd, 
Northwestern Mutual, Chicago; Philip 
Goldberg, Canz ida Life, New York: Al- 
fred Howes, Connecticut Mutual, New 
York; Frank E. Sullivan, American 
United Life, South Bend; Harold Frank- 
lin, Canada Life, Cleveland, president of 
AALU. 





managers. 
Please send resume to Box 2943, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 





LIFE BROKERAGE SUPERVISORS 


Wanted in Newark, Philadelphia, New York City 


We offer one of the finest competitive life contracts 
and hold the strongest possible position in financed insur- 
ance plans. If you have an established nucleus of contacts 
we offer you a compensation plan which we believe to be 
more generous than that given many general agents and 
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S YOUR STANDARD / 


Mca SECURITY 


NEW IDEAS 


STANDARD 
SECURITY 


STANDARD SECURITY is a modern pioneer. 
In constantly creating new and unique 
policies and approaches to sales, it offers 
YOU an opportunity to expand your pre- 
sent markets and open new avenues of 
growth. If you are the type of “insurance 
professional” who takes a keen and per- 
sonal interest in his profession and in 
satisfying his client’s needs — then you 
can readily recognize that it is to the 
mutual benefit of you and your client to 
take advantage of STANDARD SECURITY’S 
pace-setting developments. Here are some 
firsts and exclusives: 


1. Policies written Age Last Birthday. 

2. 1958 CSO Mortality Table. 

3. Easy-to-read narrative-form booklet 
policies.* 

4. Issue to age 97 on whole life. 

5. $2000 non-medical on ordinary life to 
age 97. 

6. Issue on Term — to age 73. 

7. Sub-Standard underwriting to 1500% 
of mortality (Including Term). 

8. Term on Term Riders. 

9. Non-can disability income insurance 
issued to $1000 per month (participa- 
tion to $1500 per month). 

10. Major-medical guaranteed renewable 
for life to $25,000. 


For further information contact our 
General Agent in your area or write: 
Agency Department, STANDARD SECURITY 
LIFE INSURANCE COMPANY OF NEW YORK, 


111 5th Avenue, New York 3, New York. 
*Send for specimen policy. 
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Mass. Mutual Promotions 


Two members of the home office staff 
of Massachusetts Mutual Life have been 
elevated to new Arthur C. 
Caps, pro- 


Bankers of Iowa Manager 


positions. 


agency assistant, has been 
moted to assistant 
Gordon S. Fountain, manager, 
premium accounting department, has 
been appointed assistant accounting sec- 
retary. 

Mr. Caps is a graduate of the Uni- 
versity of Illinois and of the Rochester 
Business Institute. He joined the com- 
pany’s Rochester general agency in 1931, 
and in 1946 was appointed agency cash‘er 
During World War II, he served in the 
U. S. Air Corps in the China-Burmia- 
India Theater. He went to the home of- 
fice as an agency assistant in 1951 

Mr. Fountain was graduated from 
30ston University College of Business 


director of agency 


costs. 





R. B. GOODRICH Administration. He also has taken grad- 
uate courses at American International 
_R ‘bert B. Goodrich has been named College. He is a veteran of the U. S. 


Sas served as a second 
his graduation from 
in 1949, he joined the 


1956, 


e on City agency manager by 
~ A ees Life of Des Moines. He joined 
the company as a salesman in the Kan- 
sas City agency in 1956. He was named 


Air Corps, having 
lieutenant. Upon 
Boston U niversity 
company’ s auditing department. In 


agency supervisor there in 1959. While he was promoted to assistant manager 
in personal production he qualified for of the premium accounting department, 
he company’s sales honor clubs. and became manager in 1959. 





LIFE AGENCY MANAGER 


Our Prominent Company plans opening another Agency in Midtown 
Manhattan. Our contract will reward a successful manager generously. 
$12,000 to $15,000 guaranteed—PLUS incentive credits to start. No 
ceiling here. The better the job—the more you earn. 


We will provide you with a qualified Assistant Manager to help you 
get established, an excellent agents’ financing plan, first-rate sales pro- 
motion material—everything needed to do a good job. We would prefer 


management experience. 


For an interview to discuss this opportunity in confidence, send your 
resume to Box 2941, The Eastern Underwriter, 93 Nassau Street, New York. 


























YOU SHOULD HAVE 
POLICIES DESIGNED TO 
MEET THE “WANTS” 

OF YOUR PROSPECTS! 


Wilson B. Foster, Agency Builder, 
All American Life & Casualty Company, 
believes in this philosophy 








12 months’ record of 
Heritage Agency* 
San Francisco, California 










All American offers you an 
unbeatable opportunity to build 
a business of your own. 





e First Year Paid 
Premiums $116,182.36 
e 15 full time 
representatives 

e Earnings in 

five figures 


Find out today why hundreds 
of experienced insurance men 
are joining this dynamic team 
that is setting phenomenal 
sales records. Write: 

E. E. Ballard, President. 


ALL AMERICAN 


He & Casualty Company 


505 PARK PLACE « ALL AMERICAN BLDG. 
PARK RIDGE, ILLINOIS 





*Joined All American 
December 1, 1958 








The Harmelins’ 129th Class 
Starts Oct. 4 at 50 Church St. 


The 129th class of the Harmelin Agen- 
cy, Inc., general agents of ‘Continental 
Assurance, New York, to prepare brok- 
ers for the October 19 New York State 
life agent’s examination, will begin on 
Wednesday, October 4. 

The course, consisting of five lectures, 
is conducted at 50 Church Street, New 
York, Room 1870. Instruction will be 
given by David R. Harmelin and William 
Harmelin, both of whom have served as 
LUTC moderators. Formerly they gave 
identical courses at Walter Hervey 
Junior College and Delehanty Institute, 
using their own material. 

A limited number of applications will 
be accepted. There is no charge for the 
instruction. 

Since inception, 98% of the students 
taking this course have passed the New 
York State life agent’s examination, 
which percentage, the Harmelins say, by 


far exceeds the over-all percentage in the 
State. 


Mutual Benefit Life Opens 
General Agency in Tampa 


The opening of a general agency in 
Tampa, and the appointment of Clarence 
E. Stephens, Jr., as general agent there 
was announced by Mutual Benefit Life 
of Newark. This is the Mutual Benefit 
Life’s 88th general agency in the United 
States. 


Mr. Stephens was formerly agency 
supervisor for the company’s Kansas 
City office. He joined Mutual Benefit 


in that city 13 years ago and immediate- 
ly distinguished himself by qui uifying 
for membership in the company ’s honor 
group of new agents. He has since earned 
membership in the President’s Club, 
Mutual Benefit Life’s organization of 
leading underwriters. 

In 1957 he was named supervisor of 
his agency and last year ranked second 
among all supervisors in the company’s 
nationwide field organization. He was 
well-known in the Kansas City area for 
his work in the specialized field of family 
financial planning. 

Mr. Stephens received his degree in 
business administration and engineering 
from the University of Kansas, where 
he was an honor student. During World 
War II he was a captain in the Army 
infantry and received The Purple Heart 
and two Bronze Stars for service in 
the European theater of operations. He 
is now a lieutenant colonel in the Army 
Reserve. 


Guardian Life Seminars 
Guardian Life of America will con- 
duct a series of two-day seminars for 
its field underwriters in nine cities across 
the nation during November, on the sev- 
eral 


lines of mass coverage written by 

the company. 
The first day will be devoted to The 
Guardian’s pension program, both indi- 


vidual policy pension trusts and deposit 
administration contracts. The second day 
will include a review of the company’s 

Group insurance plans, and an explana- 


tion of Guardian’s newest coverage— 
franchise insurance, providing loss-of- 
time protection for employes of small 
business firms on an individual policy 


basis. 

The first seminar will be ‘held in New 
York on November 1 and 2, and the 
series will close in Providence on No- 
vember 22. Other sites for the meetings 
are Atlanta, Buffalo, Chicago, Dallas, 
Los Angeles, Newark, and San Francisco. 


J. H. Mock Apeedetianes 

Occidental Life of California has ap- 
pointed Jerome H. Be k assistant bro- 
kerage manager in its Milwaukee branch 
office, according to Earl Clark, CLU. vice 
president in charge of agencies. Mr. Mock 
entered the insurance business in 1957 
and has served continuously since then 
as an agent for New York Life in 
Milwaukee. 


Second Vice President 
For New York Life 





Fabian Bachrach 
F. G. DUNCAN 


Frederick G. Duncan thas been ap- 
pointed second vice president in the 
treasury department of New York Life, 
according to an announcement by Clar- 
ence J. Myers, chairman of the board 
and president. Mr. Duncan directs the 
general banking oper rations of the com- 
pany and assists Vice President and 
Treasurer Charles E. Baldwin, Jr., in 
overall supervision of the treasury de- 
partment. 

A native New Yorker and graduate of 
Princeton University, Mr. Duncan left 
the Guaranty Trust Co. in 1950 to join 
New York Life as head of the bank di- 
vision of the treasury department. He 
was appointed manager of the division 
later that year, assistant treasurer in 
1952, and assistant vice president in 1957. 
He has been closely associated with the 
establishing of New York Life’s Check- 
O-Matic program of premium payment. 

Mr. Duncan is a trustee of the Russell 
Sage Foundation, and a member of the 
advisory board of the Manufacturers 
Hanover Trust Co., Empire State office. 
He served four years in the Navy during 
World War II and was discharged with 
the rank of lieutenant commander. 


Boston Actuaries to Meet 


\ discussion of the recent revision of 
New York Regulation 33 will be featured 
at the meeting of the Actuaries’ Club of 
Boston to be held on October 6, at the 
Harvard Club of Boston. Charles A. 
Yardley, New England Life, is chairman 
for this meeting. 

Other discussion topics deal with re- 
placements, summer actuarial student 
training programs, and the market for 
insured pension plans. 

W. James Preble, National Life, is 
first vice chairman, E. James Morton, 
John Hancock, second vice chairman, 
Harold V. Lyons, State Mutual, third 
vice chairman, C. Norman Peacor, Mas- 
sachusetts Mutual, fourth vice chairman, 
and Robert H. Hoskins, John Hancock, 
secretary-treasurer. 


Colonial Anniversaries 

Three employes of Colonial Life of 
America, with a total of 95 years of con- 
tinuous service, were honored at a_re- 
cent Spinners Society luncheon in East 
Orange. The Spinners Society is a Co- 
lonial Life employe organization of ac- 
tive and inactive members with a mini- 
mum of 25 years of service. 

The three employes honored were 
Vincent Caggiano, supervisor, reproduc- 
tion department, Jersey City; Alice Dia- 
mond, premium accounting department, 
East Orange; and Joseph B. Corbett, 
underwriting secretary, Madison. 

President Richard B. Evans presented 
Government Bond awards to Miss Dia- 
mond and Vincent Caggiano, who marked 
35th anniversaries, while Mr. Corbett be- 
came eligible for membership in the 
Spinners Society on the occasion of his 
25th anniversary. 
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Today 48 Massachusetts Mutual policyholders, three of them women, 
each own $1 million or more of life insurance in that Company. Before 1954 


the company records showed no $1 million policyholders. There were 28 by 
1958 and 40 by November, 1960. 


The life insurance ‘‘multi-millionaire’” has now emerged. Seven policy- 
holders are protected by $2 million or more of Massachusetts Mutual life in- 
surance. All of these ‘‘multi-millionaires” are married men with children. Their 
average age is 43 and they purchased their first Massachusetts Mutual policy 
at average age 29. They now have an average of 11 policies each. Three of 


them are company presidents, three hold other executive positions, and one is 
a financier. 











Here are 3 reasons why we used this space 
to tell this story... 


It suggests that the quality of our product appeals to dis- 
criminating buyers. 


It indicates the quality of our Field Force whose training 
and sales tools equip them for any market. 


It has been in the news —the story of our “multi-million- 
aires” has rated space in major newspapers across the 
country. 


MASSACHUSETTS MUTUAL 
Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
ORGANIZED 1851 


114 GENERAL AGENCIES IN 108 CITIES PLUS 85 DISTRICT OFFICES AND 39 GROUP OFFICES 
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Teamwork Responsible for Success 


Of LAA Annual Meeting in Dallas 


By Wat ace L. Capp 


The 28th annual meeting of Life In- 
surance Advertisers Association, held 


ber 25 issue, page 1) the following were 
elected to the LAA executive committee 
September 20-22 in Dallas, goes down in for two years: John M. K, Abbott, New 
history as one of the best attended York Life; James P. Ferguson, London 
gatherings held to date. Registrations on Life; Joseph M. Locke, Gulf Life, and 
the opening day were close to 300 and Francis J. O’Brien, Franklin Life. Exec- 
they jumped to about 340 by the close utive committeemen completing their 
of the second day. The success of the terms were Clay Alexander, Lamar 
meeting, theme of which was “Com- Life; Henry E. Arnsdorf, The Pruden- 
munications—the Variable Constant” is tial; Myron Jones, Union Central, and 
due in large measure to the teamwork Richard W. Marsh, California-Western 
spirit engendered by LAA President States Life. Robert S. Kieffer, CLU, 
John L. Briggs, — and Life vice immediate past president, was nominat- 
president; Richard Hindermann, Pan- ing committee chairman. 
American Life vice gio who was The new officers and executive com- 
convention general chairman, and all the mitteemen were installed at the closing 
members of his committee. Each per- session September 22 and that afternoon 
formed in key roles so ably that the the first meeting of the committee took 
three day program was conducted place. Emerging from it in the late 
smoothly and efficiently afternoon,: one committeeman told the 
In addition to the new officers elected, writer: “We're off to a good start in our 
headed by President L. Russell Blanch- 1961-62 program. Russell Blanchard is 
ard, Paul Revere Life, (see our Septem- ideally suited for LAA presidency. He 





w THEY'RE TAKING 
> 
THEIR HATS OFF 


TO DOMINION 


For a superbly flexible profit-making 
savings plan . . . Dominion's PROTEC- 
TION INVESTMENT. Here are a few 
highlights: Attractive income options 
(including $10 a month per $1,000 of 
insurance on a Life & 10 Year Certain 
Plan). Sold to mature at age 50, 55, 60, 
65 or 70. Available par or non-par 
(with income dividends enhancing 
monthly payments after maturity on 
either plan.) 





Also available on a GUARANTEED ISSUE 


basis (minimum 10 lives) . . . ideal for pension 


trusts, deferred compensation arrangements, etc. 


Call us for further information 


Phone MA 2-5990 






Since 1889 
MEAD OFFICE ‘WATERLOO, ONTARIO 


10 Commerce Court Newark 2, New Jersey 








did a fine job in conducting this exec- 
utive session.” 

Already the time and place for the 
1962 annual meeting has been selected. 
It is the Mayflower Hotel, Washington, 
D. C., September 12-14. The Eastern 
Round Table also set its 1962 meeting 
date as May 3-4 at The Schine Inn at 
Chicopee, Mass. The Southern Round 
Table, whose breakfast meeting on Sep- 
tember 21 was attended by about 80, 
will meet next April 8-10 at Robert Miles 
Hotel, Jacksonville, Fla. Its new chair- 
man is Hugh Rickenbaker, Life of Geor- 
gia, with Dodge Geoghagan, Occidental 
Life of North Carolina, as vice chairman 
and program officer, and Jules Peytral, 
Pan-American Life, as secretary. 


Exhibit Winners Kept Secret Until 
Sept. 21 P.M. 


Loflin E. Harwood, Great American 
Reserve of Dallas, who was the LAA 
exhibits committee chairman, must have 
had a hard time in keeping the award 
winners secret until the afternoon of 
September 21. This he did! There was 
quite a scramble from the meeting room 
to the registration desk after the “Ex- 
hibits ‘Critique” talk by Maxwell A. 
Clampitt, president of Clampitt Paper 
Co., one of the judges. At the desk 
copies of the LAA awards of excellence 
folder containing the winning companies 
—59 in all—were very soon grabbed up. 
Only two companies—All American Life 
& Casualty and Bankers Life of Ne- 
braska—won four awards. Incidentally, 
Mr. Clampitt did a superb job in discussing 
the exhibits. He was sincere, earnest and 
held close attention of a large audience. 

Inadvertently the award winners for 
“Brokerage Material” were left out of 
our September 25th issue story (Page 14) 
and they are as follows: All American 
Life & Casualty, Bankers Life of Ne- 
braska, Berkshire Life, Eastern Life of 
New York, Manufacturers Life of Toron- 
to and United States Life. 


President Briggs’ Annual Report 


LAA President John L. Briggs in his 
reports, delivered September 21, pointed 
to LAA’s year of progress, “thanks to 
teamwork and unselfish willingness of 
members to exchange any and all in- 
formation with each other.” Graciously 
paying tribute to all members of the 
executive committee, members of stand- 
ing and special committees, Mr. Briggs 
also expressed “direct thanks” to L. 
Russell Blanchard who as LAA vice 
president in the past year, provided 
‘masterful direction in carrying out plans 
for development of the new LAA com- 
pany communications handbook and the 
publishing of six case histories prepared 
by members of LAA’s advertising public 
relations and sales promotion research 
committees. The chairmen of these four 
committees have done an amazingly ef- 
ficient and complete job.” 

Mr. Briggs also paid tribute to Treas- 
urer John P. White, Lincoln National 
Life; George H. Kelley, CLU, New York 
Life, who was re-elected to this post; 
and Richard L. Hindermann, Pan-Amer- 
ican Life, the general chairman “for the 
smooth coordination and expert work- 
manship of his various annual meeting 
committees. 

Although no effort was made this year 
to conduct a membership campaign, there 
are 27 more members in the LAA than 
a year ago and five more companies are 
represented. “LAA continues to main- 
tain a balance in its treasury that is 
estimated to be sufficient to operate the 
organization for about 18 months,” said 
Mr. Briggs. 

Speaking about Communications, the 
meeting theme, Mr. Briggs brought out: 
“There is no magic formula for the 
production of good communications, but 
we must remember that our actions will 
always speak loudly—louder than our 
words, and so we should be concerned 
with thinking of things to do rather 
than things to say. Our real competitors 
for the family dollar are not other life 
insurance companies or salesmen of other 
companies. Instead they are the manu- 
facturers of tangible items which people 
‘want’ for many reasons. Our job as com- 
munications specialists is to make the 


Named New Haven Gen’! 
Agent for Citizens Life of N.Y. 





IRVIN A. SCHIFF 


Citizens Life of New York has ap- 
pointed Irwin A. Schiff, Inc., as its gen 
eral agent in New Haven, Conn. 

Irwin A. Schiff, CLU, president of the 
agency, was formerly an estate planner 
for the Home Life of New York. More 
recently he specialized in developing in- 
surance plans for professional associa- 
tions. He is president of Group Insurers, 
Inc., a firm which administers insurance 
plans for a number of professional asso- 
ciations. 

A graduate of University of Connec- 
ticut, School of ‘Business Administration, 
Mr. Schiff started his y gy neg career 
after completing his U. S. Army service 
in 1952. 

The newly appointed Schiff Agency in 
New Haven is located at 1184 Chapel 
Street. 


Cc. B. MINTON MADE MANAGER 

Charles B. Minton has been named 
manager for the Occidental Life of 
North Carolina at Paris, Texas. 

woe home offices are in Ra- 
leigh, 


need of insurance develop into a ‘want’ 
stronger than that which might influence 
purchase from our competitors.’ 


Quality of the Speakers 


_ The LAA always puts on a fine speak- 
ing program, but particularly was this 
true at Dallas. Stanley Marcus, presi- 
dent of Neiman-Marcus, was at his best 
in “The Success Patterns of Personalized 
Communications.” Edwin J. Faulkner, 
president, Woodmen Accident & Life, 
an educator as well as company top 
executive, added to LAA’s knowledge in 
discussing “Jargon and ‘Communica- 
tions. Both these addresses are re- 
viewed elsewhere in this issue, as is 
the thought-provoking talk by James F 
Chambers, Jr., president of The Dallas 
Times Herald. (Other addresses were 
reviewed in our September 25 issue.) 

J. Erik Jonsson, board chairman, Texas 
Instruments. Inc., a civic-minded Dallas 
business executive, did a fine job at the 
final session in discussing “The Com- 
pany in the Community.” It was “good 
copy” for Dallas daily newspapers and 
Dudley Martin, Institute of Life In- 
surance, got on the phone in the LAA 
press room right after his address and 
phoned its highspots to his newspaper 
friends in town. Incidentally, the LAA 
press committee chairman, Vincent B. 
Bray, Metropolitan Life, worked early 
and late to keep the reporters hap 
with news releases, speeches and _ pic- 
tures. 

Charles FE. Gaines, CLU, director, 
Institute of Marketing, Southern Meth- 
odist University, had the distinction of 
being the closing speaker of the meet- 
ing. His was an inspirational message 
which went over big. Another popular 
speaker was Kenneth B. Skinner, vice 
president, Southland Life and LIAMA 
president, and his talk on “The Agent— 
The Hub” was appreciatively received 
It will be reviewed in our October 9 
issue, 
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Four Outstanding 

National Life General Agents 
Honored for 

Superior Performance. . . 


Renaldo A. Baggott, Seattle, Wash., tied 
with Bradford D. Haseltine, C.L.U., Cleve- 
land, Ohio, lower, to win a President's 
Plaque, here being presented by Clyde 
R. Welman, C.L.U., Vice President, right. 









Harold T. Dillon, Atlanta, Ga., and Lee W. Rich, C.L.U., New York City, tied to win 
the President's Trophy, here being presented by Deane C. Davis, President, center. 


Each year National Life honors its outstanding agencies. This 
year, as aresult of a tie, the President’s Trophy for ‘‘outstanding 
performance in agency operation and development”’ was awarded 
the Harold T. Dillon Agency, Atlanta, Georgia, and the Lee W. 
Rich Agency, New York City. National Life President Deane C. 
Davis made the presentation. 

Two other outstanding general agents were presented Presi- 
dent’s Plaques by Vice President Clyde R. Welman, C.L.U., for 
their achievements. The Renaldo A. Baggott Agency, Seattle, 
Washington, and the Bradford D. Haseltine Agency, Cleveland, 
Ohio, tied for these annual awards. 

To these top ranking general agents and their staffs, we ex- 
tend heartiest congratulations. 


National Life oi VERMONT 
Insurance Company Mantpelien 


FOUNDED IN 1850... A MUTUAL COMPANY... OWNED BY ITS POLICYHOLDERS 





Bradford D. Haseltine, C.L.U., Cleveland, 
Ohio, tied with Renaldo A. Baggott, 
Seattle, Wash., upper, to win a President’s 
Plaque, here being presented by Clyde 
R. Welman, C.L.U., Vice President, right. 
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Mutual Benefit Life Group 
Sales Top $*% Billion Mark 


Group life insurance sales for the first 
eight months of 1961 have placed the 
Mutual Benefit Life over the three- 
quarter billion dollar mark for Group 
life insurance in force, Robert C. Mc- 
Queen, vice president—Group insurance, 
has announced. 

The figures were released at a home 
office luncheon meeting hosted by Pres- 
ident H. Bruce Palmer, prior to the 
fourth annual Group insurance sales con- 
ference, which was held at Pocono Manor 
Inn, Pocono Manor, Pa., from Septem- 
ber 19 to 22. 

Twenty-one members of the company’s 
Group sales organization from regional 
and district field offices throughout the 
country attended the conference. 
The three-day meeting consisted of a 
series of workshops and _ discussions 
covering all phases of the employe bene- 
fit field 

Principal 
in addition to Mr. 
Charles G. Heitzeberg, vice president in 
charge of agencies; William F. Ward, 
vice president—underwriting; and special 
guest, Seth W. Sizer, CLU, general 
agent for the company in Chattanooga. 

Mutual Benefit Group division officials 


sales 


speakers at the conference, 
McQueen, were 


Patriot’s New Group Dept.; 
Adam B. Peters Manager 


Patriot Life has announced the organ- 
ization of a new Group life department, 
and the appointment of Adam B, Peters 
as manager. 

Mr. Peters has had extensive experi- 
ence in the Group field since January, 
1946 when he joined Travelers as sale 
and service representative in North and 
South Carolina. 

In November, 1948 he went to the 
Home Life where he assisted in organ- 
izing that company’s Group operations. 
He served in underwriting, claims, super- 
visory and administrative capacities until 
1955 when he transferred to Group sales. 
In the field he was a sales leader, al- 
ways ranking third in total production 
until 1960 when he attained the distinc- 
tion of leading that company’s entire 
field force in total sales. 





who took part in the program included 
James P. Moloney, second vice president 
—Group sales; Raymond C. Rouse, direc- 
tor of Group sales; Robert ep oe 
director of pension sales; John P. Car- 
berry, Group actuary; Frank A. Bonauto, 
Group underwriter; and Don E. Slee, 
manager of Group administration. 


C. B. Laing Is Elected 
President of LOMA 


AT WASHINGTON, D. C. MEETING 


Hess T. Sears, Harry L. Archey, Jr., 
Named Vice Presidents; Three Direc- 
tors Elected for 3-Year Terms 


Charles B. Laing, vice president in 
charge of western operations, The Pru- 
dential, is the new president of the Life 
Office Management Association. He was 
voted into office September 26 at the 
annual business meeting of LOMA’s 38th 
annual conference, held at the Shoreham 
Hotel, Washington, D 

Hess T. Sears, administrative vice 
president, Equitable Life of Iowa, was 
elected first vice president and Harry 
L. Archey, Jr., vice president- admistra- 
tion, Fidelity Mutual Life, was named 
second vice president. All three officers 
will. serve during association year 1961- 
62. 

New Directors Elected 


Three new directors were also elected 
for three-year terms. They are Harry 
W. Kenney, vice president and controller, 
Kansas City Life; Charles W. V. Meares, 
vice president in charge of insurance 
operations, New York Life; and A. C. 








EDUCATION IS PRICELESS 


TO HELP YOUR CLIENTS THE CANADA LIFE HAS 
PLANS AVAILABLE WHICH TAKE THE STING OUT OF 
THE PRICE 


— BY PROTECTING THE HEAD OF THE FAMILY 


—BY PERMITTING SYSTEMATIC SAVING 


THE PRICE IS NO PROBLEM WHEN LIFE INSURANCE 


IS THERE TO PAY IT. 


AS CLOSE TO YOU AS YOUR TELEPHONE 





" (CANADA LIFE 





C/tesurance Company 
A MODERN COMPANY 114 YEARS OLD Home Office: TORONTO, CANADA 





CHARLES B, LAING 


Vanselow, vice president and comptroller, 
Franklin Life. 
Careers 


Mr. Laing was appointed vice presi- 
dent in charge of Prudential’s western 
operations last February after serving 
as vice president in charge of planning 
and development at the company’s New- 
ark home office. He joined Prudential's 
actuarial department in 1930, and served 
in various positions until 1947, when he 
was elected second vice president in 
charge of personnel and methods. In 
1953 he was designated second vice pres- 
ident of the company’s Mid-America 
home office. He became vice president 
in charge of planning and development 
in 1954. Mr. Laing is a former membe 
of LOMA’s board of directors. 

Mr. Sears, administrative vice presi- 
dent of Equitable Life of Iowa, has long 
been active in LOMA affairs. He has 
been with his company 27 years, having 
joined it as a trainee two years after he 
graduated from Princeton University 
He was named assistant secretary in 
1947, assistant vice president in 1951, 
and succeeded to his present position in 
1957. He was elected to the LOMA 
board of directors for three-year term 
in 

Mr. Archey joined 
after his graduation from 
sity of Pennsylvania in 1928. Active 
in LOMA affairs, Mr. Archey has 
served as chairman of the Association’s 
annual conference nominating and east- 
ern planning committees, and was an 
LOMA director from 1954 to 1957. 

Mr. Kenney has spent his entire busi- 
ness career, 27 years, with Kansas City 


Mutual 
the Univer- 


Fidelity 


Life. He has served as chairman of 
LOMA’s midwest planning committee, 
and is now vice chairman of automa- 


tion committee II. 


Mr. Meares, chairman of this year’s 
annual conference committee, joined New 
York Life in 1923, starting in the ac- 
tuarial department. He became assistant 
secretary, secretary, vice president in 
charge of personnel, and last May ad- 
vanced to his present position. 

Mr. Vanselow, who has spent 32 years 
at Franklin Life, has been successivels 
personnel director, planning director, 2s 
sistant vice president, and now vice pres 
ident and comptroller. He is a former 
chairman of LOMA’s midwest and auto- 
mation committees. 


Great-West Group Office 


Great-West Life has announced th 
opening of a Group office in Peoria and 
the appointment of George D. Burton 
as Group supervisor. The new Peoria 
Group office will provide a concentration 
of Group service in the western Illinois 
and Davenport — Rock Island — Moline 
areas. 

Mr. Burton, a native of Peoria, at 
tended Bradley University. 
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Director of Agencies Managerial Appointments 
For State Mutual Life Made by Hartford Life 
Three managerial appointments for 





HARRY M. CORBETT, JR. 


Harry M. Corbett, Jr. CLU, has been 
appointed director of agencies and an 
oficer of the State Mutual Life Assur- 
ance, effective November 1. Presently 
he is assistant general agent in State 
Mutual’s G. Harold Moore agency in 
Pittsburgh. He has been associated with 
the Moore agency since 1946 when he 
joined that office as an agent. He be- 
came a CLU in 1951, was given super- 
visory responsibilities in 1954, graduated 
from the LIAMA Supervisors School in 
1956, and will this year receive his 
diploma in agency management from the 
American College of Life Underwriters. 

He was associated with the company’s 
management training center during the 
years when it was in Pittsburgh. Since 
1950 he has consistently been one of 
State Mutual’s leading salesman, and be- 
came a member of the MDRT in 1957. 

Mr. Corbett graduated from Washing- 
ton & Jefferson College in 1943, then 
served three years as an officer in the 
Navy during World War II. In Pitts- 
burgh he is chairman of the Committee 
on Child Placement, and a director of 
the beer ge Symphony Society and 
the Family & Children’s Service. 

In 1953 he was selected as one of that 
city’s “Leaders of Tomorrow” in a com- 
petition sponsored by the Chamber of 
Commerce and Time. He is past exec- 
utive vice president of the Pittsburgh 
Junior Chamber of Commerce, past pres- 
ident of the Pittsburgh Life Supervisors 
Club, and a member of the Pittsburgh 
Life Underwriters Association. 


General American Life 
Buys Additional Property 


With purchase of the last of three 
pieces of real estate in the block in 
which its home office building is located, 
General American Life now owns an en- 
tire city block in an important and rapid- 
ly developing area of downtown St. 
Louis. 


General American Life president Fred- 
eric M. Peirce—in making the an- 
nouncement—pointed out that the com- 
pany is expanding rapidly and _ that 
ownership of property near General 
American Life home office building will 
make possible future expansion at the 
company’s present site. 

General American Life’s home office 
building is a 12-story structure located 
on the fringe of St. Louis’ downtown 
business area. In 1959, the company 
bought and modernized an adjacent 8- 
story building. The most recent purchase 
involves an old warehouse building on a 
lot measuring 155 x 155 feet. General 
American Life will raze the building and 
construct a parking lot for home office 
employes and members of its St. Louis 
Agencies. 

‘The area in which General American 
Life’s home office property is located is 
marked by important new construction 
including six tall, modern apartment 
buildings situated in a landscaped park, a 
new Federal building, and new office 
buildings. 


Hartford Life Insurance Company offices 
in Massachusetts are announced by Fred 
S. Sibley, vice president and director of 
sales. 

William L. McAree has been promoted 
to manager of life sales at the Broad 


Street office in Boston, Raymond E. 
Blanchet was appointed manager at 
Springfield and William E. McCann, 


manager of life sales in the Lowell office. 

Mr. McAree joined Hartford Life in 
1958 as manager of its Lowell office 
after experience with other companies 
as an agent and assistant manager. A 
graduate of Lowell High School and St. 
Anselm’s College, he served with the 
U.S. Army for three years during World 
War II. (Mr. McAree is a member of 
the board of directors and a former vice 
president of the Merrimack Valley Life 
Underwriters Association. 


Mr. Blanchet joined the company as 
a field representative in 1958 after previ- 
ous association with another insurance 
firm. Before appointment to his present 
position he was sales representative in 
Lowell. 


A graduate of Lowell High School, he 
is a member of the Merrimack Valley 
Life Underwriters Association and the 
Lowell Junior Chamber of Commerce. 

Mr. McCann has been associated with 
Hartford Life since 1959 as an agent 
and field supervisor. He previously was 
an agent and training office supervisor 
for other life companies. 

Mr. McCann, a graduate of Keith 
Academy and Bradshaw Business School, 
served with the U. S. Navy for four 
years. A member of the Merrimack 
Valley Life Underwriters Association, he 
also is a member of the Clover Club, 
of Greater Lowell. He has completed 
several parts of the CLU and LUTC 
examinations. 


Aetna College Grants 


Aetna Life Affiliated Companies are 
distributing grants totaling $34,000 to 
colleges and universities through the 
country under the companies’ new aid 
to higher education program. The $34, - 
000 represents the companies’ matching 
contributions for gifts made by nearly 
600 employes and their wives during 
the year ending June 30. It also includes 
additional 25% incentive payments to 
colleges and universities receiving gifts 
from at least 50% of their alumni. 

Nearly 200 institutions will receive the 
Aetna Life grants, the first payments 
under the new plan, Dartmouth College 


will get the largest amount, $3,140; fol- 
lowed by the University of Hartford, 
$2,643; Yale University, $2,355, and 


Trinity Colleze at Hartford, $2,340. 

Dartmouth, Yale, Trinity and 19 other 
schools qua lified for the incentive pay- 
ments that educators have praised as 
an encouragement to alumni giving. The 
combined total of Aetna Life grants and 
employe contributions to the colleges for 
the first year of the plan comes to 
more than $64,000. 

In a letter to college presidents ac- 
companying the payments, Henry S. 
Beers, Aetna Life president, stated: “We 
hope you will think that this is a good 
beginning. We hope, too, that through 
this plan our companies will be making 
an increasingly significant contribution 
in the years ahead to the support of 
institutions of higher learning.” 

Under the program, the Aetna Life 
companies match gifts by employes or 
their wives up to $500 per year, whether 
or not they attended the college or uni- 
versity to which they contribute. With 
the incentive payment feature, moreover, 
the companies’ grant can go to $625 





A Salute to 


MEMBERS CAC, CLU ASSOCIATION 


ON THEIR 12th ANNIVERSARY 


|. Scott Adams.............Portland Bernard E. Kammerer. . .Los Angeles 
M. Selig Apperman........Rochester Edward D. Landers......... Cleveland 
William T. Baldwin. ......Bakersfield W. Horace McEver............ Atlanta 
James A. Barbour, Jr..... Indianapolis Thomas R. McGeoghegan. . .. . Chicago 
Myron H. Beitman........Harrisburg John W. Mack............... Chicago 
Julius S. Brown....... ,San Francisco j|van L. Mast...............Waterloo 
Laurence A. Burk. ..Minneapolis William G. Mehaffey...... . Pittsburgh 
Richard A. Chatfield.........Chicago Seymour Meltzer . Rochester 
Jack J. Cohen.............New York Wilford U. Myers............ Sikeston 
John M. Criner......... Grand Rapids William R. Otter............. Chicago 
Donald L. Daniels............ Boston George Paddock............. Chicago 
John H. Drummond........ San Diego Donald J. Reap............New York 
Joseph N. Desmon........... Buffalo Milton Reinstein............. Chicago 
Manuel Donchin............. Chicago Howard J. Rosan.... .. New York 


Donald C. Fisher........ Jacksonville Daniel B. Rothenberg. .New Hyde Park 


William T. Fleming......... Pensacola F. Richard Russell........... Jackson 
Harvey Goodstein........ Philadelphia Ralph A. Santella......... Gloversville 
Paul C. Green. .............. Chicago Bryant M. Sells..........Long Beach 
Carl E. Haas...... ninivatinntes Brooklyn Harold N. Sloane........... New York 
Morris B. Hack............ Baltimore J. Doyle Smith............... Atlanta 
George L. Haines......... Washington Maurice D. Sumney..... .. Kalamazoo 
Robert C. Hinshon....... ..Detroit Malcolm M. Teare.......... New York 
Alex Kadansky........... Springfield Edwin B. Thurman, Jr........ Chicago 


GONTINENTAL ASSURANCE @ 


rs Member Continental National Group 


* Chicago 4 
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Mutual of Omaha Has 
New Income Protection 


ITS “GOOD NEIGHBOR COVERAGE” 


Lifetime Income Policy Can Pay Up 
To $500 a Month; Executive V. P. 
Ulfers Reveals Details of Plan 


Mutual of Omaha has announced “a 
completely new concept in income pro- 
tection coverage.” The new line, called 
the “Good Neighbor Coverage,” features 
monthly income plans which are all 
guaranteed renewable for life. 

The “Good Neighbor Coverage” pro- 
vides lifetime income protection for the 
breadwinner, with a written guarantee 
that the company cannot cancel the pol- 
icy. The coverage is li felong—no matter 
how many times benefits are received 
or how much is collected—no matter how 
poor health becomes or what age is 
reached 

Many income protection plans expire 
after retirement, since they are designed 
mainly to protect the paycheck. With 
this new policy, _gocaiegen’ continues dur- 
ing those leisure years of retirement as 
hospitalization heneliee. 


Result of Over 50 Years’ Experience 


D. D. Ulfers, executive vice president 
of Mutual of Omaha, said “This ‘pay- 
check safeguard’ health insurance is the 
result of over 50 years’ experience and 
research. The coverage is years ahead 
of its time and is giving the finest low- 
cost coverage available today.” 

The policy which can pay up to $500 a 
month in benefits, can be purchased with 
lifetime benefits. It has worldwide cover- 
age and provides regular coverage as a 
passenger on any aircraft—even private 
planes. 

Form 76D provides immediate coverage 
for accidents occurring after the policy 
date and only a minimum origin period 
for sickness—30 days for ordinary sick- 
ress, 90 days in case of heart trouble, 
female disorders or hernia. The policy 
contains very few limitations. Coverage 
is available for any loss except those 
caused by war, military service, mental 
conditions, and pregnancy or childbirth. 

Rehabilitation of the physically handi- 
capped has been a great aid in the 
advancement of medical care. A rehabili- 
tation provision in the new policy pro- 
vides a continuation of monthly benefits 
even during a planned vocational re- 
habilitation program. 

A fine catalog of coverages is avail- 
able for both sickness and accident or 
accident only. Males and females, clas- 
sified as preferred, standard, or hazard- 
ous, can qualif y for protection. 

To make the catalog ultramodern, a 
special “V.I.P. Plan” is available for 
issue to executive, professional, key per- 
sonnel, preferred and standard males. 
This Vital Income Protection Plan is 
personally tailored with variable bene- 
fit periods ranging from one year to 
lifetime for either sickness or accident. 

Features of “V.I.P.” Policy 

_ Main features of this new “V.I.P.” pol- 
icy (form 72D) have been unheard of 
before under one plan. There are no 
waiting periods for accident or sickness 
originating after the policy date. The 
standard periods of 30 days and 90 days 
have been removed. Coverage is provided 
for mental illness for the same length 
of benefit periods as other sickness— 
even for life. Benefits are paid for sick- 
ness or accident regardless of whether 
or not there is confinement. 

All of the “Good Neighbor Policies” 
are carrying a “Free Look” feature which 
will allow a ten- day review of the 


NEW DUTIES FOR HONCE 


Georgia International Life Agency Su- 
perintendent Named Assistant Vice 
President; His Career 





CHARLES R. HONCE 


Charles R. Honce, superintendent of 
agencies for Georgia International Life 
of Atlanta, has been named assistant 
vice president. In this capacity he will be 
responsible for the supervision and 
processing of all claims and conduct 
product development work in all forms 
of A.&S 

A graduate of Lehigh University with 
B.S. aeaer in business administration 
he did post-graduate work at Rutgers 
University where he took insurance 
courses. 

Mr. Honce entered the life insurance 
field in 1945 with Ter Bush & Powell, 
Inc., New York, as a special representa- 
tive and later served as assistant super- 
visor, handling sales of Group franchise 
insurance. In World War II he saw 
service in the U. S. Army Air Corps for 
three years. 

In 1948 Mr. Honce joined the Lincoln 
National Life in its Newark, N. J. agency 
headed by William R. Beardslee. In his 
nine months with that agency he pro- 
duced over $500,000 of business. Re- 
signing in June, 1949, Mr. Honce was 
appointed general agent of Paul Revere 
Lite in Newark. He was responsible for 
the administration of the agency, recruit- 
ing, training, supervision and sales. He 
held this post until early 1958. 

Mr. Honce next served the Colonial 
Life as regional superinter ndent stationed 
in Pittsburgh, charged with development 
of agencies in Ohio and western Penn- 
sylvania. 

He joined Georgia International in 
December, 1959 as superintendent of 
agencies. 


policy and, then, if not satisfied, it may 
be returned and the premium will be 
refunded. 

“The new line is indeed an excellent 
example of Mutual of Omaha’s pledge 
to offer policyowners ‘maximum bene- 
fits at minimum cost’,” said Mr. Ulfers. 

Income protection coverage, “the most 
important type of health insurance,” 
pays monthly benefits to help replace lost 
income. Said Mr. Ulfers: “Over 70% 
of the states now have the plan avail- 
able and it is receiving wonderful re- 
sponses. All efforts now are being made 
to introduce the plan in the remaining 
states.” 


Underwriters National 
Gets Official Welcome 


FROM LIEUT. GOV. OF INDIANA 


New Company Specializing in Health 
Ins. Written Primarily from the “Life 
Ins. Man’s Point of View” 
Underwriters National Assurance Co. 
of Indianapolis got an official welcome 
recently from Indiana Lieutenant Gov- 

ernor Richard O. Ristine. 

“Tt is indeed gratifying to welcome an- 
other new company to the invigorating 
business climate of Indiana,” said Mr. 
Ristine. “Service industries are extreme- 
ly important in providing more jobs and 
job opportunities, and more tax revenues, 
as they grow and prosper.” 

Underwriters National, headed by 
Robert W. Olser, already has over 150 
career life underwriters under contract. 
The company will deal exclusively in the 
fields of disability income, major medi- 
cal, and hospitalization insurance. 


Harmelin a Founder 


The company was formed by a group 
of nationally and state-wide well-known 
insurance men. Among the original in- 
corporators are: William Harmelin of 
New York City, a pioneer in the uses 
of health insurance for business purposes 
and author and speaker on the subject. 

Hastings A. Smith, CLU, Indianapolis 
general agent for New England Mutual, 
and currently a member of the board of 
directors of The General Agents & Man- 
agers Conference, and past president of 
the Indianapolis CLU Chapter, General 
Agents & Managers Association, Indiana 
State Association of Life Underwriters, 
and chairman of the Mid-West Manage- 
ment Conference. 

Donald A. Baker, president, Baker As- 
sociates, Indianapolis public relations 
firm specializing in insurance company 
relations, who formerly was executive di- 
rector of GAMC and managing editor 
of “The Insurance Salesman.” 

J. R. Townsend, Sr., Indianapolis, who 
served as Equitable of Iowa’s general 
agent over 26 years. He is past president 
of the Indianapolis General Agents & 
Managers Association, the State Asso- 
ciation of Life Underwriters, and was 
one of the co-organizers of the Purdue 
Institute of Life Insurance Marketing. 

J. Erwin Walsh, Muncie, Ind., Con- 
necticut Mutual, is immediate past presi 
dent of the Indiana Leaders Club, and 
a 33-year veteran in the insurance field. 
Richard J. Moser, New Albany, North- 
western Mutual, is a Qu: lifying MDRT 
member with over 22 years’ experience. 

Bayard V. Somes, CLU is with Con- 
necticut Mutual in Evansville, and has 
been . the business since 1930. 

In addition to the fact that it has been 
founded by life insurance men, to the 
knowledge of the incorporators it is the 
first Indiana insurance company to file 
its first stock issue with SEC—full regu- 
lation, not Regulation A. 


N. Y. Health Ins. hin to 
Hold Meeting on October 2 


The first fall meeting of the New 
York Association of Health Underwriters 
will be held Tuesday, October 3 at 
Archer’s Restaurant, 111 John St., New 
York, at 12 noon. Instead of a speaker, 
there will be a business meeting at 
which vacancies among officers and 
board members will be filled and pro- 
gram for the coming year discussed. 

A report will also be made on the 
successful JAHU annual convention held 
June 12-14 at the Waldorf-Astoria, N.Y., 
in which the New York association playe d 
an important role. 

Webster H. Hurley, president, who is 
with Manhattan Casualty, will preside 
at the luncheon. 


REPORTS 26% INCREASE 
National Travelers Life, Des Moines, 
reports a 26% gain in life and accident 
and health business written during Au- 
gust, compared with August, 1960. Life 
insurance written was over $10 million. 





Robert W. Osler, president, Under- 


writers National Assurance, newly- 
licensed Indiana health insurance carrier, 
points out to Richard Hickox, Indian- 
apolis TV newscaster, where to sign the 
first application in the company as Indi- 
ana’s Lieutenant Governor, Richard O. 
Ristine, looks on. Underwriters National 
is specializing exclusively in health insur- 
ance written primarily from the “life in- 
surance man’s point of view.” 


HUGO HENN DIES 


Retired A. & S. Manenet i in INA’s N, Y. 
Office Was Charter Member, Past 
Pres’t., A. & H. Club 

Hugo Henn, who retired from Indem- 
nity Co. of North America on January 
31, 1955 after 35 years of service as head 
of its standard accident and sickness de- 
partment, New York branch office, died 
September 21 at his home in Queens 
Village, Long Island. Mr. Henn had paid 
his regular weekly call to INA’s New 
York office the previous day to take care 
of his personal brokerage business. His 
death came as a shock to INA people as 
well as other New York health insurance 
men who knew Mr. Henn for many 
years 

One of the picturesque personalities in 
the A. & S. business, Mr. Henn was a 
charter member of the Accident & 
Health Club of New York and served as 
its president in 1937. Even after his re- 
tirement from the Indemnity Co. he 
continued active interest in the club and 
undoubtedly would have attended its 
first fall ig meeting (September 28) 
at Vanderbilt Hotel, New York. At this 
gathering tribute was paid to his mem 
ory and to his many contributions to the 
club’s progress. 

His A. & S. career before joining In- 
demnity Co. was with the Alliance In- 
demnity which, in 1920, was merged with 
Indemnity. 

Mr. Henn is survived by his wife, 
Rose; his daughter, Mrs. Fred Berg- 
mann, Long Island, and three grandsons 
Funeral services were held September 
25 in Queens Village. 


Washington National Pays 
Dividend; A. & S. Volume Up 


R. J. Wetterlund, chairman of Wash- 
ington National Insurance Co. of Evans- 
ton, has announced, that at its quarterly 
board meeting directors declared the 
quarterly cash dividend of 18 cents per 
share payable October 2. 

3y this action, the company continues 
to maintain the same cash dividend rate 
on its new capital stock structure follow- 
ing the recent 25% stock dividend. 

It was also announced that the com 
pany ’s life insurance in force at the end 
of August was $2,030,243,721, an increase 
of about $122,000,000 since January 1 and 
that A. & S. premium volume showed 


an increase in excess of over 10% the 
first eight months of 1960. 
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Report on Trip to Russia 





“We Like Americans, But We Don’t 


Like Your Government,” People Say 
By WituraM B. Cornett 


Villiam B. Cornett, director of health insurance, for The Prudential, became < 


ested in world travel in 1953. 


he saw 


Indonesia. Australia, New 


That year he visited nine European countries. 
South America and many Caribbean islands, in 1955 more of South das 
‘ral America, and Mexico—1956 several countries of Europe, Russia, and the Middle 
st —1957, toured around the world, visited Hawaii, Japan, Philippines, Malaya, Thai- 
India, Pakistan, and several Europe an countrie s—1958, journied through Africa— 
a second tour around the world visiting England, France, Germany, India, Ceylon, 
Zealand, Fiji Islands, and Hawaii—1960, 


In 195 


more of Mexico 


Ceniral America, South America, and Islands in the Caribbean. 
Mr. Cornett has hunted with the pygmies of the Belgian Congo, photographed the 


wild animals in the jungles of Africa, visited the Aborigines of A 


Zealand, and explored the wilds of the 


ustralia and New 


Amazon Valley and fished with the Indians in 


that area. He places his 1961 tour, which has just been completed, near the top of the 


list 


I was in (Moscow last in 1956. Since 
then conditions have considerably im- 
proved. There are lots more new apart- 
ment buildings, hotels, and better food. 

When I arrived in Moscow this time I 
was met by a representaitv e of Intourist 
Travel Bureau, which is operated by the 
government. I was informed that ‘my 
reservation was at the new Ukrane Ho- 
tel. This is a modern, 29-story building 
which measures up to our first class 
hotels in the United States. I was given 
a good room on the 22nd floor overlook- 
ing the Moscow River, and a location 
from which I could get a good view of 
the downtown area of the city. The bath 
was modern, with shower and tub—a big 
improvement over my experience five 
years ago. 

The elevator service was poor—they 
had difficulty levelling the elevators. At 
times it took ten to 15 minutes to get from 
my floor to the lobby. The food was 
better than my previous visit. I soon 
found the dishes to my liking, —_, as 
Consommes, Borscht, Caviar, Fish, Nat- 
ural Beefsteaks, $ Salads, Ice Cream, and 
Hot Tea. Although table service was 
slow, I found service better in the first- 
class restaurants outside the hotels, and 
much better in Stalingrad, Sochi, Yalta, 
Odessa, and Kiev. 


Women Now Wearing Makeup 


The people are dressing better now, 
especially the women. I understood the 
women sew and make their clothes. 
Ladies’ ready-made clothes did not seem 
as plentiful in the stores as in the United 
States. However, there were more mate- 
rials in bolts on the shelves. The wom- 
en are now wearing makeup. In 1956, 
few of them used lipstick and rouge. 
Clothing, in general, is expensive. I 
priced men’s suits, overcoats and shoes. 
Prices ran two to three times more than 
in the United States, and the quality of 
cloth does not, as a whole, measure up to 
our standards. 

Rents are low—running from 5% to 6% 
of income, with food more expensive than 
rent. The income of the av erage worker 
is about $60 to $70 per month; doctors 
about $90 per month; teachers from $75 
to $90 per month. 

Traffic was much heavier in Moscow 
than five years ago, and there are more 
individually owned cars. Of the three 
principal cars, Zaporozets sells for 1,800 
Rubles (Ruble equals $1.10 in American 
money), Moskvictch 3,000 Rubles, and 
Volga 4,200 (Rubles. The Chaka and Zill 
III are available for top level people, but 
no prices were quoted. The Chaka looks 
something like a standard Lincoln. 

I was informed that practically every 
home had a radio and more than 20% 
had television sets. (This applied to 
Moscow only.) Before starting on my 
tour I specifically requested that while 
in Russia, in addition to the rountine 
Places on the Intourist list, I wanted to 
visit a general hospital, a sanitorium, a 
collective farm, a factory employing more 


than 1,000 people, a nursery, three 
churches, and one or two average homes. 


Could Not “Violate Individual Rights” 


I was immediately told that Intourist 
could not arrange for a visit to a home 
as that violated individual rights, but was 
informed that if I knew anyone who 
would want to invite me it would be per- 
missable. I did not accomplish all these 
objectives in Moscow, but I was able to 
do so before leaving Russia. Each of 
these objectives is an interesting story in 
itself. While I was in Russia and the 
six Satellite countries, I shot about 4,500 
feet of 16 mm colored film, and about 300 
colored slides. There were prohibited 
areas, such as_ industrial factories, 
bridges, aerial, navy and military estab- 
lishments, pictures from the air, canals, 
locks, power plants, subways, etc. 

My air transportation, hotel room, 
meals, private car, and private English- 
speaking guide had been arranged for me 
before I left New York. Pan-American 
arranged air transportation, all other 
services were handled through a travel 
agency which worked with the Intourist 
Travel Bureau in Russia. The service I 
had was known in Russia as “Luxe” 
service It cost $35 per day for hotel 
room, three meals and an afternoon tea, 
an English- speaking guide for eight hours 
per day, and a private car with driver for 
four hours per day. 

After spending ifive days in Moscow I 
went to Stalingrad. Most of this city 
was destroyed in the Battle for Stalin- 
grad which lasted from June 1942 to Feb- 
ruary 1943. Over 1,000,000 lives were lost. 
This city, however, has made a remark- 
able recovery, evidenced by new build- 
ings and new hope for the future. The 
people of Stalingrad are so peace-con- 


scious, tears come to their eyes when 
they tell you of relatives lost. 

Sochi is a beautiful city of less than 
100,000 people on the Black Sea. The 


mountains and scenery in this area are 
magnificent. Yalta, a resort city, was 
terribly crowded with tourists. It looked 
like Times Square in New York. The 
outstanding point of interest is where 
the Yalta Conference was held by Roose- 
velt, Churchill, and Stalin. The confer- 
ence room is now a public dining room. 

Odessa, with a population of over 1,000,- 
000, is the largest seaport on the Black 
Sea. I was informed the ships call at 
this port from 42 countries of the world. 
It was one of the ‘five hero cities of Rus- 
sia during World War II and had heavy 
losses during the war. 

Kiev is the capital of the Ukrane. The 
size of Los Angeles, it is the third or 
fourth largest city in Russia. Kiev is 
also called one of the hero cities of 


World War II. 
Satellite Countries Like Americans 


What about the Satellite Countries be- 
hind the Iron ‘Curtain? The inhabitants 
were friendly and liked the American 
people. There were large numbers of 
Americans in all of these countries, many 





“Do You Believe in God?” 














World Traveler Cornett with Russian 
head piece. Fur hats are currently sell- 
ing for $27 at Gum’s Department Store 
in Moscow. 





of whom had emigrated to the United 
States. This was particularly noticeable 
in ‘Bulgaria which opened her door to 
American tourist only last year. 

I reached Sofia from Bucharest about 
10:45 at night and was supposed ito get to 
Sofia by 3:30 p.m. We ran into a storm 
shortly after leaving Bucharest on a Rus- 
sian plane. The captain decided he could 
not land in Sofia, so we returned to 
Bucharest for a wait of seven hours. 
When I landed, my guide—a young man 
of 24 and a “live wire,” came paging me 
in English. He and the driver had a big 
bouquet of flowers for me. They said 
they knew the wait I had and they 
thought a nice bouquet of flowers would 
freshen me up. I asked if they thought T 
was a lady? They got a big kick out of 





The Most Beautiful Spot 
In the World is Not in U.S. 


“I also made a trip by private car 
through the Alps Mountains of Ger- 
many, Austria, Switzerland, and Italy,” 
Mr. Cornett told The Eastern Under- 
writer. “Up to this trip, I had reached 
the conclusion that Bariloche Valley in 
the foothills of the Andes Mountains was 
the most beautiful spot in the world, and 
there was nothing else that would begin 
to compare with it. After seeing Lu- 
cerne in the heart of the Alps Moun- 
tains, I have about come to the conclu- 
sion that this ranks second in beauty. 
If I were called on to name a third 
place I think it would be Reitza_ in Rus- 
sia. This beautiful lake is in the Province 
of Georgia and is surrounded by beauti- 
ful mountains soaring into the sky and 
is covered with some of the most beauti- 
ful forests I have seen anywhere.” 








this and went all out to see my stay was 
pleasant in Sofia. 

In Belgrade, Yugoslavia, I had two 
English-speaking guides and a driver. 
The second guide went along because he 
wanted to talk to an American. He did 
not like the ‘Russians, so all three of us 
had a most enjoyable tour. They took 
me to a place that had been a concentra- 
tion camp during the war. One of the 
boys with tears in his eyes said: “Here my 
father died.” He asked: “Can America 
help us from having any more wars?” 
The people I talked with in this country 
indicated that Tito wanted to be neutral. 

In Warsaw, Poland, I found a more 
independent attitude than any of the 
other Satellite countries. About 95% of 
the Poles are Catholic. They may be giv- 
ing lip service to Russia, but deep down 
I was told the Polish people did not be- 


lieve in communism. Warsaw has done a 
remarkable job in rebuilding the city. 
They have a long way to go yet, but they 
say, “We are on our way.’ 

Prague was injured severely by the 
war. The city, rich in its historical back- 
ground, dates back to the year 985. 
Prague appeals to tourists very much, 
possibly because hotels and food services 
are so good. 

When I flew out of Prague to East 
Berlin Airport, I was told by the East 
Germans that 


there was only one gate 
open to West Berlin. was treated 
courteously and was assured I would 


have no trouble getting to my hotel in 
West Berlin. When my cab driver got 
to the border he threw up his hands and 
declared he could go no further. I — 
to step out and carry 75 lbs. of luggag 
cameras and film across the No- ees 
land to where I could get a West German 
cab. 
Some Conclusions 


How do the people of Russia feel 
toward Americans? I asked this question 
many times. They would say in almost 
every case, “We like Americans, but we 
do not like your Government.” I would 
answer: “Now isn’t that strange, Amer- 
icans feel about the same way. We like 


you, but we do not like your Govern- 
ment.’ 
The action taken by President Ken- 


nedy in calling people back into service 
disturbed them, They would ask: “Why 
does he do that if he does not want 
war?” I would then explain our position, 
but it did not quite go across. 

I was asked by practically all my guides 
in Russia this question: “De you believe 
in God?” When I said yes, they looked 
bewildered. I was just as much bewild- 
ered when I asked them the same ques- 
tion. Their answer was invariably “No.” 
I asked why and these are some of the 
answers I got. “I believe in myself.” “I 
believe in Science.” “I believe in right 
because right is the right thing to do.” 

I visited three churches and_ talked 
with the pastors. I found these churches 
full of people. There has been some re 
laxation since Stalin died, but the church- 
es have a difficult “row to hoe.” They 
are not permitted to have Sunday School. 
1 beheve the rank and file of the Russian 
people want peace. They feel their Gov- 
ernment wants peace. 

More Americans should visit 
and the Satellite countries. More of their 
people should visit the United States 
and see our way of life. It is always 
nice to visit all of these countries around 
the world, but it is nicer to come back to 
our shores and enjoy the opportunities 
and the privileges of such a nation. Let’s 
all work and pray to keep this the great- 
est country on earth. 


Russia 


Anzalone Heads L. A. Office 





PHILIP J. ANZALONE 


Philip J. Anzalone has been appointed 
division manager in charge of the newly 
opened Los Angeles group insurance of- 
fice of Provident Life & Accident. The 
offices are located in suite 1214, 3325 Wil- 
shire Boulevard. 

A native of California, Mr. Anzalone 
was graduated from University of South- 
ern California. He has been associated 
with the group insurance business for 
the past eight years. 
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Insurance Language a ‘“‘Hodge Podge”’ 





Faulkner Asks LAA to Help “Jolt 


Jargon from Our Communications” 


“The finest words in the world are only vain sounds if you cannot comprehend them.” 


Speaking before the annual meeting 
of the Life Advertisers Association last 
week in Dallas, E. J. Faulkner, Wood- 
men Accident & Life president, observed 
that the industry for the first time is 
now presented with an opportunity to 
help abate insurance terminology con- 
fusion and work toward better communi- 
cation 

Mr. Faulkner, who is committee chair- 
man on Health Insurance Terminology, 
discussed “the chaos of insurance ter- 
minology” resulting from “our sloth or 
preoccupation with matters of more 
pressing importance” and outlined three 
steps to remedy the situation 


Wit-sharpening and Word Games 









“First and foremost,” he declared, “we 


—Anatole France 


can be conscious of the high importance 
of the words we use and select them with 
care. In the process we will ‘have the 
delightful experience of participation in 
the wit-sharpening and thoroughly de- 
lightful word game. : 

“Second, we can follow the work of 
the Commission on Insurance Termi- 
nology as reported quarterly in ‘The 
Journal of Insurance’ and even at the 
sacrifice of personal flamboyance can 
seek to implement the commission’s 
recommendations in the interest of uni- 
form usage. 

“Finally, if there are insurers who are 
not already supporting the commission 
by acceptance of institutional member- 
ship in the American Risk and Insurance 
Association, we can see to it that through 
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Operating a successful agency today requires really 
superior insurance “tools”—and plenty of them. That's 
why American Casualty offers an extremely versatile 
to multiple line portfolio which provides all major coverages 
for business and personal accounts. It includes such 
specialty lines as Professional Liability (20 kinds) .. . 
Mortgage Protection plans for financial institutions . . . 
two competitive electromatic Auto programs* ... a 
superb Health insurance portfolio ... “retro” plans for 
General Liability, Automobile and Compensation .. . 
. . » Boiler & Machinery coverages* . . . group and 
ordinary Life insurance* . . .and many, many others. 


AMERICAN CASUALTY 


61 Branch and Service Offices Coast to Coast 
Home Office — Reading, Pennsylvania ¢ 
Licensed and operating in all states, 0.C., Canada and Puerto Rico 

Affiliate: VALLEY FORGE LIFE INSURANCE COMPANY 


*in most states 
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E, J. FAULKNER 
Pity the Poor Public 


such membership they join in the job 
of jolting jargon from our communica- 
tions.” 

Mr. Faulkner told the insurance ad 
men that it was reassuring to the future 
of private insurance that they were pro- 
viding leadership in “the on-going task 
of creating a better understanding and 
therefore, an even more widespread ac- 
ceptance of our business.” 

Quoting Dr. Davis W. Gregg, president 
of The American College of Life Under- 
writers, on the nature of the terminology 
problem, Mr. Faulkner said: 

“Insurance is plagued by an infernal 
and exasperating jungle of confusing ter- 
minology. Our ‘mixed-up’ language is 
taking a heavy toll along many lines: 
Countless sales are lost because the 
public doesn’t know what we are trying 
to say about our product and services 
Manpower development costs are doubled 
or trebled because trainers and teachers 
must explain and re-explain concepts and 
techniques. Stiff taxes and restrictive 
legislation surround us because legislators 
cannot seem to understand how we func- 
tion.” 


Response to “Health Ins.” Term 
Gratifying 


In discussing work of his committee, 
Mr. Faulkner remarked that response 
to the recommendation that the term 
“health insurance” be accepted and used 
uniformly “has been most gratifying.” 
He said further: 

“In a number of instances presidential 

directives went out to home office staffs 
and field forces establishing ‘health in- 
surance’ as the accepted terminology 
for the company. A number of trade 
associations altered the titles of their 
committees to conform. The Interna- 
tional Association of Accident and Health 
Underwriters changed its name to Inter- 
national Association of Health Under- 
writers. While we respect the dictum 
that ‘dictionaries do not make the lan- 
guage; language makes dictionaries,’ we 
see nothing wrong in a gently coercive 
educational program to encourage uni- 
form usage. 
“The Committee on Health Insurance 
Terminology is now in the throes of 
defining the eight ‘dimensions’ of health 
insurance. We believe that health insur- 
ance may be viewed and defined along 
eight different lines of approach, which 
are: 


“1. Perils—accident and sickness. 2. 
Contractual Arrangement—group, indi 
vidual including family, and blanket. 
3. Types of loss and benefit—disability 
income and medical expense. 4. Basis of 
payment—valued, reimbursement, or 
service. 5. Kind of insurer—insurer com- 
pany, service plan, or group practice. 
6. Continuance provision—noncancellable, 
guaranteed renewable, restricted renew- 
ability, optional renewable, cancellable, 
or no provision. 7. Method of distribu- 
tion—direct mail, agent, salaried repre- 
sentative, lodge deputy, vending machine, 


Evans is Superintendent of 
Agencies for Federal L. & C, 

Webster Evans thas been named vice 
president-agency department, and sup or- 
intendent of agencies—all lines, of Fed- 
eral Life & Casualty of Battle Creek, 
Mich. Senior Vice President Lester F. 
Beck made the announcement. 

Mr. Evans has been second vice presi- 
dent—regular life and A. & H., sales 
since March, 1961. Joining Federal in 
1954 as a regional sales manager, he was 
appointed assistant superintendent of 
agencies in 1959, and assistant vice presi- 
dent in February, 1950. 

Mr. Evans entered the insurance field 
in Detroit in 1928 as an agent with Mu- 
tual Life of New York, shortly after he 
was graduated from Wayne University, 
Detroit. Four and a half years later he 
established a general agency for Ohio 
National Life in Detroit. 

He was appointed supervisor in 1936 
for Ohio National Life and later was 
named assistant division manager for 
Michigan, Illinois, and Indiana. In 1946, 
he established a general agency in IIli- 
nois where he sold life, A. & H. and 
general insurance lines until 1952, when 
he joined Wolverine Insurance Co.’s ad- 
vertising department. 

Mr. Evans is a past president of the 
Lansing (/Mich.) Life Underwriters As- 
sociation and the Champaign (IIl.) Life 
Underwriters Association. 


CRAIG ADVANCED IN ARIZONA 
L. Hugh Craig has been appointed 
field representative in the Scottsdale- 
Phoenix area for Standard Insurance Co 
of Portland, Ore. Arizona District Man- 
ager John A. LaSota made the an- 
nouncement. Mr. Craig, who was the 
company’s leading first-year salesman in 
August, will represent Standard in the 
sale and service of individual life in- 
surance, accident and _ sickness and 
Group insurance. 


OPEN ATLANTA GROUP OFFICE 
Nationwide Insurance has opened a 
Group insurance office in Atlanta. The 
office will be headed by A. C. Turbeville, 
regional group manager, who formerly 
served in the same job in Charlotte, N.C. 
The Atlanta office will attend to Na- 
tionwide’s group activities in Georgia. 





and over-the-counter. 8 Freedom to 
Insure—voluntary or compulsory.” 


Is It Any Wonder 
Mr. Faulkner added: “With the al- 


most infinite number of permutations 
and combinations of form and character- 
istics suggested by these dimensions, is 
it any wonder that so many people both 
in and out of the business have difficulty 
answering ‘What is health insurance?’ 
or ‘What is a health insurer ?’” 

Giving examples of “terminological 
chaos in insurance that burden or destroy 
our effort at clearer, surer communica- 
tion,” Mr. Faulkner asserted: “ ‘Coin- 
surance’ means one thing in fire insur- 
ance and something distinctly different 
in health insurance. ‘Reserves’ to the 
man in the street are funds set aside 
against a contingency. In other words, 
they are assets. In life insurance we 
know them to be measures of liability. 
A literal interpretation of ‘casualty in- 
surance’ would sweep into this segment 
of the business practically every insur- 
able risk, while words like ‘inland marine’ 
and ‘floater policy’ leave even insurance 
people puzzled and wondering.” The 
speaker concluded: 

“Dr. Gregg neatly summarized the 
language problem that plagues us when 
he expressed the belief that it is we in 
insurance who have created the hodge 
podge. It was Humpty Dumpty of Alice 
in Wonderland fame who said, ‘When 
I use a word, it means just what I 
choose to mean—neither more nor less.’ 

“Says Dr. Gregg: ‘It is we who have 
individually and collectively Humptied- 
Dumptied our language to the point 
where it is ‘hard to understand each 
other. Pity the poor public.’” 
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Manufacturers Hanover Directors on 
Numerous Insurance Company 
Boards 


The merger of the Manufacturers 
Trust and the Hanover Bank with its 
change of name to Manufacturers Han- 
over Trust is one of the most important 
developments in the banking world. The 
Manufacturers Hanover Trust is now 
the third largest bank in New York City 
and fourth in size nationally based on 
total resources and total deposits re- 
ported on June 30, 1961. 

Total resources at that time of the 
combined bank were $5.794 billion; total 
deposits were $4.984 billion and capital 
funds are $440,421,000. 

Manufacturers Hanover Trust now has 
132 branch offices with additional 
branches in London and representative 
offices in Paris, Frankfort-Am-Main, 
Rome, Tokyo, Beirut and Manila. 

Of considerable interest to the insur- 
ance industry are the insurance affilia- 
tions of the officers and directors. While 
Charles J. Stewart, chairman of Manu- 
facturers Hanover Trust, is on no in- 
surance board, R. E. McNeill, Jr., presi- 
dent, is on board of Continental Insur- 
ance Co. and also a director and member 
of the executive committees of Fidelity 
& Casualty, Northern Insurance Co., 
Assurance Company of America and 
Autoplan Insurance Co. 

William R. Gray, chairman of the fin- 
ance committee, is a director of Con- 
tinental Insurance Co. Horace C. Flana- 
gan, chairman of the executive committee 
of Manufacturers Hanover, is a director 
of the New York Fire Insurance Co. 

Two of the directors of the bank are 
insurance men: J. Victor Herd, board 
chairman of companies in the America 
Fore Loyalty Group; and Clinton R. 
Black, Jr., a well known figure in the 
insurance brokerage area. 

Mr. Herd is on a number of boards. 
His other directorates include American 
Arbitration Association; American Red 
Cross, New York Chapter; Beekman- 
Downtown Hospital; Brooklyn Chamber 
of Commerce, Dominick Fund, Inc.; 
IBM World Corporation ; Insurance So- 
ciety of New York; (Mutual Benefit Life; 
New York Heart Association and Union 
Carbide Corporation. He is also a di- 
rector and member of executive com- 
mittee, American Telephone & Telegraph 
Co., and of the Downtown Lower Man- 
hattan Association. He is on the board 
of governors of Bankers Club of Amer- 
a; on the governing committee of 
Brox %klyn Botanic Garden and is a mem- 
“a of National Industrial Conference 

Board. His trusteeships are American In- 
stitute for Property and Liability Under- 

writers; The Bank for Savings; Brook- 
lyn Hospital ; Brooklyn Institute of Arts 
and Sciences; Committee for Economic 
Development; National Fund for Medi- 
cal Education and Packer Collegiate In- 
stitute, 

Other directors of the bank, who are 
on boards of insurance companies, are 
Morse G. Dial, chairman of Union Car- 
bide Corp., who is a director of Conti- 

















nental and The Prudential Insurance 
Co.; Lou R. Crandall, chairman, George 
A. Fuller Co., a director of Home In- 
surance Co.; Barry T. Leithead, presi- 
dent of Cluett Peabody Co., Inc., a direc- 
tor of The Travelers; Thomas N. 
Bancroft, president of Mt. big y Mills, 
Inc., a director of Continental & N Viagara ; 
John B. Clark, president, Coates and 
Clark, Inc., on board of American In- 
surance Co. of Newark which his father 
founded; Atlantic Mutual and Conti- 
nental Insurance Co. 

The uptown headquarters of Manufac- 
turers Hanover Trust is a new 30-story 
building located at 350 Park Avenue be- 
tween 5lst and 52nd Streets. 


* * * 


LAA Members Get Communications 
Ideas From Two Dallas Executives 


Two Dallas (business executives—Jas. 
F. Chambers, Jr., president of The Dal- 
las Times Herald, and Stanley Marcus, 
president of Neiman-Marcus, world fam- 


ous department store—fascinated mem- 
bers of the Life Advertisers Associa- 
tion who heard their respective ad- 


dresses during LAA’s 28th annual meet- 
ing September 20-22 in Dallas. 

Mr. Chambers in speaking on “Com- 
munications and the Fourth Estate,” 
emphasized that in the newspaper busi- 
ness “we are constantly concerned about 
our communications with the reader, the 
advertiser, groups such as LAA, and also 
with our own employes. We have a grave 
responsibility of which we are ever mind- 
ful, and we are constantly seeking better 
ways to get the news to the reader.” 

One of the greatest weaknesses, he 
said, in a newspaper’s effort to com- 
municate is the choice of the right word. 
As an example of this he told a story 
about Bob Considine, a great reporter, 
who incidentally has been an NBC radio 
news commentator for Mutual of Omaha 
for the past 11 years. Said Mr. Cham- 
bers: 

“On a recent trip to Russia, Bob wrote 
a first person story about a parade he 
had witnessed in [Red Square in Moscow. 
It was a purely routine story and 
Bob submitted it to the censor without 
a single qualm. He had mentioned in his 
story that certain Russian officials and 
foreign diplomats were in the reviewing 
stand, and said that he had stood within 
a stone’s throw of them. When the 
censor came to this sentence he got ex- 
cited and began to shout in Russian. Bob 
noticed that his sentence referring to 
‘stone’s throw’ had been underlined.” 

Pointing to this sentence the censor 
said to Mr. Considine: “What do you 
mean by this insult. You know perfectly 
well that you threw no stones at our 
commissars!” Despite Bob’s best efforts 
to explain the American phrase, the cen- 
sor was unimpressed. “We change this 
to say the truth,” he said. This he did 
and the revised sentence read: “I stood 
near the reviewing stand, but I threw no 
stones.” 

Having had previous experience with 
“unreasonable ‘Russian censorship” on 


many occasions, the cable desk in New 
York knew exactly what to do to restore 
the proper meaning to Mr. Considine’s 
copy, Mr. Chambers said. 

Further along in his talk the speaker 
said that “it isn’t necessary for you to 
wine and dine members of the press nor 
is it expected. At times, it is actually a 
hardship on reporters and editors to at- 
tend a luncheon or dinner. They would 
much rather get your story or your re- 
quest for news at the paper.” However, 
Mr. Chambers said that press confer- 
ences are a different matter as they 
serve a good purpose. But he felt that 
such conferences go much smoother for 
everyone concerned if they are not 
turned into a cocktail party. 

Another point he made was that in 
visiting a newspaper “it is not necessary 
to bring a completely prepared story on 
the subject of your errand. Newspapers, 
in fact, prefer that just the facts be pro- 
vided. Typewritten notes are helpful, 
but don’t worry if they don’t have the 
style and color of Ernest Hemingway.” 


Finally, Mr. Chambers offered this 
suggestion: “Some of you work for 
companies in which the president or 


some of fhe eager vice presidents think 
it is a good policy to hit the papers with 
anything and everything that comes 
down the pike. Try to get these officials 
to understand that quite often the best 
press relations can ‘be the poorest public 
relations. The image of your company 
that the reader acquires can either make 
the job of your selling staff easier, or it 
can retard sales quickly. 

“If your company feels it has a mess- 
age for the reader, this can be delivered 
much better through advertising than 
through the news columns. That image 
that you are allowed to paint in words 
and pictures can mean money in the 
bank, or it can destroy both sales and 
morale.” 


Stanley Marcus, whose widespre 4 jn- 
terests include a directorship in the New 
York Life, reflected in his talk his family 
pride in the Neiman-Marcus department 
store. His father and his aunt started 
the business almost 50 years ago. He 
did such a good job in his LAA address 
that many of the LAA people paid an 
afternoon shopping visit to * peal 
Marcus, 

His message, succinctly expressed, was 
that “your purchase, large or small, will 
be tops in fashion, taste and quality. 
These are the connotations we aim to 
have associated with the Neiman-Marcus 
label, so that our customers proudly be- 
come devotees of the Neiman-Marcus 
state of mind.” 

Even though Mr. Marcus has many ex- 
ecutive responsibilities, he told his LAA 
audience: “I still find that there is noth- 
ing like spending three or four hours on 
a selling floor and waiting on customers 
to find out what is right or wrong about 
our stock. Unfortunately, though, too 
many of us in our business and in others 
as well, only get on the floor when busi- 
ness shows signs of slowing down... .” 

Further along he said: “We are con- 
stantly on the alert to try to detect signs 
of changing consumer interests in the 
wide range of fashion in which our store 
operates. Are women showing more in- 
terest in chigon this year than last? Is 
there a greater demand for dresses with 
jackets than a year ago? Will European 
travel increase the sale of passport cases 
as well as nylon tricot blouses? Will the 
introduction of stretch socks for men 
make socks a better Christmas cata- 
logue item than before because of the 
size problem elimination? All of these 
are subjects that come over our customer 
listening station daily. = 

As a device for communicating with 
newcomers to the organization, Mr. 
Marcus said he has morning coffee once 
or twice a week with 20 to 30 men and 
women from all departments of Neiman- 
Marcus. “I tell them more about the 
store history and the ideals of its found- 
ers than our regular training program 
covers, and then I suggest they ask me 
any of the questions about the store that 
are puzzling to them. I am happy to say 
that they speak quite freely. From each 


of these meetings I come away with 
ideas helpful in improvement of our 
training procedures.” 

As a final thought, Mr. Marcus told 
about the Neiman- Marcus fashion shows 
“as a most important medium of our 
communication system.” He said that 
about 25 years ago “we originated the 
device of having a luncheon show at one 
of the local hotels. This show has been 
going on without a break ever since and 
is the oldest a aes fashion show in 
America . We have found the fashion 
show to be an excellent communication 
device for through the remarks of the 
commentator we can make women con- 
scious very quickly of a new trend in 
hair fashions or a new method of make- 
up. We can sell everything from a ci- 
garette smoked by a mannequin to an 
unseen girdle which the commentator 
may find difficult to describe.” 

Mr. Marcus explained: “Our 
are supplemented by numerous 
American and 


shows 
shows 
foreign de- 
by shows for spe- 
cial groups; and by our annual definitive show, 
the Neiman-Marcus 
we present our awards for 
in the field of fashion.’ 
“This event has in itself become an important 
communication Through it we have 
added to our fashion authority with our custom- 
ers and with the fashion world-at-large. For the 
past 24 years we have annually presented awards 


weekly 
special 
with distinguished 
signers as our special guests; 
Fashion Exposition, when 
‘distinguished service 


device. 


to individuals, who in our opinion have made 
valid contributions to the field of fashion. This 
award is now regarded as the top fashion ac- 
colade in the world. Christian Dior came from 
France for his first visit to America to accept 
it. It has been presented to a wide variety of 
people ranging from great dressmakers to little 
beltmakers, from the director of the Metro- 
politan Museum of Art to Greer Garson just the 
other week for the fine quality of taste that she 
brought to the motion picture industry. 
“Through this event we have reaped thous- 
ands upon thousands of editorial lines in news- 
papers, radio and television through- 
out the world, all of which has tended to 
strengthen the position of the store as a fashion 


magazines, 


authority to the people it wishes to sell and to 


” 


manufacturers from whom it wishes to buy. 


* * * 


New F. R. ($25,000) Law for 

Hunters in State of Calif. 
California law, effective Sep- 
tember 15 requires that hunters whose 
licenses have been revoked for causing 
the death or injury to humans or do- 
mestic animals through simple negli- 
gence, may not regain their hunting li- 
censes unless they prove they can re- 
spond in damages up to $25,000. 

The new hunters’ financial responsi- 
bility requirements are included in Sec- 
tion 12150.6, an amendment to the Fish 
and Game Code. The new section was 
adopted by the 1961 legislature. 

Such hunters may demonstrate finan- 
cial responsibility by providing the Fish 
and Game Department with: (1) a $25,- 
000 cash deposit; (2) a public liability 
insurance policy aggregating $25,000 in 
coverage; (3) a corporate_surety bond, 
or (4) by individual sureties secured by 
real estate and approved by an appropri- 
ate court. 


A new 


* * * 


Standard Accident Agency Marks 
Silver Anniversary 

It was on September 21, 1936 that the 
signing of the agency dgreement be- 
tween James J. Harris & Co. of Char- 
lotte, N. C. and Standard Accident of 
Detroit took place. Since that day, 25 
years of solid co-operative dealings hz ave 


transpired. ; 
To commemorate this silver anniver- 
sary, L. K. Kirk, Standard Accident 


president, presented a 25 year service 
plaque to agency president James J. 
Harris at a recent celebration dinner in 
Charlotte. T. L. Sedwick, company vice 
president, offered a verbal recap of high- 
lights of the past quarter-century old 
friendship to the attending representa- 
tives of Harris & Co.; Standard Ac- 
cident’s home office and the company’s 
Atlanta Branch. 

Key personnel of Harris & Co. attend- 

(Continued on Page 48) 
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Executive Session Held 
By NAITIA in Chicago 


NOW HAS 473 3 MEMBER FIRMS 


Independent Insurance Adjusters Assn. 
Reports 147 Adjusters Assigned to 
Hurricane Carla Area 





The National 


ent Insurance 


Association of Indepen- 


Adjusters convened its 


executive committee at Chicago’s Palmer 


House on September 18-19 for a mid- 


year session, at which all phases of as- 


sociation business were discussed. 


In attendance president, H. B 
Wellborn, Hattiesburg, Miss.; first 


president, Ted D. Brown, San Francisco; 


were 


vice 


Condray, St. 
. B. Hazzard, 
Serving on the 


secretary-treasurer, W. E. 
Louis; and past president, L 
New York City. 
tee with the above named officers were 


commit- 


the following regional vice presidents: 
A. F. Stager, Eastern; rig’: M. Lehn- 
hard, Southeastern; W. C —“—" h, Cen- 
tral; A. C. Dyer, Missouri Valley; J 
Henry Wolf, Southwestern; John Foltz, 
Rocky Mountain; Frank L. Hunter, 
Western; and C Ww. Walls, Northwest- 
ern. 


The following firms were accepted into 
the membership of NAIIA: Corey & 
Company, Miami, Fla.; Lawlor Insur- 
ance Claim Service, Elmira, N. Y.; Mil- 
ler Adjustment Co., Inc., Springfield, N 
J.; W. A. Headen Adjustment Co., 
Winston-Salem, N. C.; Adamson-Lane 
and Co., San Bernardino, Calif.; Ham- 
mond Claim Service, Hammond, La. and 
Raymond Danner, Pendleton, Ore. 

W. C. Couch, chairman, educational 
committee, announced that a selection 
had been made as to the outline for 
Parts | and II of the course to be super- 
vised by the Insurance Institute of Amer- 
ica and that publication dates had been 
moved back to the late Spring of 1962. 
He also announced that the final ad- 
dition to the industry’s educational ad- 
visory committee to the L.A. had been 
completed with the acceptance by John 
McCormick, vice president, Royal-Globe 
Insurance Companies, of a post on that 
committee 

“Manpower Pool” Report 


The catastrophe committee - yrted on 


its handling of Hurricane Carla with 
respect to the “Manpower Pool.” It was 
reported that 147 adjusters had been 


assigned to Carla area members and were 
actually in the adjusting 
losses. Based upon assignments received 
at that time and company commitments, 
it was reasonable to anticipate a total 
of 25,000 NAIIA assignments in the 
Houston area and 15,000 on the Gulf 
Coast. 

The 


process ot 


committee voted to hold the as- 
sociation’s annual meeting of the Green- 
brier Hotel, White Sulphur Springs, in 
1964. Officers reported on the develop- 
ment of the national and/or regional in- 
dustry advisory board, stating that 
recommendations had been or were be- 
ing received from the following associa- 
tions in connection with potential board 
members: American Mutual Insurance 
Alliance; Association of Casualty & 
Surety Companies; National Association 
of Independent Insurers; National Board 
of Fire Underwriters; Mutual Loss Re- 
search Bureau; and the Pacific Claims 
Executives Association 

All other association committees re- 
ported on activities and developments, 
such reports being considered and in 
several instances approved. 

Membership in the NAITA now stands 
at 473 firms. 


Afco Names K. R. Dawe as 


Financial Vice President 





KENNETH R. DAWE 


Kenneth R. Dawe has been appointed 


to the new position of financial vice 
president of Afco, one of leading na- 
tional insurance premium financing or- 


ganizations, it is announced by Presi- 
dent George Faunce III. Mr. Dawe will 
be in overall charge of Afco’s financial 
activities. He comes to Afco from the 
American Foreign Insurance Associa- 
tion in New York, where he served as 
assistant controller for three years. 
Born in London, England, Mr. Dawe 
was graduated from St. Paul’s School in 
1939. He passed his final examination 
of the Institute of Chartered Accountants 
in England and Wales in November, 1949, 
and was admitted as associate in 1950. 
His first post in 1939 was with a 
London firm of chartered accountants. 
Later he served as secretary and ac- 
countant for Lymington Slipway & En- 
gineering Co., yacht designer and build- 
ers. In 1951 he joined Anglo-Transvaal 
Industries, Ltd., in South Afr:ca, 


where 
he acted as group secretary for 19 
subsidiary industrial and mining com- 
panies 
Mr. Dawe joined AFIA in Johan- 


nesburg in 1952 and served as chief ac- 
countant and secretary until he was 
promoted to assistant controller and 
transferred in 1958 to AFIA’s home office 
in New York. 

During World War II he served in the 


Royal Navy, ranked as lieutenant upon 
his release. His service included Euro- 
pean, Middle and Far Eastern Theatres. 


IAC Advertising Exhibits 
Available to State Assns. 


Agents attending state conventions 
during the coming months will have an 
opportunity to see what constitutes a 
good local advertising program. The In- 
surance Advertising Conference—which 
aw noe Oscars annually to agents doing 
an outstanding advertising job—has of- 
fered this year’s award-winning port- 
folios for display, and 14 state agents’ 
conventions have already booked the ma- 
terial. 


Included in the portfolios are: Direct 
mail items such as letters, bulletins, 
cards, brochures; newspaper ads and 


publicity items; radio and TV commer- 
cials; photos of billboards and highway 
signs; photos of window wap aly 
photos of display booths at home shows 
fairs, etc. and novelty advertising. 

Associations desiring the winning port- 
folios for display at their conventions 
should write Charles K. Oaks, Jr., ex- 
ecutive secretary, Insurance Advertising 
Conference, 15 Cottage Ave., West Hart- 
ford, Conn 


CAPE Plan Unveiled as Coordinated 
Effort; Has ‘Protection Week’ Tieup 


By Epwin N. Eacer 


Dallas, Tex., Sept. 25—CAPE, which 
stands for Coofdinated Advertising 
Planned Endeavor, was presented to the 
members of NAIA here this afternoon 
by several speakers. These included Joe 
E. Vincent, CPCU, Bryan, Tex., chair- 
man of NAIA advertising committee ; 
Eben Learned, Norwich, Conn., chair- 
man of 1962 advertising committee; Jack 
Schroeder, Chico, Calif., president of the 
California association; Valmore H. For- 
cier, New York, NAIA advertising co- 
ordinator; William Kientz, agent at Co- 
lumbus, Ohio, and by A. Tracy Bird, III, 
agent at Tucson, Ariz. Mr. Bird’s talk 
is presented elsewhere in this issue. 

CAPE is a plan of implementation, Mr. 
Vincent stated, by which the integrity of 
each company, of all associations—com- 
pany and agency, national, state and 
local—and of the individual agent, can 
be preserved. It is an organized en- 
deavor, he continued, to coordinate the 
individual efforts and thoughts of stock 
companies, associations and agents and 
brokers into one large overall effort to 
capture the attention and mind of the 
American public by “sheer weight of 
— and saturation in advertising.” 

Vincent explained that the basic 
Bd: of CAPE is to concentrate the 
advertising efforts of the various seg- 
ments of insurance into snotiadion areas 
of advertising endeavor. He cited the 
idea of “Protection Week” where the 
entire theme is to lead the insurance 
buyer to check up on his present in- 
surance. Its principal purpose, said Mr. 
Vincent, will be to make people con- 
cious of insurance protection and to urge 
all who buy coverage to get a checkup 
through an independent insurance agent. 

“Protection Week,” Mr. Vincent ex- 
plained, is the thought and product of 
Doremus & Co., well known New York 
advertising agency which handles the 
national advertising for CAPE. 


Area of Company Effort 
Mr. Vin- 


but will 
“Why” 


The area of company effort, 
cent said, will concentrate on, 
not be limited to, advertising the 
of insurance; that is the institutional ap- 
proach. Such efforts will emphasize the 
desirability to insure with a particular 
company and the company will continue 
to maintain and establish its own special 
plans and concentrating on selling the 
company name, integrity, its age, its 
trademark, 

However, it will do this, Mr. Vincent 
explained, by coordinating through the 
coordinated advertising agency commit- 
tee. This technical committee uses the 
initials “Co-Ad” and is an organizational 
unit of CAPE, consisting of professional 
advertising people and insurance tech- 
nicians, Mr. Vincent said, from the com- 
panies and associations who can guide 
the implementation of rs 2 0 con- 
cepts in keeping with the technical 
limitations the insurance business would 
impose on any advertising endeavor. 

“Co-Ad, by having had prior approval 
from a master planning committee,” Mr 
Vincent continued, “will agree with cer- 
tain companies as to their responsibility 
for setting up the national scene for 
‘Protection Week.’ This could be ef- 
fected by the companies while at the 
same time they are using and preserving 
their own identification, selling their 
own theme, but while doing so they are 
effectively coordinating with the ‘Protec- 
tion Week’ idea 

“Let us consider companies advertising 
nationally, principally in national maga- 
zines. These include America Fore 
Loyalty Group, Hartford Fire Group. 
The Travelers, North America, United 
States Fidelity & Guaranty, Aetna Cas- 


ualty & Surety, Home Insurance Co. 
“Let us look at the role of those com- 

panies which do not advertise on a na- 

nationally. 


tional scale but do operate 


These companies now spend most. of 
their advertising budget directed toward 
the agent rather than the insurance 
buyer. These companies will play a most 
important role in ‘Protection Week, 
using well-designed newspaper insertions 
in papers selected as most appropriate 
for that particular company. 

“Once ‘Co-Ad’ knows which companies 
have what kind of area ideas or area 
obligations in which geographical sec- 
tions of the country, appropriate adver- 
tising media would be employed and 
would be so coordinated that there would 
be an effective series simultaneously 
running in every state of the nation. 
This, we must agree, would be tremend- 
ous, but it would require efficient co- 
ordination,” Mr. Vincent stressed. 

Companies in Regional Category 

“The next general category of com- 
panies is the one which operates region 
ally. Its operations might be confined to 
one state, or even a section of a state, 
or it may extend to eight or ten states. 
Under these circumstances, ‘Co-Ad’ 
would design and recommend a _ plan 
whereby a company operating (say) only 
within Texas would specifically push a 
plan or a series of plans of insurance 
approved in that particular rating juris- 
diction. 

“Some companies have pet plans to 
which they have committed themselves 
for long range advertising programs and 
which they cannot abandon, CAPE, too, 
is a long range planning program of 
coordination, and it does not envision 
the ‘junking’ of any pet programs or 
commitments. Possibly it would require 
the reshz uping of certain programs or 
commitments in the direction of the area 
of endeavor or designated, but through 
the master plan and ‘Co-Ad’ this can be 
done without damage, or loss of effect, 
or loss of any monies previously spent. 

“It is planned that a workshop session 
of company executives, advertising agen- 
cy people and insurance technicians will 
soon be called. We must give this bold 
idea a thorough consideration.” 


Insurance Industry 


Welcomes Investigation 


Houston.—Three major insurance or- 
ganizations are on record as welcoming 
a state legislative investigation of insur- 
ance company handling of claims result- 
ing from Hurricane Carla. 

A joint statement issued by B. P. 

Carden, general adjuster, National Board 
of Fire Underwriters; Norris W. Parker, 
Manager, Texas rn Advisory As- 
sociation and Gordon S. Yeargan, pres- 
ident, Association of Texas Fire and 
Casualty Companies clearly outlined the 


industry’ s position. Text of the state- 
ment follows: . 
“We have read the statement in the 


press of speaker of the House George 
Turman asking the General House In- 
vestigating Committee to make a com- 
prehensive study of the payment of in- 
surance claims as a result of Hurricane 
Carla. We welcome the opportunity to 
cooperate with the General House In- 
vestigating Committee in any insurance 
claim study recommended by Speaker 
Turman. 

“The record of our companies in ad- 
justing claims, arising out of hurricanes 
and other catastrophes in Texas and 
other States in the past, has demon- 
strated their ability to examine and 
settle claims fairly and promptly. These 
companies have developed effective pro 
cedures for mobilizing their loss settle- 
ment facilities quickly to speed the re- 
habilitation of properties and to alleviate 
personal distress.” 
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NAIA Elects Cubbedge and Glover 





COOPER M. CUBBEDGE 


Dallas, Tex., Sept. 


* 





HAYNE P. GLOVER. JR. 


27.—Cooper Myers Cubbedge of Jacksonville, Fla., was 


today elected president of the National Association of Insurance Agents, succeeding 
Porter Ellis, CLU, of this city. Mr. Cubbedge had served as vice president and 
chairman of the executive committee during the last 12 months. The new vice 
president is Hayne P. Glover, Jr., Greenville, S. C., who has been a member of the 
NAIA executive commitiee for several years. Wm. E. Webb, Jr.. CPCU, state 
national director from North Carolina, was elected to the executive committee. 


Cooper M. Cubbedge 


Macon, Ga., Mr. 
attended public schools in 
school at 


Born in Cubbedge 


Macon, night 
Tech, and Florida 
Lakeland, Fla. He en- 
tered insurance by associating with A. B. 
Edwards Agency, Sarasota, Fla. in 1923, 
and formed the Cubbedge-Walpole Agen- 
cy (now Ludwig-Walpoie Company) in 
Sarasota, in 1927. He sold his interest 
firm and became affiliated with 
Jacksonville Properties, Inc. in 1934. Mr. 
oe is now vice president and 
manager of Jacksonville Properties, Inc. 

\ sit president of the Jacksonville In- 
surors Association, he also served as 
president of the Florida Association of 
Insurance Agents and as state national 
director from Florida. In 1958 he was 
appointed to a three year term as a mem- 
ber of the NAIA executive committee 
Long active in various fields of endeavor 
in association work he was the first re- 
cipient of the L. P. McCord Achieve- 
ment Award for outstanding service to 
the industry. 

Mr. Cubbedge is a 
Florida Dealer and Growers 
Jacksonville, president 


Georgia 
Southern College, 


in this 


director of the 
" Bank at 
of the Jackson- 


ville Tourist and Convention Bureau, 
chairman of the city advertising com- 
mittee of Jacksonville, and a member 


of the board of trustees of Grace Chapel 
Parish School Foundation, Inc. 

He also belongs to the following or- 
ganizations: Insurance Society of the 
Uni eg of Florida, Newcomen S ciety 
of North America, Committee of One- 
Hundred, Jacksonville Area, Chamber of 
Commerce, Sons of the American Revo- 
lution, Jacksonville Historical Society, 
San Jose Country Club and The River 
Club. Mr. Cubbedge and his wife, Nelle, 
have a son and a daughter. 


Hayne P. Glover, Jr. 


Born November 26, 1914 in Greenville 
Mr. Glover attended the Greenville Pub- 
lic Schools and graduated from Green- 
ville High School in 1931. He graduated 
trom The Citadel in Charleston in 1935. 
He saw active service as officer in World 
War IT. He is now a Lieutenant Colonel 
in the Army Reserves. 

He is vice presi ident of Glover Bros. 
Inc., general insurance specialists, has 
served in every official capacity of Green- 
ville Association of Insurance Agents, as 
member of executive committee, vice 
president and president. He is a member 


and co-chairman of five man City In- 
surance Placement Committee, acting as 
advisors to City of Greenville on han- 
dling and placement of city insurance. 
Mr. Glover served as either a member 
of executive committee or officer of 
South Carolina Association of Insurance 
Agents continuously for nine years. He 
served as national state director from 
South Carolina on National board of 
state directors of the National Associa- 
tion, three years from 1955 to 1958; 
served on central committee of Southern 
Agents Conference two years, as vice 
chairman and from 1955-56 as chairman 
of the Conference. He served four years 
as chairman of City of Greenville Plan- 
ning and Zoning Commission, two years 
as member of Board of Zoning Appeals, 
and one year as member of County 
oe and Development Board. 

{r. Glover has been’ chairman 
1953 Hopewell Tubercu‘osis Association 
Christmas Seal Sale, director of Rotary 
Club of Greenville, ’ director Greenville 
Chapter of National Office Management 


Association, member of Down-Town 
gg Club of Greenville, Greenvi le 
Elks Lodge, Greenville Country Club, 


The Cotillion Club of Greenville and is a 
member of Christ Episcopal Church. He 
was married November 8, 1941, to Ros2 
B3edford Webb of Greenville. They have 
two daughters, Gaye Bedford and Pamela 
Webb Glover. 


NAIA Resolution Condemns 
Co. Purchase of Agencies 


Dallas, Sept. 27—The National Asso- 
ciation by resolution here today voiced 
its opposi tion to and condemned agency 
purchase or acquisition—“by any and all 
companies doing business within the 
American Agency System.” 

The resolution stated that it is a funda- 
mental principle that ownership of ex- 
piration belongs solely to insurance 
agents and that purchase of an agency 
by an insurance company violates this 
principle “in spirit and in fact, whether 
this ownership bes direct or indirect, in 
whole or in part.” 

Another resolution pointed to the suc- 
cess of the New Jersey Association in 
promoting highway safety campzigns and 
urged the NAIA to tak> an active role in 
President Kennedy’s Hiehway Safety 
Committee activities. It also urged state 
associations to support a wide range of 
present efforts to reduce automobile ac- 
cidents. 


NAIA Directors Question NBCU 
Franchise Auto Coverage Plan 


Dallas, Texas, Sept. 26—Not included 
in the officially released casualty insur- 
ance committee report by Roy H. Mac- 
Bean, Cranford, N. J., chairman, but pre- 
sented by him orally here today to the 
NAIA Board of State Directors were de- 
tails of a filing in about 40 states of an 
amendment to the auto liability exper- 
vence and schedule rating plan of the 
National Bureau of Casualty Underwrit- 
ers which dealt in part with inclusion of 
private passenger cars of employes of 
franchise fleet assureds when such cars 
are also used for business purposes. This 
would make employes’ autos eligible for 
fleet rate discounts on auto liability, 
glass and burglary coverage. 

This franchise plan, offered a few 
months ago to meet competitive condi- 
tions and not originated by the National 
Bureau, has been approved in 30 states, 
including Connecticut, Rhode Island, 
Massachusetts, Vermont, New Hamp- 
shire, Maine, Delaware and District of 
Columbia in the eastern area. While 
NBCU consulted with some producers’ 
groups prior to making filings, to obtain 
reactions, the plan today aroused con- 
siderable questioning and some opposi- 
tion among directors here. 

Numerous agents feel they may lose 
personal accounts now in their hands. 
They say eligible private car owners 
could obtain lower net rates for auto 
protection, under fleet cover, than by 
paying class I rates to their local agents. 


Borders on “Fictitious Group” 


It was also alleged this arrangement 
borders on the “fictitious group” classi- 
fications which NAIA has long opposed. 
It was stated that although the emploves 
of these franchise assureds, eligible for 


discounts because they use their cars 
in part for business, would be charged 
the class 3 rate, the discount involved 
could be sufficient to bring the net pre- 
mium below that now paid to companies 
through local agents, 

few agents argued this plan could 
open the door to discounts on fire and 
allied lines coverage and so is not in the 
interests of local agents, even though 
legal. It was also contended this could 
be a bad precedent. 


Leslie Defends Plan 


As General ee William Leslie, 
Jr., was in the meeting room he was 
called upon ‘4 enlighten the directors. 
He did not go into the matter at length, 
but stated that the Bureau feels the plan 
has real merit and he, or someone from 
the Bureau, is willing to attend any 
agents’ meeting to try to demonstrate 
why it is good in today’s highly competi- 
tive markets. He asked the agents not 
to prejudge the plan until they have 
more thorough knowledge of it. As it 
was evident several associations 


were 
unacquainted with the filing, Eben 
Learned, Connecticut, suggested that 


state associations, themselves, develop 
closer liaison with their State Insurance 
Departments to keep abreast of new, or 
revised, rate and cover filings. 

In setting forth rules for eligibility 
for this franchise auto coverage plan 
the Bureau states that the all interests 
must operate under a common trade 
name, all interests must use one or more 
identical products, and one source must 
maintain management control and re- 
sponsibility for insurance premium pay- 
ments for all interests operating under 
the franchise. 





NAIA Favors Extension of 
Calif. Service Club Idea 


Dallas, Texas, Sept. 26—The National 
Association here today agreed to recom- 
mend to member companies of the Na- 


tional Automobile Underwriters Asso- 
ciation the establishment in as many 
states as possible of auto service clubs 


similar to the long-standing National 
Automobile Club in California which has 
rendered excellent road service to policy- 
holders and helped to keep seo car 
coverage out of competitor’s hands. 

Several agents’ associations in New 
Jersey, Michigan and some other states, 
have set up ROAD AID operations 
which are now beginning to pay off, but 
apparently California Club’s idea appears 
more attractive to producers. Several 
company executives were in the room 
when NAIA directors discussed and ap- 
proved this project. 

In 1924 the NAC was formed in Cali- 
fornia as a service and compet:tive 
weapon. It is still owned today bv about 
125 stock insurance carriers. The clu 
offers a wide range of highway se-vices 
to policyholders, at low cost, with the 
service being sold to car owners by 
agents and brokers. Due to current 
intense competition for auto coverage 
agents hope the companies will give it 
favorable consideration. John Sheiry, 
New Jersey, told how ROAD AID has 
been developed successfully thee and 


now extends to Philadelphia. He said 
New Jersey agents are hippy with this 


set-up which is supervised from state as- 
soc‘ation’s Newark headquerters. 

The directors todav adopted a m-mor- 
*=1 -eso'ttion on the passin of T. The- 


' Nuelee excentivs scecetary teers 
Y Teeag ~h ‘setts 4 g747' tio” Ss » 
126-19 Ja Porton af Pinch) ap eera’ 
“Tr, Burke had many friends in NAIA 
circles, attended numerous conventions. 
All members of NAIA’s executive 


committee were in Dallas several days 


Sparlin Cup Won by Calif. 
Assn. for “Signal Service” 


Dallas, Sept. 27—The California As- 
sociation was awarded the Sparl.n cup 
at the NAIA meeting there today. The 
cup is presented annually to the state 
association which has rendered most 
signal service to the American Agency 
System. The Florida Association was 
named second place winner and Nebraska 
Association took third place. Board of 
Underwriters of Hawaii received honor- 
able mention. 

The Sparlin cup award was established 
in 1935 following its presentation to 
NAIA by Ezra M. Sparlin, Rochester, 
N. Y., chairman of NAIA membership 
committee 1928-1935. 

The New Jersey Association won the 
California mileage cup. 

Woodworth Memorial award was not 
presented this year. 

CPCU CHAPTER ELECTION 

William G. Reed of Stelzer & Reed 
agency, P'qua, O., has been elected pres- 
ident of the Dayton-Miami Valley CP- 
CU chapter. Other new officers are 
Tames B. Abbey, Dayton, vice president; 
John M. Smith Wilmington, secretary, 
and Paul Hallman, Dayton, treasurer. 





before the convention to consider a long 
agenda. Those attending include Chair- 
man Cooper M. Cubbedge, Jacksonville, 
Fla. who is also NATA vice president; 
President Porter Ellis, CPCU ae 
Hovne P. Glover, Jr., Greenvills, S. 
*Cilton R. Cheverton. San. Diezo. C or : 
T--4 TT Johnson Colum‘us. Ohio; H 
"ET Maltese CTIT Conne'l Bluffs. Towa: 
ete- T Walsh, Denver, and Stafford 
"T Wa-ner Memphis. 

D- Robert W. Strain. CPCU and 
CLU, new executive secretary of NAITA, 
is attending his first convention in that 
capacity. 
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Greetings from New York City to the 





BERGEN TALLMAN 


BERGEN TALLMAN-O’BRIEN 
AGENCY 


116 John Street —New York 38, N. Y. 


J. J. O'BRIEN 


Digby 9-4670 


a fhm 


Insurance Underwriters 


MULTIPLE LINE FACILITIES 
NEW YORK CITY — SUBURBAN — COUNTRY-WIDE 
Member: New York City Insurance Agents Assn., Inc. 





DAVID C. WHITE AGENCY 


Incorporated 
55 John Street, New York 38, N. Y. 


aa m 


Se —_— Countrywide Facilities 


Member of the New York City Insurance Agents Assn., Inc. 


aAaAesm 


worldwide insurance 
WoOrth 4-7400 
FIRE—AUTO—INLAND MARINE 














The Wright Agency, Inc. operates strictly 
as Agency Representative for important 
groups of well known companies. We 
earnestly solicit your brokerage offerings as 
our agency deals with brokers exclusively. 


Brokers are assured of courteous coopera- 
tion and fair dealings, plus prompt service in 
issuing policies, endorsements and in settling 
losses. 


THE 
WRIGHT 


AGENCY 


INC. 


75 MAIDEN LANE, NEW YORK 38, N. Y. 
WHitehall 3-9660 


REPRESENTING 


METROPOLITAN AGENT New York Fire Ins. Co. 





Commercial Union Fire, N. Y. 
Equitable F. & M. Insurance Co. 
New York Fire Ins. Co. 


New York Underwriters Ins. Co. 


South Carolina Insurance Co. 
Home Fire & Marine 
Glens Falls Insurance Co. 


INLAND MARINE AGENT 


Commercial Union Fire, N. Y. 
Connecticut Fire Insurance Co. 
Equitable F. & M. Insurance Co. 
Home Fire & Marine Ins. Co. 


SUBURBAN AGENT 


Commercial Union Fire, N. Y. 
Equitable F. & M. Insurance Co. 


New York Underwriters Ins. Co. 


South Carolina Insurance Co. 
Home Fire & Marine 
Glens Falls Insurance Co. 


AUTO, FIRE & THEFT 


Commercial Union Fire, N. Y. 
Equitable F. & M. Insurance Co. 


New York Underwriters Ins. Co. 


BINDING AGENT 


Citizens Casualty 

Commercial Union Fire, N. Y. 
Equitable F. & M. Insurance Co. 
New York Fire Ins. Co. 


New York Underwriters Ins. Co. 


Home Fire & Marine 
Glens Falls Insurance Co. 

















WALLACE REID & COMPANY 


INCORPORATED 
Established - - 1906 
55 JOHN STREET 
NEW YORK 38. N. Y. 
Representing 
Camden Fire Insurance Association 
Glens Falls Insurance Company 
Springfield-Monarch Insurance Companies 
Westchester Fire Insurance Company 


em Swen Half Century 


Member: New York City Insurance Agents Assn., Inc. 

















WHITE &« CAMBY INc. 


Edward |. White, President 
INSURANCE UNDERWRITERS 


50 East 42nd St., New York 17, N. Y. 
MUrray Hill 2-6611 


Midtown ) Leading Agency 


Member: New York City Insurance Agents Assn., Inc. 
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ALAN F. E:rert, President Faithfully Yours Since 1918 
EIFERT, FRENCH & COMPANY 
INCORPORATED 
Insurance Underwriters Metropolitan 
51 EAST 42nd ST., NEW YORK 17 (Entire 18th Floor) MUrray Hill 2-7010 Sub b 
Member of New York City Insurance Agents Assn., Inc. =oen 
EN er MeE AL KEE AA CA peter aieeetee Inland Marine 
a ao Wi fF a Automobile 
ice me tne gency 088 Country-Wide 
HOMEOWNERS ag roll Casualty 
Clarence Ingald Rutledge J. Howard 
Irv Wetzel Edward McLaughlin 
FIRE Jack Chekijian 
William Strahler Mike Swaney 
Charles Reich PRODUCTION 
Jack Finnen Donald Eifert 















Call MUrray Hill 2-7010 sisi 


_ GENERAL AGENT 


FOR 





Insvrance 
O/ices of 
Hall 

& 
Henshaw 
—- 


NORTHEASTERN LIFE 
Insurance Co. of N.Y. 


HALL & HENSHAW 








MEMBER OF NEW YORK CITY INSURANCE AGENTS ASSOCIATION, INC. 

















10 PLATT STREET, NEW YORK 38,N.Y. 








FIRE INLAND MARINE OCEAN MARINE 


FRANK J. ROGERS AGENCY, INC. 


45 JOHN STREET NEW YORK 38, N. Y. 
Telephone Nos. Digby 9-1736-7-8-9 


Multiple Line Facilities 
NEW YORK CITY SUBURBAN COUNTRY-WIDE 


CASUALTY AUTOMOBILE 


Member of New York City Insurance Agents Association, Inc. 











HAROLD R. HALL, 
President & Treasurer 


WILLARD S. BROWN 
& CO., INC. 


161 WILLIAM STREET, NEW YORK 
Telephone: REctor 2-7790 





Representing in Metropolitan and N. Y. Suburban 
Territory—Fire Dept. 

Northern Insurance Company of N. Y. 

Connecticut Fire Insurance Co., Hartford 

Royal Exchange Assurance 

Pennsylvania Insurance Company 

Commercial Union Insurance Co. of N. Y. 

Yorkshire Insurance Company of N. Y. 

Vigilant Insurance Company 


Metropolitan Agents Casualty Dept. 


Connecticut Fire Insurance Co., Hartford 
Vigilant Insurance Company 

Columbia Casualty Company 

Alliance Assurance Co. 

Royal Exchange Assurance 

Yorkshire Insurance Co. of N. Y. 


Inland Marine Agents 


Northern Insurance Company of N. Y. 
Commercial Union Insurance Co. of N. Y. 
Pennsylvania Insurance Company 
Vigilant Insurance Company 

Connecticut Fire Insurance Co., Hartford 
Yorkshire Insurance Company of N. Y. 


Automobile Agents 


Commercial Union Insurance Co. of N. Y. 
Connecticut Fire Insurance Co., Hartford 
Pennsylvania Insurance Company 

Royal Exchange Assurance 

Vigilant Insurance Company 


Accident & Health Dept. 


Columbia Casualty 
Standard Accident 


Binding agency throughout United States for Royal Exchange Assurance, 
COUNTRY-WIDE BINDING AGENTS 


Northern Insurance Co. of New York, Connecticut Fire Insurance Co., 
Hartford, Commercial Union Insurance Co. of N. Y., Pennsylvania In- 
surance Company, and Yorkshire Insurance Co. of N. Y. 
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ARTHUR B. EATON & ASSOCIATES, INC. 








Treaty and Facultative 
REINSURANCE 


9-11 MAIDEN LANE, NEW YORK 38, NEW YORK - SUITE 1101 


JAMES A. BOYDEN 
JOHN WATERS EATON 


ARTHUR B. EATON 


E. J. GALLAGHER 


Phone: REctor 2-3484-5-6 














National 


Association of Insurance 


October 2, 1961 
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NAIA Backs Prior Approval of Rates 


(Continued from Page 1) 


taxation of the insurance business by 
the states is in the public interest. 

“(2) Insurance rate-making should not 
be left to the devices of unbridled com- 
petition. Such competition certainly can- 
not be for the good of the public, the 
industry, or regulatory authorities. Wide- 
spread removal of the requirement of 
prior approval of rates will be an open 
invitation to such competition. 

“(3) The rate making functions of 
bureau and advisory organizations are 
essential to the orderly conduct of the 
insurance business. 

“The executive committee attaches 
great significance to the philosophy in 
the conclusions reached by the NAIC 
subcommittee to review fire and casualty 
rating laws and regulations, the report 
of which was adopted by the National 
Association of Insurance Commissioners 
in June following its series of hearings 
on rate regulation. We commend the 
position taken by that body.” 

Maurice G. Herndon, head of the 
Washington office of NAIA; Morton 
V. V. White, Allentown, Pa., chairman 
of the Federal affairs committee; Dr. 
Robert W. Strain, NAIA executive sec- 
retary, and George S. Hanson, NAIA 
general counsel, had all spoken on the 
report of Senate Subcommittee before 
President Porter Ellis, CPCU, Dallas, 
presented the executive committee report 
for debate and action. Mr. Herndon 
stressed that members of Congress are 
asking for NATA views on Federal probes 
of and attacks on various aspects of 
state regulation and wondering why no 
views have been forthcoming in the 
face of possible inimical legislation. 


Hanson Analyzes Subcommittee Report 


Messrs. White, Strain and Hanson 
analyzed the Senate subcommittee re- 
port on insurance rates, rating organiza- 
tions and state regulations, which was 
issued in Washington by the Kefauver 
committee a few weeks ago. Mr. Han- 
son studied the legal aspects of the com- 
mittee charges that the state regulation 
is not being carried on in the spirit of 
the McCarran Act, 

Mr. Hanson stated his belief that the 
legal conclusions and the basis of Senate 
subcommittee’s recommendations are 
without foundation. He told the NAIA 
directors that: 

“In my opinion, the subcommittee con- 
demnation of certain rating laws is not 
supported by the legislative history and 
the decided cases interpreting the Mc- 
Carran Act. The portion of the Senate 
debates quoted shows that the states 
themselves, by enacting legislation for 
the purpose of regulation, could take 
the business of insurance out from under 
the Sherman anti-trust act, the Clayton 
act and the other acts. 

“The subcommittee report condemns 
the mandatory bureau membership re- 
quirements of Virginia, North Carolina, 
District of Columbia for fire insurance. 
It shows that these rules were in exist- 
ence before the McCarran Act was en- 
acted. However, as stated by the United 
States Supreme Court in Prudential In- 
surance Co. v. Benjamin, obviously the 
purpose of Congress was broadly to give 
support to existing and future state 
systems for regulating and taxing the 
business of insurance. Moreover, in tak- 
ing this action Congress must have had 
full knowledge of the nationwide exist- 
ence of state systems of regulation and 
taxation ... and its purpose was evident- 
ly to throw the whole weight of its 
power behind the state systems, not- 
withstanding these variations. 

“The subcommittee stated it is par- 
ticularly urgent that the Department of 
Justice direct its attention to the mo- 
nopoly in automobile liability insurance 
created by the recent North Carolina 
law. I do not believe that under the 
McCarran Act the power of the North 


Carolina legislature to enact this law can 
be legally questioned. 

“The subcommittee itself apparently 
doubts the legal capacity to question 
state laws with which it disagrees, for 
its report says at page 78, ‘if the Supreme 
Court should uphold the validity of such 
state laws, the Congress then has no 
alternative but to bring about a drastic 
revision of the McCarran Act.’” 

White’s Viewpoint 

Mr. White said in his review of the 
Senate subcommittee report that the 
majority of the subcommittee “is very 
positive that subsequent disapproval of 
rates is all that is required to comply 
with the McCarran act-intent for regula- 
tion. There is no doubt that Senator 
Kefauver, et al consider the proposcd 
D. C. regulation bill as containing all that 


is desirable. He, at least, has stated 
that it may be considered as a model 
for the states to follow. However, on 


this point, the minority report says: 

“It is important for all concerned to 
state clearly that the law for the District 
of Columbia, whatever it might be, is not 
intended as an expression of legislative 
policy to be imposed upon the states. 
However, because of the fact that it is 
often so regarded, it should be consonant 
with the considered views of the Con- 
gress after a review of the subcommit- 
tee’s report including both the majority’s 
and individual views.” 

During the debate of the NAIA motion 
Mr. White stated he feels the public 
would not benefit from unrestricted com- 
petition, but that the entire insurance in- 
dustry would suffer from grossly in- 
adequate rates. He declared that now 


many rate filings are knowingly inace- 
quate and contain no hope of produc ng 
an underwriting profit. Yet, he said, 
many companies want agents to produce 
“loss-free” assureds, which just cannot 
be done generally today. 

Mr. White observed that the NAIA 
should place itself definitely alongside 
the NAIC, and give full support in in- 
dividual states to insurance commission- 
ers who are trying to make state regu- 
lation effective and to assist.them in se- 
curing needed changes in state laws to 
aid sound progress. 


Dr. Strain’s Closing Comments 


Dr. Strain, concluding his analysis of 
the Kefauver subcommittee report, told 
the convention: 

“The report recommends litigation by 
the Department of Justice. If the state 
laws criticized should be upheld by the 
Supreme Court, the subcommittee an- 
ticipates that Congress would have no 
choice but to revise the McCarran Act, 
This objective would require years for 
completion, even if all moved according 
to the subcommittee’s time table. In the 
meantime, I think much thought needs to 
be given these questions. What should 
be the NAIA position in response to this 
report? Will the next battleground be 
in theyRespective legislatures, or will the 
Distri¢t of Columbia be the initial focal 
point of effort to pass a no prior ap- 
proval bill? 

“What will be the Department of 
Justice response to the subcommittee’s 
request? Should a reply be prepared to 
the report in answer to much of the 
derogatory information in it? If the 
minority view is correct, that the re- 
port’s ‘treatment of the insurance indus- 
try tends to undermine the confidence of 
the American people in this entire seg- 
ment of economic acrivity’ what should 

(Continued on Page 32) 
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AVIATION INSURANCE a 
There is no commercial activity in today’s world more 


expansive — explosive is a better word, than aviation. The 
market for every form of aviation insurance almost liter- 


ally “grows over night”. 


Privately owned planes and business aircraft, all aside from the 
regularly scheduled passenger carriers, will soon reach fantastic 


proportions. 


a 








VISIT US AT 
NAIA 
CONVENTION 
BOOTH #16 








THIS MARKET IS YOURS! 


Be informed on the many forms of aviation coverage. 
This information is contained in a specially prepared 
sales kit—yours free for the asking. Write for it today. 


Our several branch offices located strategically 
across the nation are always available to serve you 
with any pertinent information — and even with 
personal cooperation if desired. 


UNITED STATES AIRCRAFT INSURANCE GROUP 


110 WILLIAM STREET +- NEW YORK 38, N.Y. 


CHICAGO + ATLANTA + DALLAS + 


HOUSTON + 


LOS ANGELES +« SAN FRANCISCO 
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Ellis Sees Agents and Companies 


Cooperating to Meet Challenges 


NAIA President Calls for Further Joint Efforts by Insurers 
And Producers to Give Public Insurance Service Re- 
quired; Thanks Company Executives 


Dallas, Tex., Sept. 25—With companies 
and agents marching forward together, 
partners in the “great American Agency 
System, with faith and confidence in 
-ach other, we can meet the challenge of 
oday and tomorrow, competitive and 
otherwise, and render unto the insuring 
public the insurance service they are 
entitled to” declared President Porter 
Ellis, CPCU, of the National Associa- 
tion when presenting his report to the 
opening general session of the 65th an- 
nual convention this morning. 

President Ellis called for further joint 
efforts by companies and agents and 
stated his conviction that further pro- 
gress in that direction has been accom- 
plished this year. He told the assembled 
agents and company executives the NAIA 
has endeavored to maintain and strength- 
en the lines of communication with 
various company organizations. 

“T think I can safely say that this 
has been accomplished,” Mr. Ellis stated. 
To the various bureaus and technical com- 
mittees with which we have met, my deep- 
est appreciation goes to each of you for the 
splendid cooperative manner in which 
we have conducted these meetings the 
past year. I should like to express my 
appreciation also to the representatives 
of the National Board of Fire Under- 
writers, and the Association of Casualty 
and Surety Executives and the Inland 
Marine Underwriters Association with 
whom we have met the past year. 

“I should like particularly to express 
my thanks and appreciation to the con- 
ference committee of the American In- 
surance Association with whom we have 
maintained a very friendly and close 
liaison for a number of years. My special 
thanks go to William E. Newcomb and 
Harry Bibby, former chairmen of this 
committee, and to Clarke Smith, the 
current chairman. 


- A 


Strengthening Lines of Communications 


“I know that in the years to come 
these lines of communication will not 
only be maintained but will be strength- 
ened and, while we will have differences 
of opinion, representatives of both the 
producers’ organizations and the com- 
panies will approach the problems that 
confront them, not on a selfish, arbitrary, 
dictatorial basis, but with open minds, 
calmness and with a dedication of pur- 
pose and true statesmanship to find the 
answer to the problems. The agents of 
our country will never be found wanting 
when it comes to cooperation and sup- 
port of any and every progressive step 
forward which is in the ultimate best 
interest of the insuring public,” President 
E llis stressed. 

“In the midst of all of this turmoil, let 
us take a look for just a moment at 
our own business. The agents, one of 
the partners in what we know as the 
American Agency System, beset by the 
confusion of social and political ques- 
tions which remain unanswered, are faced 
with the greatest challenge we have ever 
had to contend with. At a time when 
the ‘cost of living index’ shows an in- 
crease every month, with expenses of 
every type increasing, we find ourselves 
in the paradoxical position of engaging 
ina vicious rate war, a constantly de- 
creasing price for our product, but more 
serious, a constant decrease in the rate 
of commissions for our labor. This has 
continued over recent years to the point 
that today many marginal agents have 
been eliminated from the insurance scene 


and many others forced to the brink of 
financial disaster. 

“The answer is competition, for one 
thing. But let’s be honest with ourselves 
and admit that we, the agents, in many 
instances, have not faced up to the real- 
ities of life, recognized the transitory 
period of time in our business that we 
are going through, nor have we prepared 
ourselves and our staffs to adequately 
meet the challenges of the market place 
of today. 

“Truly, the day of the order taker in 
our business has gone for good, and 
rightly so; today, we must realize that 
we must be insurance professionals, com- 
bining knowledge of our business, plus 
salesmanship with that indispensible in- 
gredient—service. Likewise, our offices 
must be geared to the professional con- 
cept competent, efficient and courteous 
employes, modern office equipment and 
modern procedures to hold our costs 
within reason, but above all, to enable us 
to render that professional insurance 
service our clients are entitled to. The 
big difference today is professionalism, 
knowledge, salesmanship and_ service, 
Mr. Ellis pointed out. 

“Our companies, the other partner in 
the American Agency System, have their 
problems also. Let us recognize our part- 
ners problems for what they are and 
offer our help and assistance to solve 
them. Is it unreasonable of one to ques- 
tion the motives and integrity of the 
other just because one does not agree 
with the other on certain specific prob- 
lems? I think it is. It is only mutual 
respect and mutual confidence, one with 
the other, that the just and right solu- 
tions can be reached. Distrust is an 
infectious damnable disease and under 
no circumstances can it be permitted to 
ever develop between the partners of the 
American Agency System. 


Confident of Strong Leadership 


“T have had the pleasure and privilege 
to represent the NATA at 38 state asso- 
ciation meetings and the one thing that 
stands out in my mind above all others 
is the caliber and character of the men 
and women, agents and company per- 
sonnel alike. I am absolutely confident 
that from an industry that is blessed 
with so many people of intelligence and 
strong character that we can develop 
or find that person or persons of strong 
leadership to guide us out of the con- 
fusion that exists today. Strong leader- 
ship is essential to the reconciliation of 





No Compulsory Auto Law in 
1961, Kinnamon Reports 


Compulsory automobile insurance pro- 
posals were introduced or given serious 
consideration in most of the 45 state leg- 
islatures in session this year, but no such 
law was enacted. This was the good 
news which Dorsey B. Kinnamon, CPCU, 
of Wilmington, Del., chairman of NAIA’s 
subcommittee on compulsory automobile 
insurance, gave to the annual meeting 
this week in Dallas in submitting his 
report. 

Mr. Kinnamon advised that mandatory 
uninsured motorist provisions. were 
passed in Florida and North Carolina 
this year and some technical revisions 
were made in the California UM law. 

He further reported that last March 
29 all state association officers were sent 
the differences of opinion that creep up 
on us, but even more important is the 
a report of anti-compulsory automobile 


. of complacency for 





PORTER ELLIS, CPCU 


differences of philosophy that exist to- 
day within the industry. 

“In the days ahead, we must have 
faith and confidence i in one another, faith 
and confidence in ourselves and in our 
business. 

“Man rises only on the wings of faith. 
The American Agency System, we, the 
agents, can rise to even greater heights 
and perform a much greater and profes- 
sional service to our clients if we have 
faith in ourselves, faith in our business 
and faith in the insurance companies 
which we represent. Our insurance com- 
panies can rise to greater height, too, 
if they have faith, faith in themselves, 
faith in this business of ours, and above 
all faith in we, the agents. 

Tribute to “Jim” Mathews 


“When our previous executive sec- 
retary resigned in December, 1960, 1 
am sure that all of you can appreciate 
the problems that immediately confronted 
the executive committee. Fortunately, we 
had a man willing and capable of step- 
ping into the breach as assistant exec- 
utive secretary and I, of course, refer 
to that genial Irishman and very good 
friend, James R. Mathews. With the full 
cooperation of a dedicated staff, working 
as a team, Jim has performed yeoman 
service under most difficult conditions 
and to Jim Mathews, go my personal 
thanks for a job superbly done. And, 
to the other members of our New York 
and Washington staff, a million thanks 
for you loyal support and cooperation 
that you have given not only to NAIA, 
but Jim Mathews and to the entire 
executive committee. 

“It was with a great deal of pardon- 
able pride to have had the opportunity 
of recently announcing the appointment 
of Dr. Robert W. Strain as the executive 
secretary of our association. He comes 
to us after serving three and a half 
years as a member of the Texas State 
Board of Insurance where he served with 
distinction. He brings to our organization 
an amazing knowledge of insurance from 
practically every standpoint.” 





insurance ac tivities with particular refer- 
ence to plans in use in Virginia and 
South Carolina. “We believe these plans 
have proved to be extremely effective,” 
Mr. Kinnamon said. “Where an alterna- 
tive to compulsory is needed, proponents 
of the mandatory uninsured motorist 
coverage approach feel that it is working 
well and that it is the only pure insur- 
ance alternative to compulsory automo- 
bile insurance.” 

However, he cautioned that the suc- 
cess this year in combatting “compul- 
sory” should lead no one to a feeling 
1962 and future 
years. “Continued vigilance is essential,” 
Mr. Kinnamon emphasized. 
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Property Report Sees Homeowners 


Rates Inadequate; Changes Reviewed 


Continuous Renewal Homeowners’ Form; Restricted Markets 
Seen If Rates Are Too Low; Multi-Peril Policy Program 
Extended; Relations With Mortgage Bankers 


Dallas, Tex., Sept. 26— There has 
been no moratorium on changes in the 
property insurance field since the mid- 
year report of this committee in 
April, Julian Lenke, CPCU, Cincin- 
nati, chairman of the property insurance 


committee, says. In addition to various 
new Bureau filings, there are many de- 
viation and independent forms of cover- 
age being submitted and approved by the 


various state Insurance Departments he 
told the NAIA national board of state 
directors here today. 
Homeowner's Policy 
Within last few months, changes 


in coverage and premuims have been filed 
in a number of states where the 1959 
(so-called New-New) Homeowner’s policy 
is in effect, the committee report states. 
These changes generally embrace a low- 
ering of premium level and a sizeable 
increase in the comprehensive personal 
liability limits from $10,000 to $25,000 and 
in the medical payments coverage from 
$250 to $500. 

The rating authorities point out that 
the premium reduction and the expan- 
sion of protection is warranted by the 


loss experience on the Homeowner’s 
class. “However, it seems reasonable 
to ask whether there are yet sufficient 
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actuarial statistics available to justify 
this recent revision,” Mr. Lenke said. 
“In many cases the Homeowner’s pre- 
mium now approximates the premium 
which is charged for fire and extended 
coverage protection only on the dwelling 
building alone. Also, as the insuring 
public becomes aware of the broad pro- 
tection available in the Homeowner's 
package, it is reasonable to assume that 
reports ‘of losses are likely to increase 
and the loss experience to worsen. 


“From the agent’s viewpoint the 
dangers must be apparent: (1) the gen- 
eral overall effect on the producer’s 


income; (2) the possibility of a future 
sad loss experience which may result in 
a tightening of the market and very 
restrictive company underwriting. 
“While the optional continuous renewal 
plan on continuous renewal Homeowner’s 
form has now been filed in a number 
of states, there apparently has been no 
great rush on the part of the companies 
to adopt its procedures. It certainly is 
evident that the plan can be effectively 
used only on a company direct billing 
operation, and your committee has indi- 
cations from at least two companies that 


they definitely are not embracing the 
program. 
“On the other hand, your committee 


has advertising material of a rather ex- 
pensive 


nature prepared by one com- 
pany that is now aggressively pushing 
the continuous renewal procedure—on 


either a quarterly, semi-annual, or annual 
direct billing basis. 

“It would appear that the mortgage 
bankers—particularly those who escrow 
insurance premium accounts—are def- 
nitely not interested in a program where 
billings are to be made on a quarterly 
or semi-annual basis. 


Restricted Markets 


“Your committee has received letters 
from several agents indicating an in- 
creasing tendency on the part of com- 
panies to restrict their writings on cer- 
tain classes of risks. This has been 
particularly true in the case of shopping 
centers, super-markets—and, in one case, 
even a risk insured under the PIP form. 
It seems inevitable that if the premium 
income is inadequate on an underwrit- 
ing class, the market will slowly dry up. 
Your committee definitely intends to 
pursue this subject—to determine if steps 
cannot be taken to raise the level of 
rates on classes which are now on a 
restricted underwriting basis, so that a 
ready market can be found for properties 


which should normally classify as de- 
sirable risks. 

“While the problem of insuring low 
valued dwellings seems to have been 


met rather successfully in Mississippi 
under that state’s loss constant plan, the 
procedure recently adopted in Tennessee 
apparently has hit some snags. The Ten- 
nessee plan calls for a combination of a 
loss constant charge and lower basic 
fire rates—and the feeling is that the 
overall premium income from the class 
is likely to be lower than previously— 
causing a further restriction in the mar- 


ket. 
Deferred Premium Payment Plan 





“With the increased use of the deferred 
premium payment plan, letters of com- 
plaint have recently been received from 
a number of agents who have been hurt 
by the short rate cancellation of policies 
at a date on or near the anniversary 
date of the policy. Apparently a number 
of the audit bureaus are insisting on 
short rate treatment in all cases except 
those where the policy is cancelled and 
rewritten or where the policy is cancelled 
at the request of the company. 

“These bureaus criticize the pro rata 
cancellation of a policy marked ‘cancelled 
for non- payment of premium.” An agent 

can find himself in a bad financial spot 
on a large line if the bureau and the 
company insist on his assuming the dif- 
ference between pro-rate and short rate 
cancellation of a policy,” Mr. Lenke said. 

“While the auditing procedures in the 


various states may possibly be effectively 
discussed at the local level, this subje *t 
is also on the agenda for review with 
Inter-Regional. 


Public & Institutional Property Form 


“Within the last month there have 
been revised rules filed in most states. 
The changes are: (1) Reduction in the 
minimum premium from $1,000 to $500. 
(2) An optional provision on the annual 
inspection feature—permitting the c com- 
panies, where they have the facilities to 
do so, to make the inspection, instead of 
the bureau. 

“The lower minimum premium require- 
ment will make a larger number of risks 
eligible to the plan. 


“As indicated under availability of 
market the low level of premium income 
on some high value risks may cause 
some companies to write the coverage 
on a very restrictive basis. 


Special Multi-Peril Policy Program 


“This policy program with its motel 
and apartment forms has now been filed 
in a large number of states. The recep- 
tion generally—particularly in the motel 
field—has been lukewarm. The large 
apartment building owner will find that 
the new package is a decided improve- 
ment, both coverage—and money-wise- 
over the insurance program he has had 
in the past. The small apartment owner 
may find that the present minimum pre- 
mium rules do not make it feasible for 
him to buy the package policy. 

“Certain special filings by individual 
companies are competing with the bureau 
filings, but the adoption of the Special 
Multi-Peril Policy program has perhaps 
slowed down the tendency of some com- 
panies to develop their own specific 
packages. 

“It is anticipated that an office build- 
ing form for use with the multi-peril 


policy will be available in the near 
future. 

Relations. With Mortgage Bankers 
“Two meetings have been held by 


representatives of the Mortgage Bankers 
group and Inter-Regional. Staff mem- 
bers of NAIA sat in at these meetings. 
The mortgage people are concerned about 
the packaging of many coverages in one 
pet carga, es Pi that their own insur- 
able interests should be protected with- 
out fear that they may be held respon- 
sible for losses that may occur under 
coverages in which they have no insur- 
able interest but for which they escrow 
premium funds. Inter-Regional has 
recognized this problem and is attempt- 
ing to work out some solution—perhaps 
by the use of certifications of coverage 
—that will be satisfactory for both the 
insured and the mortgagee. 


Recommendations 


“It is suggested that the Technical 
Conference Sub-Committee—composed of 
chairmen of the various technical com- 
minsnibe continued. The conferences 
that this committee holds each year with 
the various bureaus and advisory organ- 
izations produce very effective results. 

“The efforts of the NAIA property 

(Continued on Page 34) 
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PRESIDENTIAL CITATIONS 
Cheverton, Nelson, Warner, 
Long, Blum, Murray, Lenke and Vin- 

cent Honored for Achievements 

Dallas, Sept. 25.—President’s Citations 
for Achievement were awarded here to- 
lay by Porter Ellis, CPCU, president of 
the National Association, at the opening 
general session of the convention. Nine 
NAIA members were cited by President 
Ellis for having brought prestige to the 


Margraff, 


American Agency System. They are: 

Milton R. Cheverton, San Diego, Calif., 
member, NAIA executive committee, and 
former president and state national di- 
rector of the California Association. 

H. H. “Red” Nelson, CLU, Council 
Bluffs, Iowa, member, NAIA executive 
committee, and past president and state 
national director of the Iowa Associa- 
tion. 

Stafford H. Warner, Memphis, Tenn., 
member, NAIA executive committee, and 


former chairman of the NAIA property 
insurance committee. 


seorge ai Margraff, Philadelphia, 
chairman, NAIA finance committee, and 
state national director of the Pennsyl- 
vania Association. 

Rosser Long, Fayetteville, W. Va., 
chairman, NAIA agency management 
committee, and past president of the 


West big 5a Association. 
Arthur Blum, Rockaway Park, N.Y., 
chairman prirsceks agency accounting 
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committee, and state national director of 
New York Association. 

Joseph L. B. Murray, Washington, 
D. C., chairman, NAIA local board and 
membership committee, and_ state na- 
tional director of the Washington, D. 
Association. 

Julian A. Lenke, CPCU, Cincinnati, 
chairman, NAIA property insurance com- 
mittee. 

Joe E. Vincent, CPCU, Bryan, Texas, 
chairman, NAIA advertising committee, 
and past president of the Texas 
ciation. 


Asso- 


NAIA Form Separate Co. to 
Carry on its Nat’l Advertising 


Dallas, Sept. 27,—A motion was passed 
today by the NAIA directors to create 
a separate organization to carry on the 
national advertising activities. This would 
be called the National Association of 
Insurance Agents Advertising Program, 
Inc., or some other name the incor- 
porators might select. It was pointed out 
that about 19,000 members of the NATA 
contribute to the national advertising 
fund, that well over $1,000,000 is handled 
annually and that there are many ad- 
vantages in incorporation of the advertis- 
ing program as a separate entity under 
New York State laws. 


Recall Braniff as Agent 

Dallas, Tex., Sept. 25—Veteran con- 
ventioneers arriving here for the NAIA 
meeting via Braniff International Air- 
ways jet planes recall the years, long 
past, when the late Tom Braniff was an 
agent in Oklahoma City, a member of 
the National Association and active in 
its affairs. He was in insurance, real 
estate and finance before entering the 
aviation field with a small line out of 
his home city, serving the Southwest. 
Today Braniff Airways ranks among the 
leading airlines. 


INA Dividend 


The board of directors of Insurance 
Co. of North America on September 19 
declared a quarterly dividend of 45 cents 
per share on the capital stock of the 
company, payable October 16, to stock- 
holders of record September 29. 


Backs Prior Approval 
(Continued from Page 28) 


be done in order to restore that 
fidence ?” 
Brief Debate; Little Opposition 

Debate on the NAIA proposal was re- 
latively brief. Opposition came principally 
from Thomas A. Harman, State of Wash- 
ington director, who offered an amend- 
ment which would have stripped the mo- 
tion of its essential features. He was 
backed by Elwin T. Gammons of Rhode 
Island, but the amendment was defeated 
by a wide margin. Harlan S. Pinkerton, 
Oklahoma; William E. Webb, Jr., North 
Carolina; Jack C. Schroeder, California; 
Paul J. Jullien, Maine, and others sup- 
ported the NAIA executive committee. 

H. W. Mullins, Illinois, sought to gain 
backing for a compromise position by the 
NAIA, but got no support. He said 
changes must not be blocked without 
the agents presenting their own con- 
structive views and he proposed a rating 
bill which would require rate filings not 
less than 15 days prior to effective date, 
but with the right of a commissioner to 
revise or deny the filings within 90 days 
after effective date. 

The Eastern Agents Conference an 
nounced today that the 1962 annual meet- 
ing of EAC would be held April 1-3 at 
the Sheraton-Biltmore in Providence, 
R. I., in conjunction with the semi-an- 


con- 


nual ‘meeting of the Rhode Island asso- 
ciation. Frank J. Lowrey of Providence 
is chairman of EAC. 











eo? 


October 2, 1961 


THE EASTERN UNDERWRITER — LOCAL AGENTS’ CONVENTION 


Page 33 








National 


Association of Insurance Agents 


at 


Dallas, 


Texas 





Meet the Press Panel Draws “SRO” 


Participants Were Nelson Parker, Va. Commissioner; W. E. 
Newcomb, Kent Parker, Porter Ellis; H. H. Nelson 


Moderator; Lively 


Dallas, Tex., Sept. ad Although billed 
“curtain raiser,” prior to formal 
epening of the NATA annual convention 
hers tomorrow, the “Meet the Press 
Panel” this Sunday afternoon drew 
tically a “standing room only” crowd 
in the grand ballroom of the Statler- 
Hilion Hotel here. So widespread was 
interest in the well-known panelists that 
hundreds of agents and company lead- 
ers arranged their arrival so as not to 
miss this session, instead of coming in 
late Sunday or early Monday morning 
as in past years. 

\nswering questions presented by in- 
surance newsmen were Insurance Com- 
missioner T. Nelson Parker of Virginia, 
who is also president of the National As- 
sociation of Insurance Commissioners; 
William E. Newcomb, chairman and 
president of the Great American In- 
surance Co.; Kent Parker, manager of 
Inter-Regional Insurance Conference in 
New York, and Porter Ellis, CPCU, 
local agent here in Dallas and president 
of NAIA. Moderator was H. H. “Red 
Nelson, Council Bluffs, Iowa, a member 
of the NAIA executive committee. 


Parker Backs “Prior Approval” 


Commissioner Parker stated emphatic- 
ally that he sees no chance of the NAIC 
altering its present position in favor of 
maintenance of “prior approval” of in- 
surance rates by states. Virginia, he said, 
is one of the states having strict laws 
on rates and regulation. 


Mr. Newcomb explained the Great 
American’s withdrawal from Inter-Re- 
gional by saying his company wants to 
try out new ideas, and experiment, with- 
out having to await industry- wide ap- 
proval, which is sometimes long-delayed. 
He said the withdrawal from Inter- 
Regional was made “with much regret.” 
Asked if this might be a prelude to the 
Great American going “direct” in pre- 
mium production Mr. Newcomb replied 
with an emphatic “No.” 


He did say that the price factor is 
not, in his Opinion, over- emphasized in 
company advertising and despite the im- 
portance of service in insurance selling 
the element of price is a “very essential 
part of advertising efforts” in reaching 
the public these days. 


Ellis and Newcomb Exchange Views on 
Company Advertising 


President Ellis of NATA offered the 
view that advertising by companies might 
direct itself more to selling the services 
of agents and insurers, with less em- 
phasis upon impressing the public with 
the individual name of this or that in- 
surer, as property owners generally dea! 
with agents and do not ask specifically 
for policies in any particular company. 

Mr. Newcomb, in reply, commended 
the joint efforts of agents and companies 
in supporting the NAIA “Big I” program 
of focusing attention on the independent 
agent. He also defended: institutional 
advertising by company name, in order 
to keep such before the public and not 


R. A. ETTER TO SOUTH BEND 

R. A. Etter has been named special 
agent in- northern Indiana-for the fire, 
marine and multiple peril division of 
Continental-National Group, stationed at 
South Bend. 

From 1952 to 1955 he was in the local 
agency business in South Bend, then 
with Indiana Rating Bureau from 1955- 
60, and since then traveling northern 
Indiana as a special agent. 





Exchange of Views 


allow buyers to forget that the Great 
American, or some other company, is a 
leading multiple- line stock insurer. He 
feels however, there is a “great area for 
joint enterprise in the future by com- 
panies and agents” in the area of ad- 
vertising. 


No National Fire Rating Organization 


Kent Parker of Inter- Regional does 
not believe formation of a national fire 
rating organization is likely in the future. 
He said companies prefer rating organ- 
izations to be relatively local in char- 
acter, and that maintenance of this 
system is best to perform essential rat- 
ing services. 

Mr. Newcomb also told the large 
audience that the motel, apartment and 


other new package policies are going 
over well and “becoming quite popular.” 
He said companies will learn from ex- 
perience whether present rates and cov- 
erage are what they should be. Kent 
Parker likewise stated these broad pol- 
icies are most useful to agents and will 
develop a large volume of premium in- 
come as time passes. 

Asked how the American Agency 
System stands today President Ellis said 
the system in many aspects is stronger 
now than ever before, as agents now 
have full appreciation of the problems 
facing the industry as a whole—problems 
which he feels can be solved successfully. 

Mr. Parker said Inter-Regional was 
maintaining contacts with agents in the 
various regions where regional associa- 
tions existed prior to their absorption 
into Inter- Regional a year or more ago. 
He feels it is most important not to 
lose touch with producers in different 
sections of this country. 


Debate Continuous Policies 


Messrs. Newcomb and Ellis briefly 
debated the controversial subject of di- 
rect billing and continuous policies. The 
Great American chairman expressed him- 


self as “very much in favor” of them 
as they aid in expense reduction through 
use of automation at company headquar- 
ters. He feels there should be joint 
usefulness for companies and producers; 
likewise progress in meeting cut-rate 
competition. 

Mr. Ellis contended that continous pol- 
icies and direct billing h nave “effected no 
savings whatsoever” in most agencies. 
He argued that agents certainly desire 
economies, which they can make in their 
own agency operations and which the 
companies can effect at their home of- 
fices. But he wonders if an agent can 
continue to retain his own business and 
place it where he wishes, if billing, etc., 
are handed over to a company. 

The question was asked whether it 
might not be more economical if, on 
large risks where several companies 
share the liability, the coverage were 


issued under one policy, with one com- 
pany name, under a syndicate arrange- 
ment. Mr. Newcomb replied that he feels 


most companies would oppose this as 
they would not care to lose their indi- 
vidual identities. Mr. Ellis tended to 
favor the proposal in principle as con- 


(Continued on Page 39) 
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Level Premium Payment Plan Hit 


Dallas, Tex., Sept. 26: Members of the 
NAIA were urged to oppose continuous 
homeowners policy-direct billing filings 
by companies by William L. Foomenos, 
Ir. CPCU, an agent at Hartsville, S. C. 
Speaking at the property and rural and 
small lines agents combined workshop 
he suggested that a “vigorous effort be 
made to abolish all level premium pay- 
ment plans with a return to a higher 
fir st year premium on all Term business. 

“Agents who refuse to do this may 
one day be on the horns of a dilemma,” 
said Mr. Thompson. “At present they 
may use only convention policies charg- 
ing 35% of a three-year premium. But 
what is to keep the companies who have 
also filed a continuous plan from re- 
ducing the premium to only one-third of 
a three-year rate on their continuous 
policies with conventional policies still 
written at the 35% factor? Their justi- 
fication will be the allegedly reduced 
expenses brought about by automation. 
When this happens, their agents will 
have no alternative but to meet the com- 


petition which is sure to arise from a 
hungry or greedy competitor and to em- 
brace direct billing and continuous pol- 
icies regardless of how they may feel on 
the subject. 


Treat All Companies Alike 


“Should you decide to oppose this 
trend, you should feed all companies out 
of the same spoon, Surely we should not 
oppose the bureau companies and allow 
the direct writers and independents to 
file whatever they wish without any word 
of protest on our part. We should ap- 
preciate our bureau companies confer- 
ring with us before filings are made and 
certainly we should give them at least 
the same, if not better treatment than 
those who file anything they please and 
take the position that what they do is 
strictly their own business and not the 
concern of the members of the Ameri- 
can Agency System. 

“Bureau officials stated that the com- 
panies wanted this level payment plan 
in order to avoid the ‘terrific expense’ 
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The Bridge To 
Stronger Markets 


Our agency serves as a bridge between our com- 
panies and our brokers. It is our job to see that this 
bridge is maintained in the best possible manner to 
provide for a smooth, free flow of traffic in both 


Bridge authorities forbid the transportation of ex- 
plosives because they know that should there be an 
accident involving the explosives-bearing truck, the 
entire bridge would have to be closed to all traffic. 


So it is with us. When we prevent an undeserving 
line from passing through our office, it is to strengthen 
our markets, which are your markets. Only by pro- 
viding you with strong markets can we best help you 
solve the problems that arise among many deserving 


Ours is a two-way bridge. The heavy volume of 
traffic it carries renders it capable of giving the 
quality of service a sparsely-traveled bridge cannot 


We move all kinds of traffic: Fire, Marine, Casualty, 
Life, A.&S., Mutual Funds. Traveling Our Way? 


“Our Second Half-Century” 
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involved in changing their premium level 
each three or five years. In South Caro- 
lina we thought this contention was ab- 
surd and said so. We believed that this 
would require us to defend our business 
every year or in the case of quarterly 
payment, four times a year. 

“We contended that this would result 
in our having less time to solicit new 
business since level premiums would en- 
courage indiscriminate switching of pol- 
icies. We also felt that the real purpose 
behind level premiums was an effort by 
the companies to return all business to 
an annual level (to the possible detri- 
ment of the insured) as well as a care- 
fully prepared plan for continuous pol- 
icies and direct billing. This was repeat- 
edly denied by everyone with whom we 
talked, but recent events show that this 
is exactly what was in the background 
from the beginning. Will the companies 
save a great deal of money bv such a 
plan? They say they will, but I am still 
unconvinced.” 


Florida Wins Bowen 


Public Relations Award 
Dallas, Tex., Sept. 27: The Florida 
Association again won the Bowen Award 
for best public relations efforts. Past 
President David A. North, New Haven, 
chairman of the award committee, stated 
that the Florida agents “still put on the 
finest, all-around program of public re- 
lations, a program which uses all of the 
tools of public relations: education, pub- 
licity, advertising, all backed up by a 
splendid statewide organization. 

“Their plan of setting up a large, 
statewide group of members, training 
them in the essentials of a true public 
relations program and_ then sending 
them out to cover all sections of their 
state in the promotion, development 
and proper use of these tools, has un- 
doubtedly contributed greatly to their 
continued excellence in this field. 

Named as runners-up are the states 
of Connecticut and North ‘Carolina. 
These two states, like Florida, had good 
programs, properly conceived, and 
backed by good leadership and organiza- 
tion, said the report. 


Town Crier Awards to 
Fidelity & Deposit Co. 


Dallas, Sept. 25: The Fidelity & De- 
posit Co. of Maryland was awarded the 
coveted Town Crier Awards here today 
at the advertising and public relations 
workshop on the opening day of the an- 
nual convention. In addition, Town Crier 
Bell Awards were presented to two other 
insurance companies, and three com- 
panies, as repeat winners in this annual 
contest, received engraved plaques. 

The awards are given annually to those 
insurance companies which have done 
the most to promote the National Asso- 

ciation’s Big “I” insignia which carries 
the message that “Your Independent In- 
surance Agent Serves You First.” 

Winners of the Town Crier Bell 
Awards were the Ohio Farmers Insur- 
ance ‘Co. and the ‘Standard Accident. Re- 
peat award recipients, which were pre- 
sented with plaques, were the Aetna 
Casualty & Surety, United States Fidel- 
ity & Guaranty and the St. Paul Fire 
& Marine. 

The Town Crier Awards won by the 
Fidelity and Deposit are in the form of 
a lamp and a trophy made of Dalton 
China. 


Membership Shows Slight 
Drop to 34,584 Agencies 


Dallas, Tex., Sept. 25: There were 34,- 
584 agency members in the National As- 
sociation on September 1, compared 
with 34,771 a year previous, Chairman 
Joseph L. B. Murray of the local board 
and membership committee reported to 
the national board of state directors at 
the NATA meeting here. This reveals 


a net loss of 187 members in the fiscal 


Dallas 


year. There were 2,538 members dropped 
for non-payment of dues, including 204 
which went out through mergers and 
387 agencies dropper out of business or 
were sold. On the brighter side, Mr. 
Murray reported, 2,055 new members 
were added and 296 were reinstated, 


Nebraska Assn. Awarded 
McCord Education Trophy 


Dallas, Sept. 25: The Nebraska Asso- 
ciation was awarded the L. P. McCord 
Education Trophy here today at the 
opening general session of the 65th an- 
nual convention of the National Asso- 
ciation of Insurance ‘Agents. Presented 
for the first time this year, the trophy, 
sponsored by the Florida Association, 
will be awarded annually to that state 
association which during the preceding 
year has provided its membership with 
the best opportunity to broaden their 
knowledge of the insurance rey 

The trophy is named in honor of L. I 
McCord of Jacksonville, Fla., who for 
nearly 15 years served as chairman of 
the NAIA education committee and who 
upon his retirement from that position 
in 1953 was named Dean Emeritus of 
that committee. 

The judging committee for this first 
presentation of this annual NATA award 
was comprised of the following: Arthur 
C. Goerlich, president, Insurance So- 
ciety of ‘New York; Dr. Edwin S. Over- 
man, dean, American Institute for Prop- 
erty and Liability Underwriters, and 
Frank Angell, professor of insurance, 
School of Commerce, New York Uni- 
versity. 


Lenke's Property Report 


(Continued from Page 30) 


insurance committee can be greatly 
strengthened by effective liaison at the 
state level between the appropriate state 
association committee and the state rat- 
ing organization. Problems of a local 
nature can frequently be worked out 
there, and those which are of broader 
application can be referred to the NAIA,” 
Mr. Lenke observed. 

“Further study of the low valued dwell- 
ing rate problem is recommended. The 
Tennessee plan recently filed seems to 
have certain deficiencies which should 
be corrected before this program is 
adopted in other states where there is a 
restricted market on this class of busi- 
ness. 


Need for Adequate Rates 


“The tendency to write certain lines 
on an accommodation basis seems to be 
spreading. It must be apparent that 
adequate rates should be charged on 
classes of risk where the loss ratios have 
continued to be adverse year after year. 

long range study of rate making 
procedures is suggested, so that similar 
rate schedules are used country wide. 
This is not an endorsement of identical 
rates for similar risks on a state-to-state 
basis, because there is definite evidence 
that loss experience figures vary from 
territory to territory on risks of the same 
type; rather this is a recommendation 
that research work be started on a uni- 
form rating system. 

“Tt is suggested that it become estab- 
lished practice for official property in- 
surance committee meetings to be held at 
the time of the midyear and annual NAIA 
conventions for those committee members 
who intend to attend the conventions 
Because of the widespread geographic: al 
location of its members, meetings of the 
entire committee are otherwise imprac- 
tical. If these meeting times were de- 
finitely set, more members could better 
plan for participation in committee af- 
fairs. The NATA staff secretary would 
be instructed to call such meetings as 
a matter of procedure. At present the 
arrangement for such meetings is left 
pretty much to the discretion of the com 
mittee chairman.” 
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: od life insurance groups which have done 
. A \ , ] ° ! I h A d Getting New Producers much work in their own field in attract- 
lorida ssn. 1ns ree wards A Major Problem Now ing competent producers. 
Dallas, Tex., Sept. 25—The problem of Mr. Long said that in recent months, 
Dallas, Sept. 27: The active Florida fiscal year achieved the highest total of attracting new producers into agency me have ne se be ap a 7 a — 
2 i F se ates ie : 3 and casualty insurers directed a e 
csociation of NATA received three top Points on the basis of numerical mem ranks is particularly acute Rosser Long 
i ae hia ee That < - bership increase, percentage increase, of Fayetteville, W. Va., said in the re- building of a top notch agency force by 
awar:is at this convention. that associa- 14 turnover and local board develop- port of the agency management com- the offering of company assistance in 
ment. The winning state’s name is in- mittee to the board of state directors. hiring, training, and initially financing 
Award contest, sponsored by the Na- scribed on the cup and the state associa- This problem has been discussed with Young producers. While this approach 
tiona! Association; the Interstate Fire tion retains possession for one year. psychological testing agencies and with (Continued on Page 36) 
Safe:y Trophy, sponsored by the Na- 
tional Board of Fire Underwriters, and 





tion won the annual Highway Safety 





the Connecticut Association ‘'Member- 
ship Cup. 

Winners of the Highway Safety 
Awards for local associations, according 
to population categories, were: Grand 
Ledge (Mich.) Association; Des Moines 
(lowa) Association; Broward ‘(County 
Insurors Association, Sacramento Asso- 
ciation and the Greater Miami Insurance 
Board, all in Florida. 

\nnouncement of the winners was 
made by the chairman of the NAIA acci- 
dent prevention committee, Stanley W. 
Greaves, River ‘Edge, N. J. Judges for 


this year’s contest were: Thomas N. 
Boate, manager, accident prevention de- 
partment, Assoc:ation of Casualty and 


Surety Companies; M. J. Petrie, vice 
president, America Fore Loyalty Group, 


e 
and Dr, Walter A. Cutter, director, 
Center for Safety Education, New York 


University. 
Fire Safety Awards 


Second place award in the fire safety r | ] bb a I , 
contest went to the Board of Under- 


writers of Hawaii. 






Six local associations were also pre- 
sented awards for outstanding contribu- 
tions in the field of fire safety. These 
awards at the local level, sponsored by 


the NATA, were presented, according to 
p pulation bracket, to the following 


local associations: (Littleton (Colo.) In- : 
surors Association; Ardmore (Okla.) As- j 
sociation; Daytona Beach (Fla.) Asso- F 


ciation; Orlando (Fla.) Insurors Associa- 
tion; Tulsa (Okla.) Insurance Board; 
and the Insurance Board of Cleveland. 

\nnouncement of the winners was 
made by the chairman of the NATA fire 
safety and civil defense committee, 
erty F. LeCrenier, Jr.. West Palm 
Beach, Fla. 


The judging committee for this year’s 
contest was comprised of the following 


members: John N. ‘Cosgrove, associate : — 
editor, National Underwriter; T. Morgan eT - 
Williams, vice president, Home Insur- a, 

ance Co., and Fred W. Doremus, assist- < 

ant general manager, Inter-Regional In- 

surance (Conference. 


In effect since 1918, the Connecticut 
membership award is presented to the 


slate assocation which during the past ‘The more exacting your requirements, the more you will value 
San Diego Wins NAIA the technical knowledge and uniquely coordinated services we 


Bennett Memorial Award 


carennett Memorial Award have traditionally offered to independent agents and brokers. 
dallas, Sept. 27: The Insurance Agents 


Association of San Diego (Calif.) was 
: EL MOC. “ib Vt. UNDERWRITERS 


named winner of the Walter H. Bennett 
90 John Street, New York 38, New York 


nen 














Memorial Award Contest today at the 
closing general session of the annual 
convention. The INNAJTA award, spon- 
sored by the New Orleans Insurance 
Exchange, is presented annually to one 
of the over 1,200 local associations affi- 
liated with the National Association for 
overall excellence in local board activity. 
Factors taken into consideration by the 
judging committee were membership de- 
velopment, public relations, education, 


legislative activity and civic contribu- 
tion. 


Manager 





FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY ¢ THE MARINE INSURANCE CO., LTD. 
This year’s judging committee was 


a THE SEA INSURANCE CO., LTD. * LONDON ASSURANCE (MARINE DEPT.) * ALLIANCE ASSURANCE CO., LTD, 
comes of pe L. B. ‘Murray, 
ashington, g I NAIA : . 
local board and siheiniia eenldes ee; Life Insurance, Accident & Health, Group Insurance through 
F. Henn, New York City, assistant THE COLONIAL LIFE INSURANCE COMPANY OF AMERICA 
secretary, Royal Globe Insurance Com- Affiliate of FEDERAL INSURANCE COMPANY 
panies, and Bruce Abrams, New York 


City, president, Abrams & Bogue adver- epi : he . 
tising and public relations agency. Aviation Insurance through Associated Aviation Underwriters 
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Farmowners Policy Hailed as Fine 


Contract for Assured, Agent, Company 


Dallas, Tex., Sept. 26—Never in the 
history of farm underwriting has an 
insurance contract so closely matched 


the desires and requests of producing 
agents as the new Farmowners policy, 
Dean E. Matthews, CPCU, Ashland, 
Kan., told the property rural and small 
lines agents combined workshop here 
today. If, therefore, this policy fails to 
work as agents confidently expect, then 
producers will have to assume respon- 
sibility for that failure, he asserted. Con- 
tinuing he said there seems no reason 
why it will not work for those agents 
and companies which adopt and use it. 

“We have processed more than 10 o1 
these policies in our office during the 
past six weeks,” Mr. Matthews said 
“Upon a basis of the results from these 
first few we are convinced that it is im- 
possible to force a sub-standard risk into 
this classification. The risk has to be 
superior before the plan will work. The 
form is the best automatic screening 
device yet designed for the selection of 
superior farm business. This is true be- 
cause the screening takes place at the 
agency level. 

The Contract 

“Basically the contract is the same as 
Homeowners Form 1 and Form 2. The 
principal differences between Homeown- 
ers Form 2 and Farmowners Form 2 are: 

“1, The 10% extension of dwelling cov- 


be treated as a farm outbuilding, and is 

not covered under the 10% extension. 
“2. Replacement cost coverage applies 

only to the dwelling, not to the eligible 


garage. F 
“3. Farm outbuilding and farm per- 
sonal coverage are provided with the 


same standard fire and extended cover- 
age protection plus vandalism and 
malicious mischief. Coverages apply 
whether such outbuildings are eligible 
for packaged credits or not. 

“Otherwise there are no significant dif- 
ferences in coverage. 

Eligibility 

“Eligibility requirements are stringent 
and include: 

“1. Risk must be eligible for special 
credits. 

“2. Owner-occupancy is 
tory, but the farm must be under the 
direct supervision of either the owner 
or a manager who operates under a con- 
tract with the owner. This is intended 
to exclude occupancy by crop-share ten- 
ants. 

“3. Packaged credits do not apply to 

farm outbuildings unless the total insur- 
ance on outbuildings exceeds $10,000. A 
secondary farm dwelling can count as 
an outbuilding. 

“4. Existence of 
which are 


not manda- 


one or two buildings 
ineligible for package treat- 


will tend to discourage the curbstone 
solicitor. Highlights of the rating proce- 
dure are: 

“1, Determine eligibility of each build- 
ing for ordinary special credits. 

“2. Make a trial run to find whether: 
amount on outbuilding meets the mini- 
mum requirement of $10,000 aggregate; 
secondary dwellings can be more eco- 
nomically insured as an outbuilding with 
a sacrifice of coverage, or treated as 
a primary dwelling. 

“3. Apply package rates if applicable, 
otherwise use special credit or gross 
rates. 

“4. Keep in mind that when using 
special credit or gross rates the charge 
for V&MM must be added both to the 
building and farm personal property 
= 

$50 deductible theft coverage is 
cael in the form. In the Midwest 
territory there is no specific theft rate 
for farm personal property except for 
that on grain. Hence, when writing less 
than $10,000 on farm personal property 
we must make the charge for theft, but 
the charge is made only on that amount 
of insurance applying under Item 16, 
grain. No charge is made for theft under 
items 17, 18 and 19, 

“I believe that farmowners rating will 
always be on a divisible premium basis. 
Farm risks lack the fully homogeneous 
quality which is characteristic of the 
Homeowners class. Anything other than 
a divisible premium would produce an 
unwarranted inflexibility which would 
handicap us. 


Company Acceptance 


“The most astonishing development 


office approval. Some companies are re- 
fusing the class altogether while con- 
tinuing to accept survey and record; ng 
farm business. 

“Aside from the fact that six weeks 
elapsed from the date of the Kansas 
filing until we could obtain policies and 
an adequate supply of forms we have 
found the contract readily saleable, and 
can see no reason why it will not revolu- 
tionize the farm writing business in the 
same manner that the Homeowners form 
completely revolutionized the dwelling 
class. We are delighted for the excuse 
to reduce the number of our companies 
by precisely the number which refuse to 
accept farmowners business on a record- 
ing basis. 

“Only one important segment of the 
farm business did not receive the im- 
mediate attention of the various bureaus 
involved. The problems of the tenant- 
operator had to be deferred until the 
basic farmowners program is underway. 
Unfortunately for us as producers this 
is a highly important percentage of the 
total market. We have been assured and 
reassured that a tenant’s form is not 
only under study but is receiving serious 
attention and eventually will be avail- 
able. 


fretting New Producers 


(Continued from Page 35) 


has merit, it does contain the definite 
danger of tying the independent agency 
too closely to one particular company. 

“In order to combat this danger, it is 
the preliminary opinion of your chair- 































erage applies only to a private garage, ment. It is assumed that such situations following the advent of the Farmowners man that the companies should give con- 
not to any other outbuildings. The will be negotiated between the agents Farm risks lack the pre homogenous sideration to the formation of a group 
garage becomes ineligible for the 10% and fe underwriters. However, such are not accepting this class freely,” Mr. similar to the Life Insurance Agency 
extension if it is occupied for any farm- buildings would have to be included on Matthews revealed. “In some cases un- Management Association which would 
ing purpose. Thus, if the insured has his the schedule at gross rates derwriting approval has been withdrawn furnish testing material and other as- 
farm repair in the back of his ‘The rating is rather involved,” Mr. from state agent or local branch offices sistance to independent agents without 
garage then that building will have to Matthews observed. “This fact alone to regional offices. Others require home tying them to a particular company. 
ALL UNDER ONE ROOF |! 
~-- every form 
. << 
| FIRE « INLAND MARINE 
OCEAN MARINE « SURETY 
LIFE - A&H * CASUALTY 
MK ways oe qu Ta ( 
A pene Saas MARINE — 
FIRE and Ocean & Inland 
7 Dicom : 
ALLIED LINE Agricultural 
Agricultural National Fire 
British America 3 Northern Assurance 
Farmers of York, Pa. ak aFt Oy, a0a; New Amsterdam 
National Fi Casualty 
2s pareogihee et eee eee Pennsylvania Fire 
New Hampshire Fire United States Fire 
New Amsterdam GENERAL AGENTS ano UNDERWRITERS onsen 
Casualty 
P ane ia Fi 75 MAIDEN LANE, NEW YORK 38, N. Y. TELEPHONE: HANOVER 2-4044 Agricultural 
tinge Continental Casualty 
United States Fire in Brooklyn — Q@he Barker Hire Office, Buc. — 26 court street Seis Anion 
® Member of New York City Insurance Agents Association Casualty 






































October 2, 1961 


—— 


THE EASTERN UNDERWRITER — LOCAL AGENTS’ CONVENTION 


Page 37 





— 





National 


Association 


of Insurance Agents 


at 


Dallas, 


Texas 





MacBean Outlines Adequate Coverage 
For Cities and Boards of Education 


Dallas, Tex., Sept. 


26.—Roy H. MacBean, president of the Hedenberg-MacBean 


Agency of Cranford, N. J., past president of the New Jersey Association, past national 
state director and now chairman of the casualty committee of the National Associa- 
tion, today presented a broad outline of important coverages for municipalities and 
Boards of Education. He addressed the combined workshop of the casualty and metro- 


politan and large lines agents. 


Most important single coverage for all 
municipal and Board of Education risks 
is comprehensive or blanket public liabil- 
ity insurance: 

1) Make certain it contains auto and 
general liability in same company and 
preferably same policy. 

2) Always include PD and Products— 
Conipleted Operations. 

3) Add occurrence endorsement for BI. 

4) Include additional interests of em- 
ployes and blanket additional interests 
of PTA’s (plus 10% a/p based on GL 
pre nium). 

5) Include professional malpractice in- 
surance as respects operation of Board 
of Health, welfare, rescue or first-aid 
squads, clinics, hospitals, doctors, dentists, 
nurses, health officers, etc. 

6) Include by endorsement coverage 
for damage to commandeered autos in 
charge of the insured. 

7) Eliminate water damage PD exclusion 
where necessary. 


Coverages to be Included 


8) Include coverage for: 

a) False arrest, malicious prosecution 
or willful detention or imprisonment. 

b) Libel, slander or defamation of 
character. 

c) Invasion of privacy, wrongful evic- 
tion or wrongful entry. 

9) Include coverage for driver train- 
ing, safety patrol cars, etc. (when not 
owned by but furnished to municipalities 
or schools for their use). (Include ad- 
ditional interest for owners or lessors 
and furnish certificates for such owners 
or lessors). 

10) Attach “Waiver of Immunity” en- 
dorsement so that insurance company 
cannot use this “immunity” as a defense 
to any without obtaining insured’s per- 
mission first. 

11) Endorse policy to indicate that 
coverage is provided under special stat- 
utes that may apply to insureds of this 
class. 

12) Use composite rating plans wher- 
ever applicable and convert total pre- 
mium to a per pupil, or per population 
or per $100 of payroll or per mileage of 
improved streets or roads, etc. basis. 

13) Sell high limits of coverage. Up- 
grade until limits of at least $300,000/- 
$1,000,000 BI and $100,000 PD are reached. 

14) Be aware of applicable experience 
and schedule rating plans. 


Workmen’s Compensation and Employers 
Liability 

1) Increase Coverage B (Employers 
Liability) from basic $25,000 up to at 
least $100,000 and usually to $500,000 
er A/P usually 1%—minimum charge 
—$15). 

2) Provide “All-States” endorsement to 
extend coverage to non-monopolistic 
states. 

3) Be aware and check out all ap- 
plicable experience and/or schedule rat- 
ing and retrospective rating plans, and 
premium discount plans. 

4) Check on need for extensions of 
coverage: 

a) U. S. Longshoremen’s & Harbor 
Workers Compensation Act. 

b) Admiralty or Federal Employers 
Liability Act. 


c) Voluntary compensation (volunteer 
firemen, etc.) 


Boiler & Machinery 


1) Write only broad form coverage 
including piping whenever available (now 


‘His list of essential forms of protection follows: 


included automatically). 

2) Include repair or replacement cost 
coverage to waive or eliminate the de- 
preciation factor in loss settlements. 

3) Exclude furnace explosion when E. 
C. is carried on fire policies. 

4) Exclude bodily injury liability cov- 
erage if adequate BI limits are already 
provided by comprehensive or blanket 
liability policy. 

5) Consider boiler U & O coverage 
seriously and cover the larger and higher 
pressure vessels anyway and afford pre- 
mium savings by use of midnight de- 
ductibles (second midnight deductible 
reduces premium approximately 40%). 


Bonds, Money, Forgery 


1) Write individual public officials 
bonds on those statutory positions re- 
quiring same. 

2) Write public employes blanket bond 
on faithful performance optional cover- 
age basis—for all eligible employes (in- 
cluding members of governing bodies, 
i.e., councilmen, committeemen, board 
members, etc.) 

3) Write a 3-D bond insuring Agree- 
ments II and III to grant “All Risks” 
coverage on money and securities inside 
and outside premises and Insuring Agree- 
ment V, Depositors Forgery Coverage 





ROY H. MacBEAN 


to cover against forgery of the insured’s 
outgoing checks. 

4) Office burglary and/or theft and 
open stock burglary and/or theft may 
also be added to 3-D by separate rider 
or separate policy may be provided. 


Miscellaneous Inland Marine Floaters 


1) Use this form to cover items such 
as camera equipment, objects of art, 
portable bleachers, scientific and/or mu- 
sical instruments, tools, machinery, park- 
ing meters and other portable articles 
usual to police, road, fire departments 
and boards of education, rescue squads, 
etc. Preferable to write blanket and 













AMERICAN FIRE AND CASUALTY COMPANY 


“COVER-ALL” POLICY ¢ FIRE 
EXTENDED COVERAGE » HOMEOWNERS 
FIDELITY AND SURETY BONDS 


AUTOMOBILE e AVIATION 


ALL FORMS CASUALTY 
WORLD-WIDE CLAIM SERVICE 


HOME OFFICE e ORLANDO, FLORIDA 


with no co-insurance clause but with at 
least $25 deductible clause each loss. 

2) Insure against at least the following 
perils: fire and lightning, extended cov- 
erage, flood, collision, theft, vandalism 
and malicious mischief. 


Physical Damage—Auto 


1) Handle by endorsement to compre- 
hensive liability policy and write on com- 
posite basis where applicable. 

2) Extend comprehensive and collision 
to cover loss of or damage to equipment 
owned by fire and police departments 
while such equipment is being transported 
or stored in insured automobiles. 

3) Add driver training, safety patrol 
cars, etc., including additional interest of 
owners or lessors and furnish certificates 
of insurance to owners or lessors. 


Valuable Papers 


1) This policy represents the best and 
yet the cheapest way to insure the 
contents of libraries and office against 
virtually “All Risks” of loss. For ex- 
ample, in Cranford, N. J., we provide 
approximately $150,000 of insurance on a 
specified per volume or per card loss 
and the three year TP is only $804 as 

(Continued on Page 41) 
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Warehouseman's 
Legal Liability 


All Risks protection for 
liability to Customers 


Wanda will help you select the 


coverage your client needs: 


Premium Base 
Deductibles 


"Wanda" 
to qualified brokers and agents 


know-how is available 


Please give me full information on 
your facilities. as 


Name —_ 





Address __ 





City 





Phone 





Mail to "WANDA" 
55 John Street, N. Y. C. 


"Wanda solves your problems” 
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Herndon Warns Agents on Dangers If 
Senate Committee Views Are Adopted 


Dallas, Tex., Sept. 27-Informed Wash- 
ington observers express no surprise Over 
the sharp criticism leveled by the Senate 
Committee on Anti-trust and Monopoly, 
in its Report on Rating to the first ses- 
sion of the 87th ‘Congress, at certain rat- 
ing practices in the ey ance industry, 
Maurice G. Herndon, Federal liaison for 
the NAIA, stated today to the board of 
directors 

In view of the kn 
certain Senators 
continued, 


wn philosophy of 
these sources state, he 
what the majority of the sub- 
committee would say in the report was a 
foregone conclusion as was the referral 
of this matter to the Justice Department 


which has been in on all the develop- 
ments since the insurance hearings began 
in 1958. 


Backs Minority Views 


Mr. Herndon revealed that one of the 
best informed Washington observers 
said that from the agents’ standpoint the 
minority views of Senators Dirksen and 


Kruska are most important and really 
express the intent of Congress in passage 
of Public Law 15—the McCarran Act, 
well over a decade ago. 

This same source, continued Mr. Hern- 
don, stated that “if the majority views 
on what they call open and free compe- 
tition are carried out, it will inevitably 
mean the eventual end of the agency 
system as it now exists, and the relega- 
tion of the local property insurance 
agents to a position of either captivity or 
direct employment as clerks and 
men. 

“What the insurance industry can ex- 
pect in the future from additional Con- 
gressional subcommittee probing will 
ptobably be known when _ Senator 
Thomas oe (D., ‘Conn.) speaks at the 
NAIC Zone meeting. Senator Dodd 
has been Balhmere: by Subcommittee 
Chairman Senator Estes Kefauver (D., 
Tenn.) to continue the inquiry into oper- 
ations of the industry in the fields of 
suretyship, reinsurance, company merg- 


sales- 


‘4ANOTHER SUCCESS! 7? 


report Dick McAfee and Charlie Ricke, 
St. Paul Agents " ach Texas 
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“We covered a rodeo for a $1,250 premium 
with St. Paul’s Rain Insurance” 


“We're not big-city agents used to 
dealing with big-city exposures, but 
when the unusual came up—there was 
the St. Paul ready to help us!”’ write 
St. Paul Agents Dick McAfee and 
Charlie Ricke, Mercedes, Texas. 


“A rodeo company wanted a guarantee 
on gate receipts for 5 performances. 
We suggested St. Paul’s Rain Insur- 


HOME OFFICE hit > 
385 Washington St. LY 
St. Paul 2, Minn. 

NEW ENGLAND DEPARTMENT 
10 Post Office Square 

Boston 2, Mass. 


| ostium Insurumee | 
Vormpante c- 





ance . . . closed the sale for a $1,250 
premium.” 


You, too, will be pleased with the 
St. Paul because in it you have a full 
multiple-line facility. One company 
offering MultiCover, Umbrella and 
Multiple Coverage Plans. 

Get full details . . . and find out how 
you can be a successful St. Paul Agent 
by writing your nearest St. Paul Office. 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N. Y. 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, Calif. 


The Agency System...An American Tradition 
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ers, surplus line operations, and adver- 
tising in A. & S. insurance. 


D. of C. Hearings in 1962 


“Proponents of ‘open and free compe- 
tition’ can be expected to turn out in 
Washington in large numbers and many 
words if, and when, the Senate District 
Committee gets around to holding hear- 
ings on the two bills, S. 568, by Senator 
Kefauver (the O’Mahoney ‘approach’) 
and S, 556, the D. ‘C. Commissioner’s 
bill, to amend the D. (C. Rating Laws,” 
Mr. Herndon warned. 

“It is known in Washington that some 
key members of the Senate D. of C. Com- 
mittee are opposed to the ‘open and free 
competition’ philosophy and reluctant to 
become involved in the D. of C. rating 
controversy. 

“In view of the continued pressure on 
the Senate 'D. of C. Committee from the 
‘open and free competition’ advocates on 
Capitol Hill, and in the insurance indus- 
try, some observers are surprised that no 
hearings were held this year. It is ex- 
pected that at least limited hearings will 
be held next year on the D. of C. rating 
leg:slation. 

“Our ‘grapevine’ from the hill brings 
word that since any ‘Congressional action 
on legislation to amend the D. of C. 
rating law has a connotation of a na- 
tional pattern as regards Congressional 
intent, the NAIA would be_ expected to 
testify at any hearing on this legisla- 
tion. 


Tax Deductibility of Dues 


“Particularly disappointing to the NA- 
IA was lack of House Ways and Means 
Committee action on the bill H. R. 640 
(Hale Boggs, D., La.) which would pro- 
tect the continued tax deductibility, as 
business expense, of dues paid to state 
associations which engage in lobbying,” 
Mr Herndon observed. 

“In spite of extensive anti-H. R. 640 
pressure, it is surprising (and frustrating) 
that the powerful NATA state association 
lobby, backed up by other strong trade, 
business and professional organizations, 
failed to shake this bill loose from the 
Ways and Means ‘Committee where it is 
ste alle d. 

“The consensus among the score of big 
associations in Washington is that Con- 
gressional passage of R. 640, or its 
equivalent, is ‘must’ Federal legislation 
to protect the financial and dues struc- 
tures of all associations which engage in 
petitioning and lobbying in the state leg- 
islatures and the 'Congress. 

“Every trade association member is 
urged to buttonhole his Congressman 
this fall or winter, wherever he can be 
found, and insist that dues paid :to trade 
and other associations which engage in 
their inherent right of petitioning their 
legislators, be protected through Con- 
gressional action, from the drastic 1959 


Internal Revenue ruling which 
such legislation necessary. 

“Consensus in Washington is that «he 
best chance for getting H. R. 640, or its 
equivalent, out of the Ways and Means 
Committee next year, is for it to be 
brought out as a ‘rider to the maior 
tax bill which the committee has prom- 
ised as a first order of business in Jan- 
uary or February. 


ma <es 


Mutual Taxation 


“The compromise proposal to ‘equalize’ 
the taxes of mutual fire and casualty 
companies, tentatively adopted by the 
Ways and Means ‘Committee during the 
summer, is another matter of interest to 
NAIA members upon which no decisive 
action was taken. 

“It is expected that this tax com- 
promise will be included in the general 
tax bill scheduled for action in January 
or February of next year. 

“The Celler bill, HR 71, to separate 
from the automobile manufacturers the 
financing and insuring of their automo- 
biles sold at retail, was mysteriously 
tabled by the bills’ author and chairman 
of the House Judiciary subcommittee 
(which held hearings on the proposal), 
Representative Emanuel Celler, (D., N. 
Y.) even though the subcommittee voted 
favorably on the bill. Washington ob- 
servers say the future of this bill is un- 
certain due to mounting opposition and 
a question of its constitutionality. 

“The comment has been often heard in 
Washington that the natural self interest 
of members of the NAIA is generally 
synonymous with good government and 
sound business practices. The high posi- 
tion of respect which the local property 
insurance agent occupies in his home 
community is also recognized in the na- 
tion's capital. 

“Some government leaders, however, 
have been quietly critical of the relative 
lack of local political leadership and 
action by these same local property in- 
surance agents in the grassroots of 
America i in support of sound government 
practices.’ 


Nearly 30 Exhibits 


Dallas, Tex., Sept. 25.—As at Atlantic 
City last year, exhibits are again fea- 
tured at this NAIA convention, with a 


large area around the registration desks 
and the meeting rooms set off for that 
purpose. Among the nearly 300 exhibi- 
tors are the NAIA itself, Home Insur- 
ance Co., American Foreign Insurance 
Association, American International Un- 
derwriters, General Electric Co., IBM, 
Rough Notes, Recording & Statistical 
Corp., AFCO, Continental- Nation: il Group, 
The Travelers Insurance Co., A. M. Best, 
Airkem, St. Paul Fire & Marine, Uy, a 
Aviation Underwriters, Used Car Guide 
and General Adjustment Bureau. 


Past Presidents’ Dinner 

Dallas, Tex., 25——There were 14 past 
presidents of NAIA at the annual dinner 
for former leaders here. Paul H. Jones, 
immediate past president, presided and 
conducted the entertainment features. 
Other past presidents on hand were 
Charles J. Gandy, Birmingham, Ala., 
1932; Payne H. Midyette, Tallahassee, 
Fla., 1940; David A. North, New Haven, 
1942; Guy T. Warfield, Baltimore, 1946; 
William P. Welsh, Pasadena, Calif., 1947; 
O. Shaw Johnson, Clarksdale, Miss., 
1949: Melvin J. Miller, Fort Worth, Tex., 
1950; Walter M. Sheldon, Chicago, 1952; 
E. J. Seymour, Monroe, La., 1953; Ken- 
neth Ross, Arkansas City, 1955; Robert 
E. Battles, Los Angeles, 1956; Louis E. 
Woodbury, Jr., Wilmington, N. C., 1957; 
Archie M. Slawsby, Nashua, N. H., 1958 


REID JOINS UNIVERSAL AUTO 

James F. Reid has joined Universal 
Automobile of Indiana as Illinois branch 
claims manager after extensive company 
and independent claim adjustment ex- 
perience with American States, Michigan 
Mutual and Great Lakes Insurance 
Claims Service. 
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Tells How Local Boards Can Aid in 
Making “Protection Week” a Success 


D.llas, Tex., Sept. 25—How local 
hoa: ds can cooperate successfully in put- 
tin. over Protection Week, reportedly 
the week of November 5, 1962, under the 
con: emplated CAPE—Coordinated Ad- 
ver ising Planned Endeavor, was out- 
lined here today by A. Tracy Bird, III, 
vic " president of the Arizona Associa- 
tion, past president of the Tucson Asso- 
ciation and associated with the Arizona 
Insurance & Investment Corp. of Tucson. 
He stated that the program planned for 
Protection Week by the NAIA in co- 
ordination with the companies will make 
the local association’s task easier. 

iis new Protection Week, he stated, 
will be the vehicle for focusing coordina- 
tion from the company, national, state 
and local board and agency level to the 
insurance market. Mr. Bird said the 
first step locally is to prevail upon the 
governor of the state or the city mayor 
to proclaim Protection Week at the ap- 
propriate time. Then a speakers’ bureau 
is set up within the local board for the 
purpose of getting speaking engagements 
before civic and business groups. 


Publicity, Free and Paid For 


“It is an accepted fact that paid ad- 
vertising in newspapers, radio and TV 
begets free publicity from the same 
media, and we haven’t overlooked this 
opportunity,” Mr. Bird said. “Our pub- 
licity director, in conjunction with our 
advertising agency, will be prepared with 
news stories to publicize the idea of 
Protection Week and the activities of 
our association. Members of our speak- 
ers’ bureau will be standing by to appear 
on radio and television news commen- 


tary and discussion programs—all pre- 
arranged by the speakers’ bureau chair- 
man. 

“During Protection Week, we plan 
another free by-product of our paid ad- 
vertising. We will promote through our 
Protection Week advertising and press 
releases, the Tucson Association of In- 
dependent Insurance Agents’ telephone 
advisory service. This will be a special 
three line rotary telephone bureau open 
during specified hours of the day and 
manned by selected members of our as- 
sociation. 

“Our promotion of the Telephone Ad- 
visory Service will encourage the gen- 
eral public to call the advertised number 
for answers to specific questions on in- 
surance. 

“Tucson has four major streets with 
provisions for street banners and we plan 
to have a Protection Week banner on 

each one of these streets during that 
week. In addition to the eight Foster 
& Kleiser bill board panels in the metro- 
politan area, we have available to us 
three marquees in front of local business 
establishments and these also will carry 
the Protection Week message,” Mr. Bird 
said. 


Direct Mail, Radio and TV 


“Direct mail will be used to distribute 
specially written pamphlets to small busi- 
nesses. These will not attempt to sell 
anything except the idea of an insur- 
ance check-up by a qualified agent 
through thought-provoking questions 
and illustrations. Radio and television 
will be used only during Protection 
Week, and then on a saturation basis 


of 10- to 20-second announcements. 

“For our biggest gun in advertising 
Protection Week and carrying its mes- 
sage we have chosen the newspapers. 
This selection was made after consider- 
able analysis and deliberation. We know 
that TV has, for a long time, held the 
spotlight as the hottest advertising media 
going, and maybe it still is—but not for 
our purpose in selling Protection Week. 
Aside from being a little rich for our 
budget, we felt that television could not 
carry the impact of our Protection Week 
message as well as the newspapers,” 
Mr. Bird observed. 

“Our newspaper campaign will start 
seven days before Protection Week with 
a series of one column inch teaser ads 
pointing toward Protection Week. These 
will be eye-catching, mysterious and 
stimulating and will lead to the big ad 
campaign the following week. 

“During Protection Week we will run 
five large ads featuring the true case 
histories of Tucson people who have 
suffered heart-breaking loss because of 
inadequate insurance. The total budget 
will be $7,500, of which $5,375 is ear- 
marked for paid advertising and $2,125 
for public relations.” 


Meet the Press Panel 


(Continued from Page 33) 


tributing to cost cuts, but he did not 
advocate such a change. 

President Ellis handled the question 
of how the high cost of writing personal 
lines these days might be offset in agen- 
cies which derive more than half their 
premium volume from commercial risks. 
He advocated inst tallation of life insur- 
ance departments in agencies so that 
personal risk solicitation will include not 
only fire-casualty coverages but also 
life protection, thus building personal 
account premium volume and making 
this business more profitable for the 
producer. 

E. L. BRISTOW TO RETIRE 

Elliott L. Bristow, vice president in 
the San Francisco office of Marsh & 
McLennan-Cosgrove & ‘Company, re- 
tired on October 1, following the com- 
pletion of almost 38 years of continuous 
service. He joined the firm in October, 
1923 in the brokerage department where 
his primary duty was in the placement 
of fire insurance. 
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Greaves Hopes NAIA’s Ad Campaign 
Will Include Highway Safety Appeal 


Dallas, Sept. 25—A healthy increase in 
accident prevention and highway traffic 
safety on the part of state and local 
units of NAIA was noted by Stanley W. 
Greaves, River Edge, N. J., in reporting 
to the National Association’s 65th annual 
convention here today. He pointed with 
pride to the citations given to the Penn- 
sylvania and New Jersey associations 
“for their outstanding contribution to 
highway safety,” and noted the big job 
being done in this field by the California 
state association which, he said, has 
received many commendations. 

In view of the stepped up interest and 
the need for impressing the car driving 
public with some of the basic funda- 
mentals that are prerequisites for safe 
driving, Mr. Greaves recommended that 
the NAIA give serious consideration to 
the idea of promoting highway safety in 
its national advertising next year. He 
said: “We could be of real service to the 
nation from a public relations standpoint 
if we were to run even one national ad 
featuring the ever-present need for 
greater highway safety. I’m sure that our 
advertising agency could be of tremen- 
dous help in settin® aside a portion of 
NAIA’s program for this vital subject.” 


Driver Education in Schools 


One of the most important phases of 
NAIA’s overall accident prevention pro- 
gram, Mr. Greaves said, concerns driver 
education in public and private schools. 
It is included in the program of the Pres- 
ident’s Committee for Highway Safety 
as well as that of the Insurance Institute 
for Highway Safety. He urged that “all 
of us must actively participate in stimu- 
lating further interest in this most essen- 
tial objective. At this time only about 
33% of our youngsters have any formal 
driving training before they hit the road 
It is imperative that these prospective 
drivers be adequately trained.” 

“No matter how much is done 
national and state levels, 


on the 
ultimately the 


responsibility comes back to the local 
community. We know that traffic fatal- 
ities do not play favorites. Our associa- 
tion’s 35,000 members spearhead the local 
prominent c.tizens of the small local 
communities and their job is such that 
they can perform a valuable service by 
spending a few hours a week in highway 
safety promotion,” Mr. Greaves declared. 

Reiterating his appeal to NAIA’s mem- 
bership, Mr. Greaves urged: “Each and 
every one of us must put our shoulder 
to the wheel and take a greater degree 
of interest in this program. Your acci- 
dent prevention committee will continue 


to work actively on behalf of the pro- 
gram of the President’s Committee for 
Highway Safety. Membership of our 


committee has been increased and this 
will prove beneficial.” 

He then called attention to the NAIA 
exhibit at the Statler-Hilton Hotel here 
in Dallas which displays various publica- 
tions covering the entire field of high- 
way safety. He suggested that delegates 
to the convention take time to peruse 
these publications at their convenience. 

Members of the committee besides 
Mr. Greaves are B. P. Bates, Corvallis, 
Ore.; E. M. Burk, Enid, Okla.; Edwin 
Clark, Tallahassee, Fla.; John Hunt, 
Monett, Mo.; Kenneth Killberg, Racine, 
Wis.; Alma P. Sherman, Schenectady, 
N. Y.; Edward Stout, Akron, O.; Fred 
S. Thomas, Salt Lake ‘City, and Charles 
Traubel, Glendale, Arizona. 


Norwich-Scottish Bouquet 
Dallas, Tex., Sept. 25.—Following a 
gracious gesture of many years’ stand- 
ing, the Norwich-Scottish Group again 
presented to the NAIA in annual ses- 
sion here a beautiful bouquet of yellow 
and russet chrysanthemums which will 
decorate the dais until this convention 
is ended. President Porter Ellis ex- 
pressed his appreciation to U. S. Man- 
ager John Newlands. 


Denton Points to 1961 
Work of His Committee 


ACKNOWLEDGES COHEN’S HELP 


Reports to NAIA That Countersigna- 
tures on Bid Bonds No Longer Re- 
quired in 24 States 





Dallas, Sept. 25—For the past four 
consecutive years Donald H. Denton of 
Charlotte, N. C. has served the NATA as 
chairman of its fidelity and surety com- 
mittee, and his annual report has al- 
ways been received with keen interest 
and appreciation by the membership. In 
this year’s report, released here today at 
NAIA’s 65th annual convention, Mr. 
Denton called attention to the Fidelity 
and Surety Workshop, scheduled to be 
held tomorrow (Sept. 26) and expressed 
pride in the quality of the speakers ob- 
tained. He said that to the best of his 
knowledge, “this is the first time in many 
years, possibility the first time ever, that 
a complete session at an NAIA conven- 


tion has been devoted to fidelity and 
surety.” 
Of major interest in Mr. Denton’s 


report was his comments on efforts made 
over the past three years to eliminate 
counter-signature requirements on bid 
bonds. Initiated by his committee, this 
effort (with approval of NATA’s Nation- 
al Board) has produced results. Mr. 
Denton acknowledged the assistance of 
the Association of Casualty & Surety 
Companies and particularly that of David 
Q. Cohen, manager of its fidelity and 
surety department. 
He reported that as of July 1, 1961, 

total of 24 states have adopted the 
amendment eliminating the requirement 


of countersignature on bid bonds. The 
states are as follows: 

Arizona, California, Colorado, Connec- 
ticut, Georgia, Idaho, lowa, Kansas, 
Maine, Massachusetts, Missouri, Ne- 
braska, 

Also Nevada, New Jersey, New Mex- 
ico, New York, North Carolina, Okla- 
homa, Oregon, Rhode Island, South 
Carolina, Virginia, Washington and 


Wyoming. , 
“In view of the requirement that this 
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New England’s early settlers had littie more than 
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principles to count among their possessions, New 
England’s patriots died to preserve these principles, 
New England’s later businesses have 
honored them. Thus, the Peerless 
Insurance Company continues today 
to conduct its business with Indepen- 
dent Agentson principlesof integrity 
..dependability...and service, <smm— 
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In The Finest New England Tradition of Service - Modern M pr 
Line Coverages - Bonds and Burglary - Fire and Inland Marine 
Accident and Health - Casualty and Liability Lines - Reinsurance 
PEERLESS INSURANGE GOMPANY @ KEENE, NEW HAMPSHIRE 
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Dallas, 


be handled through legislation, it is o}- 
vious that it becomes a slow process, 
but a beneficial one, when completed,” 
observed Mr. Denton. 

The Denton report did not overlock 
evidence of governmental interest in the 
field of suretyship during the past year, 
but at the time it was written,» “no 
major development had occurred which 
would prompt further discussion.” 


1960 Underwriting Results Poor 

As to 1960 underwriting results, Mr. 
Denton said that most surety companies 
had unfavorable experience in contract 
bonds, and he quoted from an analysis 
by Dun and Bradstreet on contractor 
failures. This indicated a steady in- 
crease in 1960 over 1959, he said, and 
for the year 1961 to date, an increase 
in contractor failures over the same 
period for 1960. Dollar liabilities repre 
sented $201 million in 1960 as against 
$121 million in 1959. 

“This in itself,’ said the speaker, 
“presents a problem to the producer- 
agent of surety bond business. It has 
become increasingly difficult to place 
this tvpe of business unless proper finan- 
cial information, and carefully prepared 
underwriting data, are properly pres- 
ented to the surety company. 

“Other types of bonds, including fidel- 
ity, fiduciary, etc. have shown better 
results, although in 1960 there was a 
marked increase in losses under the 
bankers blanket bond. 

“Despite the volume of business now 
handled in these ‘fields, there still is a 
large market of untapped bond sources. 
It certainly is appropriate that agents 
survey their current accounts to make 
sure that they are not overlooking this 
production opportunity.” 

Fidelity-Surety Developments 

Reporting on significant developments 
in the fidelity-surety field, Mr. Denton 
pointed to his committee’s advocacy in 
both 1960 and 1961 for an increase in the 
annual minimum premium to at least $10 
on various classifications of bonds, which 
heretofore have required the agent, for 
public relations reasons, to handle some 
minimum premiums of $2. 50 and $5 which, 
he said, were not economically justifi- 
able. 

He then spoke of numerous changes 
brought about by the filing of rates by 
the Surety Association of America for 
public officials and employes of political 
sub-divisions, in the area of license and 
permit bonds, and certain other classifi- 
cations. Significantly, these increases 
have generated between $600,000 and 
$700,000 of additional premium,” he said. 

Manual Modernization Program 


Mr. Denton gave deserved recognition 
to the Surety Association for its work 
in modernization of the rating manuals, 
citing that in public official pages alone, 
92 pages have been eliminated, and over 
2,500 separate rates have been abolished 
and replaced by a new general rate, ap- 
plicable to all officials and employes, 
other than a few titles. These are treas- 
urers, collectors, state treasurers, sheriffs 
and notaries public which will continue 
to be subject to specific rates. 

As a member of NAIA’s 
conference subcommittee in the past 
year, serving with chairman of other 
major NAIA committees, Mr. Denton 
advocated in NAIA sessions with the 
various bureaus, the multi-peril motel 
package policy. He had pointed out 
that competition had produced a need for 


technical 


such a contract, and that members of 
NAIA’s _ technical conference subcom- 
mittee felt that fidelity and forgery 


should be made available as an optional 
coverage, “We are glad to say,” he 
noted in his report, “that the Surety As- 
sociation cooperated 100% with other 
bureaus in the promulgation of this 
phase of the package policy.” 


Members of this committee besides 


Mr. Denton included Henry A. Franz, 
Clifton, N. J.; . A. Garrott, CPCU, 
Denver, Colo.; Ralph Neely, CPCU, 


Oklahoma City; Victor S. Risley, Port- 
land, Ore., 
ton, Tex. 


and John M. Strange, Hous- 
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Finds Qualified Agent Surviving 
Low Rates, New Policies, Competition 


Dallas, Tex., Sept. 26: Stetson Ward, 
wel. known New Haven agent, told the 
property and rural and small lines com- 
bined workshop here today that the 
mu ti-peril policy is here to stay; that the 
tre id is good, even though the transi- 
tion may be painful; that rates will ulti- 
m Pe find proper levels ; that the qual- 
ified agent will survive through his own 
efforts and those of his colleagues in the 
National ‘Association, and that in the 


expanding economy of this country the. 


American Agency System has a fine 
future. 

\(r. Ward finds confusion in the pres- 
ent high number of independent filings of 
multi-peril forms. He told the conven- 
tion that a “comparison of provisions, 
coverages, exclusions, and options under 
the multi-peril form would be similar to 
attempting a comparison of accident and 
health policies. It would seem however, 
that a period of attrition should bring 
most of these packages into reasonably 
general conformity. 

“Like the PPF, the coverages that are 
not profitable will be eliminated, either 
completely, or through mandatory deduc- 
tibles. It would seem sensible for us not 
to take on a company because its form 
is broader in some aspects than another, 
not to advise our insureds that they 
should convert to the first package form 
that is offered, not to imply that pack- 
aging per se is a governing factor in 
rate level, and above all, not to panic. 


Prior Approval 


“Why this rush to multi-peril package, 
and what will it accomplish?” Mr. Ward 
asked. “How can we stop the trend? Or 
on second thought should we even want 
to? From the number of filings now 
flooding the offices of the Insurance Com- 
missioners, and from the general and 
reasonably rapid approval thereof, it 
would not appear that prior approval is 
hampering the American insurer too 
much. On the other hand, it is a little 
difficult to understand the basis on 
which the approval is given, other than 
to suggest that if the alien insurer can 
make a profit, so can we. Certainly the 
Commissioners should have our sym- 
pathy, and to the extent that we, as indi- 
vidual state associations, should do our 
utmost to influence state legislatures to 
allocate adequate budgets to the Insur- 
ance Departments. 

“I talked with a colleague who ex- 
pressed great enthusiasm over a new 
store-owners package, an independent 
filing, with which he was having con- 
siderable success in producing new pre- 
mium volume for his agency. The latest 





Washington in 1962 

Dallas, Sept. 27—The NAIA will hold 
its 1962 annual convention September 
24-26 at the Sheraton Park and Shore- 
ham Hotels in Washington, D. C. 

In future years annual conventions 
have been scheduled as follows: 1963, 
September 30-October 2, Chicago; 1964, 
September 28-30, Miami Beach, Fla.; 
1965, September 20-22, Denver, Colo.; 
1966, September 26-28, New York City; 
1967; Kansas City, and 1968, Minneapolis, 
with dates yet to be fixed. 


NAIA Entertainment 


Dallas, Tex., Sept. 27—NAIA conven- 
tion delegates relaxed last evening from 
their busy sessions to attend the Presi- 
dential ball at the Statler-Hilton here. 
This evening the annual banquet and 
variety show will be staged at Dallas 
Memorial Auditorium. For the ladies a 
bus trip Sept. 25 to “Six Flags Over 
Texas,” 105-acre entertainment center 
near Dallas was much enjoyed. 


prospect would result in a $900 premium, 
all new business. 

“I asked the improper question ‘How 
much commission?’ His candid reply 
left me wondering how vulnerable my 
business is, or is about to become. But 
then I wondered, too, how long it would 
be before he would be tempted to give 
that book of business to some other com- 
pany at a considerably higher rate of 
compensation, and to what lengths his 
company would go to retain it. 

“My conclusion is that the competition 
is not limited to bureau and non-bureau, 
agency company and direct writer, but 
also to agent versus agent, and on reflec- 
tion, that this has always been so, that 
it is properly so, and that in a free 
enterprise system will always continue 
to be so. 

“The only thing we need be concerned 
about is that we are better agents than 
our competitors, both for our insureds 
and for our companies. On this basis 
chances are that our insureds will not 
go elsewhere, and our companies will 
want to retain our business.” 


Toale Tells About Automated 


Accounting System for Agents 


Dallas, Tex., Sept. 26.— Eugene A. 
Toale, Recording & Statistical Corp., 
made a good impression here today in 
speaking at NAIA’s automated agency 
accounting seminar. He said that R & S 
with faith in the future of the American 
Agency System and the need for auto- 
mated agency accounting systems for in- 
surance producers, “has spent time and 
energy in developing such a system.’ 
He pledged that “we'll continue our ef- 
forts to improve on methods now avail- 
able.” 

Speaking on the need for automation, 
Mr. Toale said that R & S’s experimen- 
tation in agency accounting is over. He 
acknowledged appreciatively the time 
and effort contributed to this program 
by Arthur Blum of Rockaway Park, 
N. 

He explained that the R & S system 
“recognizes the need to make it Bean rs 
for any agency to take advantage of 
technical advances without ee 
of highly skilled personnel. . 

“The system produces the company 
current (which is immediately responsive to 
your activity), an aged accounts receivable, 
monthly statements for each insured and each 
sub-producer, as_ well as a transaction journal 
and a listing of all deferred installments. All 


insurance transactions can be fed into the system 
in a simple, understandable way.’ 


account 








which explains “THE BUFFALO P 


“Buffalo Plan Agents” 


managers for the Company in 


Write for 
Interesting Details 


Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N. Y. 
Please send, without obligation, a By Sy of * ‘The High Road” 


THE BUFFALO 


SEEKS 
MANAGING 
COMMUNITY 
AGENTS 


are 


their communities. They have 

full authority to underwrite and 
issue policies. They have the 
authority to pay small losses with 
‘BUFFALO’ envelope drafts. 
‘BUFFALO’ agents are provided 
the tools and the authority to 
provide professional services on 
which.the American Agency 
System depends. 





MacBean’s Recommendations 


(Continued from Page 37) 


compared to a fire and EC premium on 
the same items and in the same amounts, 
of $1,680. (40% E. & S. Credit). 

2) Always write some blanket cover- 
age to also cover other valuable papers 
and records, such as maps, tax records, 
census information, etc. 


3) American Library Association will 
be glad to furnish your librarian with 
up-to-date replacement cost figures for 
library contents on a per volume basis. 


New PIP Form 


New public and institutional property 
form now represents the best and most 
economical method of insuring the aver- 
age and eligible buildings and contents 
of municipal and school risks. 

Available coverages are same as before 
—fire, EC and V&MM and SL and 
coverage can be written blanket or sched- 
uled. Deductible is only $100 (other 
than fire or lightning) but applies sepa- 
rately to each building or structure (in- 
cluding its contents) and separately to 
personal property in the open, with an 
aggregate deductible of $1,000 per any 
one occurrence. 


Some principal points are: 

a) No coinsurance but values 
be filed annually and if not, 
coinsurance applies. 

b) Annual reinspection to be made by 
rating organization and insured should 
make his own quarterly inspections. 

c) Replacement cost endorsement (op- 
tional) applies to personal property— 
equipment, desk, machinery, etc. as well 
as real property. 


must 
then 90% 


d) Premium savings can be as much 
as 25% Fire, 40% EC and 50% V&MM. 

e) Commissions are reduced (check 
with your companies—there are variations 
between companies). 


f) Minimum premium per account is 
$1,000 per year. On five year installment 
basis, this becomes: first year, $1,000 and 
third, fourth and fifth years, $880 each. 


Volunteer Firemen’s Accident Policy 


1) Write contract of this type to sup- 
plement the benefits payable under work- 
men’s compensation. (Policy also avail- 
able to cover rescue and first-aid squads). 
Coverage can include: accidental death 
or dismemberment, weekly indemnity, 
medical expense, permanent and _ total 
disability and confined hospital addition- 
al weekly indemnity. 

Group life, hospitalitzation, major 
medical, either primary or over-riding 
benefits, are available under Blue Cross 
and/or Blue Shield Plans. They are all 
available and should be considered as an 
integral part of any comprehensive in- 
surance program for risks of this type. 

Supplementary accident coverage (sim- 
ilar to the VF accident policy cover- 
ages) are available or can be tailored 
to fit the needs of civilian defense volun- 
teers. 

Student accident policies on 
children are available and premiums of 
from $2 to $3 per pupil provide good 
coverage and are usually handled through 
the school administrations. 

Certain risk will oftentimes need some 
other special policies, including, but not 
limited to, plate glass, earthquake, tuition 
fees form, radium floater, livestock in- 
surance, extra expense insurance, rental 
value insurance, bridge and/or tunnel, 
dams, pipe lines, radio and/or TV tower, 
etc. coverages, but these are specialized 
and apply only in certain few cases. 

Remember that 98% of all US muni- 
cipalities buy priv ate insurance on their 
properties against the perils of fire and 
EC and only eight states out of 21, who 
at one time or another tried Self-In- 
surance, continue to self-insure. 


school 
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Kersten President 

Of Society of CPCU 
WHITFORD NAMED SECRETARY 
Brain and Criddle Are Elected Vice- 


Presidents At Annual Meeting Held 
In Washington, D. C. 








William R. Kersten, vice president and 
manager of the insurance department of 


Van Schaack & Co., Denver, will be- 
come 15th president of the Society of 
Chartered Property & Casualty Under- 
writers, to take office January 1, 1962, 


it was announced when results of a mail 
ballot were presented at the annual busi- 
ness meeting of the membership in 
W ashington, D. C., Mr. Kersten is a 


vice president of the society. 

The election chose George V. Whit- 
ford, vice president of Reliance Insur- 
ance Co. at Madison, Wisc., as the new 
member of the society’s official family. 
He will be secretary in 1962. 

Donald C. Brain, partner in the firm 
of W. B. Johnson & Co., Kansas City, 
Mo., was re-elected a vice president. A. 


Hawthorne Criddle, executive vice pres- 
ident, Ostheimer- Walsh, Inc., Philadel- 
phia, this year’s secretary of the society, 
was elected a vice president. Norman E. 
Roop, partner, Booth, Potter, Seal & Co., 
Philadelphia, was re-elected treasurer. 


The business meeting was a feature 
of a seven-day schedule of national 
CPCU sessions at the Sheraton Park 


Hotel that included three days of semi- 
nars growing out of society research 
and the annual Conferment exercises of 
the American Institute for Property and 
Liability Underwriters, Inc. 

Names of new members of the board 


of directors, elected to represent regions 
of the society, were also announced at 
the business meeting. 


Careers of Officers 


President-Elect Kersten is a _ native 
of Michigan and a graduate of Western 
Michigan University. He spent four 
years in the Navy, serving as instructor 
at Naval Midshipmen’s School, and en- 
tered insurance as underwriter for the 
Kemper Companies, Chicago, where he 
became assistant director of education. 
He went to Denver in 1950 and joined 
Van Schaack & Co. in 1952 where he is 
now in charge of insurance operations. 
He was awarded the CPCU designation 
in 195 


He is a former secretary of the society 
and a past president of the Rocky Moun- 
tain Chapter of the Society of CPCU. 
In 1959 he was director of the CPCU 
annual seminars. For years he taught 
insurance courses at the University of 
Denver and for chapter seminars. He is 
secretary and a director of the Colorado 
Insurors Association. 


Mr. Whitford has been active in CPCU 
affairs as regional director, chairman of 
the research board, director of seminars 


in 1958, and currently chairman of the 
society's “Annals” board. He received 
his CPCU in 1948 


ROCHESTER CLUB MEETS 
The Insurance Field Club of Rochester 
heard Chief Earl J. Webber and Capt. 
Bernard E. Drexel of the Rochester 
Fire Department’s Fire Prevention Bu- 


reau at a luncheon meeting in the Cham- 
ber of Commerce, Rochester, N. Y 
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pointers. 


Covering Clothing Manufacturers? 


If so, there are a lot of angles to check before advising your client 
or prospective client about proper protection. 


A Garment Contractors’ Floater policy is a must against off-premises 
losses. Many optional endorsements are available to provide this 
policy with flexibility to meet varying situations. 


To make sure you're not overlooking anything in this or any other 
policy, you can use our September issue of “POINTERS” as a check- 


list. Why not write or phone for your copy now? 


AGENCY, INC. 


INSURANCE UNDERWRITERS 


a, 











55 John Street, New York 38, New York ® BArclay 7-8900 
MEMBERS, N.Y.C. INSURANCE AGENTS ASSOCIATION, INC. 








Great American Awards 


Program For Producers 


Great American is conducting from 
October 1 to November 15 a “Great 
Awards” program for its producers. An 
extensive portiolio of awards is being 
offered, ranging from fine quality house- 
hold furnishing and equipment to luxury 
items such as still and movie cameras, 
clothing, TV sets, hunting equipment, 
silverware, do- it-yourself kits and many 
others. Agents accumulating sufficient 
points can also apply them to award 
trips to vacation spots ranging from the 
West Indies to New Hampshire. 

Six grand prize trip awards are being 
made to producers with luxury trips 
for two to Mexico, Hawaii, Puerto Rico 
or Bermuda. To insure fair treatment 
to all competing producers, they have 
been divided into six groups: Cities of 
one million and over; cities of 600,000 to 
one million; 250,000 to 600,000; 75,000 to 
250,000; 20,000 to 75,000, and those with 
population up to 20,000. 

Classes eligible in the contest are: fire 


and allied lines; inland marine; com- 
mercial auto; multiple- peril packages; 
general liability; A&S; burglary and 


plate glass, and fidelity. 


Inter-Regional Announces 


1962 Scholarship Program 


A brochure announcing the 1962 schol- 
arship program administered by the 
Inter-Regional Insurance C onference and 
sponsored by seven Eastern fire insur- 
ance rating bureaus is now being dis- 
tributed to high school guidance coun- 
selors throughout 12 northeastern states. 

The grants are full four year scholar- 
ships for high school graduates to the 
University of Maryland. The required 
course of study leads to the Bachelor of 
Science degree in Fire Protection. The 
fund was established in 1959. 

The 1961 group of 16 scholarship re- 
cipients was comprised of students from 
16 communities. These were Kennebunk- 


port, Me.; Meredith, N. H.; Cumberland, 
x ie West Haven, Conn. ; Gorham, 
Johnstown, LaFayette and Tully, i as 


Clifton, Haddonfield, Kearney _ Lakewood 
and New: ark, N. J: Sh: avertow n and 
Waterford, Pa. and Hagerstown, Md., 


Phila. Fire Rate Changes 
Upheld by Superior Court 


Superior Court of the Commonwealth 
of Pennsylvania has upheld fire insur- 
ance rate changes that had been ap- 
proved by the Pennsylvania Insurance 
Commissioner in June, 1959. In a unani- 
mous opinion, the Superior Court backed 
the Commissioner’s stand that the 
changes were made to insure more uni- 
form rates throughout the state. The 
changes brought increases in some rates 
and decreases in others. 

“In fact,” said the court, “if the 
changes had not been made, low rates 
previously enjoyed by Philadelphia would 
have been ‘unfairly discriminatory’ to 
the rest of the state.” The decision af- 
firmed rates used by 360 property insur- 
ance companies which do approximately 
78% of the property insurance business 
in the state of Pennsylvania. 

During the five-year period 1952-1956, 
losses sustained by the companies 
amounted to 70.4% of the premiums col- 
lected in Philadelphia, compared with 
only 42.1% for the remainder of Penn- 
sylvania. 

The action ruled upon this week by 
the Superior Court dates back to June 
22, 1959 when the 360 companies filed the 
rate changes, 

Pending the appeal action, rate changes 
had been in effect. The increases fell 
principally on tenant-occupied multi-unit 
houses in Philadelphia where fire losses 
have been unusually high. 





GREAT AMERICAN MOVES 
The Great American announces re- 
moval of its Boston office from 4 Liberty 
Square Building to 10 Post Office Square 
Building effective October 2. The loss and 
claim department remains at the present 
location, 60 Congress Street. 


Changes in Production 


Stressed by Bell of INA 


“The customer is king as never h-- 
fore. Gone forever is the seller’s mark«t. 
The public now buys i insurance and other 
goods and services in a multitude .f 
different forms from an equal number 
of sources,” declares Frank R. Bell, Ji. 
director-agency affairs unit, Insuran ¢ 
Company of North America and former 
well known agent in Charleston, W. Va. 

These and other factors, he said, have 
brought about changes in the traditiona il 
way of doing business. And_ these 
changes, in turn, have created new prob- 
lems as well as unlimited opportunities. 
Speaking before the Washington Asso- 
ciation of Insurance Agents at Yakima, 
Wash., the INA official stated that “we 
—agents and companies alike—have been 
slow to recognize change and most often 
slow to meet change with cooperative, 
constructive attitudes. But, the speed 
with which our business world moves 
around us is such that we can no longer 
afford to lag. 

“The crux of the problem of change as 
it affects agencies lies in a lack of under- 
standing on the part of agents as re- 
spects the vital importance of your com- 
panies share of the total insurance mar- 
ket.” 

This share, he noted, is not keeping 
pace today as it was ten or more years 
ago. But capital stock companies must 
maintain their predominant position in 
the marketing of insurance. Otherwise, 
the “depth of company facilities that 
you require to operate your agencies will 
decline to a degree that the results will 
be far more serious than any of the 
problems we face today.” 

Even though the nation as a whole has 
experienced a merchandising upheaval 
since the close of World War II, many 
agents still believe that their particular 
area has changed little, Mr. Bell ob- 
served. But from 1950 to 1970 the ponies a- 
tion is predicted to increase by 38%. For 
the same period the junior and senior 
citizen age group will grow 00% while 
the increase in the country’s main work- 
ing group will grow only 24%. 





Three Companies Gain In 
Income, Assets, Surplus 


in earnings, assets and surplus 
for the first six months ended June 30 
are reported by Hawkeye-Security, 
United Security and Northeastern In- 
surance Co., William L. Cobb, president 
of the companies, announces. The three 
companies are members of the insurance 
group of Financial General Corporation. 

Consolidated net income before taxes 
was $261,651 for Hawkeye-Security for 
the first half of this year, compared with 
$87,184 for the same period last year. 
Net income of United Security before 
taxes was $378,663 for the first six months 
of 1961, against $71,894 for the first half 
of 1960. j 

Combined assets of Hawkeye-Security 
and United Security were $28,346,400 as 
of June 30, compared with $25,195,335 at 
the start of this year. Combined policy- 
holder surplus was $12,121,883 at the end 
of the first six months. against $8,091,601 
on January 1. 

Northeastern’s net operating income 
before Federal income tax was $311,987 
for the first six months of 1961, and 
was $114,837 for the comparable period 
last year. Assets were $22,207,017, an 
increase of $3,422,506 for the first half 
of this year. Policyholder surplus totaled 
$9,833,928, an increase of $3,315,171 dur- 


ing the same six months. 


U. Grant Hull’s New Post 


U. Grant Hull has recently joined 
the home office property department of 
American Casualty of Reading, Pa. His 
appointment is a part of ACCO’s ex- 
pansion to strengthen the company’s 
multi-peril operation. He _ will con- 
centrate his efforts on development, 


Gains 


underwriting and production of com- 
mercial multiple. line risks. 

Prior to his joining AOCO Mr. Hull 
held supervisory positions in the multi- 
peril package policy field. 
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NATIONAL UNION INSURANCE COMPANIES 
GONE FISSION...AT SHIPPINGPORT 


From the very first, National Union has been a prin- 
cipal participant in the insurance program required 
to cover the world’s first full-scale atomic power plant 
devoted exclusively to civilian needs. Located at 
Shippingport, Pennsylvania, the plant is operated by 
Duquesne Light Company, for whom a special manu- 
script cover policy was developed to suit the needs 


National Union Insurance Companies 


Casualty + Fire - Inland Marine - Ocean Marine 


and special qualifications required for this completely 
new concept in public utility power. 

Many of the special personnel ... much of the 
competent underwriting advice was supplied by 
National Union. This program was developed and 
written by an Independent Agent, typical of those 
representing National Union Insurance Companies. 


Pittsburgh, Pa. 
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Judge Albert Conway 
Selected for Gold Medal 


BY GENERAL BROKERS ASSN. 








Award to Be Made Oct. 26 at Annual 
Dinner of Assn. in N. Y.; Highspots 
Of Conway’s Career 





Albert Conway, former chief justice of 


the New York State Court of Appeals, 
and former New York Superintendent 
of Insurance has been selected as the 


award of 
Brokers’ Associa- 
York, Inc., it is announced 

Dorfman, president of the 


1961 winner of the gold medal 
the General Insurance 
tion of New 
by Charles M 


association. Mr. Conway was the un- 
animous choice of the gold medal award 
committee consisting of past medal 


winners and headed by J. Victor Herd, 
chairman of the boards of the America 
Fore Loyalty Group The executive com- 
mittee of the also unanimous- 
ly approved the choice of this committec. 
Presentation of the award to Judge 
Conway will be made at the associa- 
tion’s 36th annual dinner to be held at 
the Hotel Astor, New York, on Thurs- 
day, October 26. 
Named Supt. of Insurance by Roosevelt 
Mr. Conway was admitted to the New 
York Bar in 1916. He practiced law in 
Brooklyn until appointed Assistant Dis- 
trict Attorney of Kings County. He was 
professor of equity jurisprudence at St 
Lawrence University, Brooklyn Law 


association 















When did Bugmbershoots come 
to Maide@ Lane? . . . when 
marine coverages were added to 
the liability prov@fions of Umbrella 
catastrophe over! (Not to be 
mistaken for tile Parasol—same 
h, but all-risks). 
omplete excess- 
t Weghorn, both 
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one more way 


UILDS BETTER 
FOR BROKERS 


Wesghorn’s < 
approach puts “ 
into every 


JOHN 
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ENCY, inc. 


102 MAIDEN LANE, NEW YORK 
TELEPHONE: Digby 4-8420 











JUDGE ALBERT CONWAY 
School. He served as Superintendent of 
Insurance in the cabinet of Governor 
Franklin D. Roosevelt. He was then 
appointed County Judge, Kings County, 
by Governor Roosevelt and was sub- 
sequently elected to that office. In Jan- 


uary, 1940 he was appointed an Associate 
Judge in the New York Court of Appeals 
by Governor Lehman and was elected 
to that office at the general election the 
same year after having been nominated 
by both major parties. He was elected 
chief judge in November, 


1954, again 
the choice of both parties. Mr. Con- 
way’s term as chief justice expired on 
December 31, 1959. 


A native of Brooklyn, Mr. 
was educated at St. 
Fordham University 


Conway 
John’s College and 
School of Law, re- 
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ceiving the degree of LL.B. from the 
latter. He has been awarded honorary 
degrees of LL.D. by Fordham Univer- 
sity, St. John’s University and Syracuse 
University. He is a trustee of St. John’s 
University, Brooklyn Law Library, 
Brooklyn Institute of Arts and Science, 
Grant Monument Association; and vice 
president and executive board member, 

3rooklyn Council Boy Scouts of Amer- 
ica (former president); member of re- 
gional executive committee of the Boy 
Scouts of America for region II; vice 
president of Bill of Rights Commemora- 
tive Society. 

Judge Conway is also a member of 
American Bar Association, American 
Law Institute, Brooklyn Bar Associa- 
tion (former trustee), New York State 
Bar Association, Assn. of the Bar of the 
City of New York and Delta Theta Phi. 
His clubs include: Lawyers Club of Brook- 
lyn (past president), Brooklyn, Cathe- 
dral, Century, Montauk, Rembrandt, 
Fort Orange (Albany) and University 
(Albany). 

Reservations for. the dinner 
made by contacting the GIBA 
committee, 42 East 64th Street, 
York 21, New York, TE 8-5530. 


may be 
dinner 
New 


Hartford Honors Three 
Agencies in Upstate N. Y. 


Twenty-five year plaques were pre- 
sented to three Hartford Insurance Group 
representatives of the area at a lunch- 
eon at the: Glens Falls Country Club, 
Glens Falls, N. Y. Plaques were pre- 
sented to the Locke Agency, Inc., of 
Hudson Falls, Sheehan Agency, Inc., of 
Fort Edward and to Harry S. Hulsapple 
of Cleverdale. Robert Schreck, manager 
at Delmar, presented the awards. James 
Mott of the Glens Falls office and 
Arthur Stevens, also of Delmar, at- 
tended. 

The Sheehan 


Agency was formed in 
1928. In 1948 the firm purchased the 
Fred A. Davis agency and in 1953 ac- 
quired the W. S. Bascom agency. 

Frank D. Sheehan is president of the 
firm and John E. Sheehan is vice presi- 
dent. 

The Hulsapple Agency was organized 
in Watervliet in 1887 by John H. Hulsap- 
ple, grandfather of the present owner. 
At his death the agency was operated 
by Harriet E. Burkin and she continued 
with the business from 1921 until her 
death in 1938. At that time the agency 
was taken over by Mr. Hulsapple and 
in 1942 it was moved from Watervliet to 
Cleverdale, where it now functions. 

Locke Agency, Inc., was formed before 
the turn of the century. Then known 
as the W. I. Locke Comp any and changed 
to its present corporate status in 1903, 
It is reputed to be the oldest agency. in 
Washington County. Its affiliation with 
the Hartford Group dates back to 1883, 
representing the Hartford Fire, Hartford 
Accident and Indemnity since 1913, and 
the recently formed Hartford Life in 
1960. 

The present officers of the firm consist 
of Lola Flagler, vice president, who 
retired in 1953 after more than 50 years 
in the insurance business; Donald W. 
Novak, president, who joined the firm in 
1939, and John F. Carey, who joined in 
1952. 


Massachusetts Agents to 
Meet in Boston Oct. 17-18 


The Massachusetts Association of In- 
surance Agents will hold its 62nd an- 
nual convention at the Sheraton Plaza 
Hotel in ‘Boston October 17-18. Edgar 
S. Cook of Weymouth is president of the 
association. There will be addresses on 
Tuesday, October 17 followed by a brief 
annual business meeting. On Wednes- 
day morning the session will be devoted 
to offsetting direct writer competition. 
The local board advisory meeting will 
feature a panel of agents from the great- 
er Springfield area, who will tell what 
they are doing to conquer competition. 


— 
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Travelers Supports 
Amer. Agency System 


ROBY TALKS TO MINN. AGENTS 





Tells of Travelers Actions to Meet New 
Marketing Demands; Advantages 
Of Direct Billing 





Strong, continued support for the 
American System as “one of the last 
strongholds of a truly free and —d i- 
tive system of distribution” is voiced | 
one of the largest multiple line insur- 
ance companies in the country. Vice 
President V. V. Roby of The Travelers 
Insurance Companies told more than 300 





v. ¥. 


ROBY 


Minnesota Association 
Insurance Agents at 
Rochester, Minn. that, “I do not believe 
a company could ever acquire the in- 
timate knowledge of your market, that 
you, the independent agents, possess. 
There is strength in this partnership 
between agent and company if we fulfill 
our tasks wisely and with respect and 
confidence in each other. 

“T have heard no member of our 
industry who occupies a responsible posi- 
tion prophesy the end of the American 
Agency System,” The Travelers official 
continued. “I have heard everywhere 
a great desire expressed to strengthen 
and improve the system.” 


members of the 
of Independent 


Mr. Roby said that as a means of 
meeting the new marketing demands, 
Travelers introduced in 1957 its new 


premium budget plan, a method by which 
policyholders could pay for all their in- 
surance on one monthly payment plan, 
much as they did for telephone, utilities, 
etc. . 

The industry problem of introducing 
new blood into the agency field was also 
tackled by, Travelers who began an active 
recruitment and training program, open- 
ing small offices for recruiting, training 
and servicing young, new independent 
agents to operate in the best traditions 
of the American Agency System. At the 
same time special assistance was offered 
to established agencies who wanted to 
develop their sales power in suburban 
areas, 

“The third major area of new strength 
for the American Agency System is that 
of product development,” he added. “The 
independent agent cannot survive unless 
he is able to come to the market place 
of 1961 armed with up-to-date products.’ 
The speaker listed numerous product 
innovations made by Travelers and other 
American Agency companies including 
the homeowners policy, apartment own- 
ers, storeowners, motel owners and farm 
owners policies as well as the new auto 
mobile insurance plans and others. 

In discussing the controversial direc! 
billing question, Mr. Roby said, “Our 
concept of direct billing is that the busi- 

(Continued on Page 45) 
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Wide Range of Problems Discussed by 


Marine Union; Re-elect Rostock-Jensen 
By Cart E. McDowELt 


Executive Vice President, American Institute of Marine Underwriters 


lie 1961 conference of the Interna- 
tional Union of Marine Insurance was 
held at Hotel Ritz, Lisbon, Portugal, 
from September 17 to 23. The host or- 
ganization, The Gremio dos Seguradores, 
is \o be warmly congratulated for the 
splendid success of the meetings. The 
excellence and the efficiency of the ar- 
rangements, as well as the abundance of 
frie ndly hospitality in both modern and 
historic settings, reflected the keen per- 
attention to arrangements by H. 
J. Quirino da Fonseca, past chairman of 
the Gremio and immediate past presi- 
dent and honorary member of the Union. 
Mr. da Fonseca was ably supported " 
the staff of the Gremio, of which Dr. 
Costa Durate is the manager director. ‘ 
noteworthy aspect of the 1961 Confer- 
ence was the friendliness and eager co- 
operation of the Portuguese everywhere. 

One gained the impression that cen- 
turies of seafaring tradition and nearly 
700 years of marine insurance experi- 
ence provided the special character of 
the Conference. 

\ total of approximately 950 delegates 
and accredited marine underwriters and 
a wives gathered from 33 countries 
The Hotel Ritz, completed in 1959, mz ide 
an admirable headquarters ; it is the 
most finely appointed and well equipped 
hotel on the Continent. Its service was 
outstanding. 

Both the secretariat of the 
the Union’s Secretariat, 
Peter Alther, general 
skillfully organized. 

\ message of greetings from His Ex- 
cellency Dr. Antonio de Oliveria Salazar, 
Prime Minister of Portugal, was read to 
the Council. Several other high officials 
of the Government also were associated 
with the Conference, both at the Council 
and at official receptions. 


Election of Officers 


sonal 


Gremio and 
guided by Dr. 
secretary, were 


The following business matters were 
handled by the Council of the Union: 

The American Institute delegation re- 
minded the Coi f silenuto. .lrd-ionhofiv 
minded the Council of its restricted re- 
lationship in the Union because of the 
laws of the United States. 

The minutes of the 19660 Conference 
at Washington were adopted without 
change. 

L. Rostock-Jensen, managing director 
of the Baltica Assurance Co., Copen- 
hagen, was reelected pretnfiseodo 
hagen, was reelected president of the 
International Union. He was elected its 
president in 1959. and reelected last year. 
From 1955 to 1959 he was vice chairman. 
He has been a board member since 1941 
of both the Danish Institute of Marine 
Underwriters and the Nordic Pool of 
Marine Insurance. 

Paul Desprez (France) and Owen E. 
Barker (USA) retired from the execu- 
tive committee and Ugo Fassio (Italy) 
and Miles F. York (USA) were elected 
to it. 

Mr. Barker is chairman of Appleton 
& Cox, Inc., and Mr. York is president 
of the Atlantic Companies. 

C. Grover (UK) was appointed 
nominating committee chairman for 
1962. Members of this committee include 
George Inselman (USA), H. J. Quirino 
da Fonseca (Portugal), Dr. J. H. G. Zeel- 
enberg (Holland), Paul Nolla (France), 


Hans Chr. Bugge (Norway), Robert 
Meier (Switzerland) and B. K. Shah 
(India). 


No new member associations 
brought into the Union; 
surance Association of 
from membership. 

The finances of the 
proved. 

The nuclear fission study group (A. B. 
Stewart, UK, Chairman) was disbanded; 
all other committees were continued. 
The Nordic Pool will provide a chair- 
man for the St. Lawrence Seaway Study 
Group, on which Kenneth J. Creber 
(USA) will be a member. A vice chair- 
man was added to the cargo committee, 
in order to give the Chairman assistance, 
particularly with respect to nuclear mat- 
ters. T. M. Torrey (USA) was asked to 
take this appointment. Mr. Torrey also 
continues as vice chairman of the com- 
mittee on freedom of insurance. 

At the invitation of the German Asso- 
ciation (Deutscher Transport-Versicher- 
ungs-Verband e.V.) the council agreed to 
hold its 1962 Conference at Wiesbaden 
from September 16 to 21, 1962. 

The Council took note with regret of 
the passing during the last year of 
Jacques Mace; Smeesters de Montalais 
and Harold Mummery, all of whom had 
had many years of close association with 
Union affairs. 


were 
the Marine In- 
Malaya retired 


Union were ap- 


Hull Business 


Fifteen markets reported on hull busi- 
ness to the open Council meetings. The 
loss information submitted seems to show 
a small margin of profit in the past year 
for most countries, with a few unfortu- 
nate situations indicated. However, the 
accounts indicate a high degree of vul- 
nerability on several accounts, namely, 
the 1958/59 overall excellent total loss 
ratio, the very recent rash of total losses, 
and the top values of much of the new 
tonnage, including super-tankers and 
ore carriers, particularly when they be- 
come a casualty fully loaded. The dis- 
cussion emphasized the need for keeping 
a “reasonable portion of premium in the 
kitty.” There is a danger of living on 
total loss premiums written in the good 
years, leaving insufficient premiums for 
ordinary (particular average) damages 

Cost of repairs seems to be generally 
higher, ranging from “slight” to 6% the 
United Kingdom, Norway, Holland, Po- 
land and Spain reported no increase. 
Compared with 1955 as a base year, total 
increases to date in many cases ranged 
from 30 to 50% over the base year. 

Several markets made special mention 
of gradual retirement of older vessels 
and the appearance of many new vessels. 

Special comment was made by Gordon 
Hogsflesh (UK and member of the 
Union's executive committee) on refer- 
ences in the reports to classification so- 
cieties. He mentioned the value of reg- 
ister books as sources of information re- 
garding ships’ characteristics. However, 
he urged that marine underwriters 
should make better use of their service 
on technical committees of classification 
societies; he felt that there is not enough 
liaison between underwriters and ship- 
builders and manufacturers. 

Some of the smaller maritime coun- 
tries made reference to the moderniza- 
tion of their shipyards, and ports. 


Hull Business — American Market 
_E. A. Kratovil (USA) reported to the 
Union that underwriting results on ocean 


hulls during the past year have been 
unsatisfactory, reflecting the persistent 


impact of total losses and major casual- 
ties. The American market paid claims 
on at least 16 major casualties during 
the second half of fiscal 1960, he said, 
and at least 10 more during the period 
December 1, 1960-July 15, 1961. Seven 
total losses were included (with an 
eighth total loss claim pending). Partial 
losses continued to occur with a fre- 
quency at least equivalent to that of the 
previous year, with heavy weather, ma- 
chinery damage and grounding claims 
accounting for a large proportion of 
more serious losses. 

This experience, according to Mr. 
Kratovil, has led the American market to 
place even greater emphasis on recon- 
stituting fleet results after adjusting 
premium to reflect a reasonable charge 
for total loss risk assumed but not in- 
curred. However, continued keen compe- 
tition tempers the efforts in this direc- 
tion. 

Mr. Kratovil mentioned that the Amer- 
ican market continues to regard with 
concern the potential problems involved 
La the insurance of super-tankers and 
large bulk carriers. However, he added 
that results have not been unsatisfactory 
during the last year. Of course, the re- 
cent casualty to the ore carrier SEPT 
ILES, and the probably total loss of the 
super-tanker WORLD JURY would in- 
dicate that underwriters’ concern is weil- 
founded. American underwriters have 
made a rough estimate for the loss of 
the SEPT ILES in the amount of $600,- 
000. This case illustrates the general 
problem of ore carriers which is in- 
creased in direct ratio to their carrying 
capacity, namely, the problem of light- 
ering of a cargo of ore in order to effect 
either temporary or permanent repairs 

The SEPT ILES, on a voyage fom 
Chile to Japan, struck an unchartered 
rock off San Felix Island. Extensive 
bottom damage resulted, but there was 
no dock of sufficient size to accommo- 
date the vessel and it was necessary for 
the ship to proceed to the Atlantic Coast 
of the United States for repairs. 

Mr. Kratovil also referred to the prob- 
able higher repair and replacement costs 
arising out of machinery damage in mod- 
ern vessels. He said that power plants 
of new vessels are of a more advanced 
and more complex form, that many new 
ships are fitted with novel forms of load- 
ing and unloading machinery and equip- 
ment, and there is a degree of absence 
of standardization of equipment. 

Using 1955 as a base year, Mr. Krat- 
ovil stated that the cost of ship repairs 
has increased in the United States by 


32% on the Atlantic and Gulf coasts, 
23% on the Great Lakes, and 31% on the 
Pacific Coast. Further increases in 1961 


are expected as follows: 3%, 4% and 5% 
respectively. 

Mr. Kratovil expressed the concern of 
underwriters over the incidence and dol- 
lar amounts of claims for damage on 
United States-flag vessels. Transverse 
framing, which predominates in construc- 


tion of general cargo vessels in U. S. 
yards, is conducive to shell buckling 
between frames, especially at the mid 


body bottom section. Vessels with wall- 
sided sections forward have also proven 
vulnerable to forward bottom indenta- 
tion. He expressed the hope that more 
emphasis in new construction will be 
given to longitudinal framing, and use 
of forebody forms of better seakeeping 
qualities. 

General reference by several markets 
to this subject indicated the need to pro- 





V.V. Roby Talk 


(Continued from Page 44) 


ness always belongs to the agent. It 
is simply a case of making available to 
our thousands of independent producers 
the opportunity of participating in a 
great and time saving advantage and, 
we hope, the economies of our electronic 
equipment.” He emphasized that this 
would permit the producer to devote more 
of his time and energies to the develop- 
ment of his business by freeing him for 
activities directly related to sales and 
service. 





tect the shipowner. However the exist- 
ence of nuclear-propelled merchant ships 
seems so far in the future that the sub- 
ject does not seem to require full solu- 
tion at this time. There is a strong in- 
dication that the world marine insurance 
market needs to work toward uniformity 
of practice. While agreements are pos- 
sible only at inter- -governmental level, 
there is an obvious need in marine in- 
surance to accommodate clauses and 
practices to the world-wide needs of 
shipowners and particularly to facilitate 
exchange of reinsurance between the 
markets, after governments have set 
their regulations. 

The executive committee of the Union 
was asked to consider whether anything 
might be done, perhaps through a spe- 

cial committee, to clarify the situation 
with respect to covering nuclear risks 
under the hull policy. 

The Holland association referred to 
the potential problem that would eventu- 
ate should a marine underwriter find 
that under a constructive total loss and 
abandonment of the vessel, the under- 
writer finds himself the owner of a 

“nuclear-infected” vessel. The associa- 
tion also informed underwriters of the 
position of Dutch shipowners with re- 
spect to carriage of radioactive ma- 
terials; namely, the shipowners will not 
carry such materi: ils unless complete in- 
surance cover is granted against nuclear 
infection of the vessel. 

Nuclear Risk Problem in Cargo Insurance 

The problems associated with nuclear 
risks in cargo insurance received major 
attention at the Lisbon conference. Dr. 
H. Ph. Rogaar (Holland), chairman of 
the Union’s cargo committee and a 
member of the executive committee, led 
the discussion, both in the cargo com- 
mittee and before the Open Council 
meetings. The discussion dealt exclu- 
sively with loss or damage to the cargo 
itself and left the matter of liability out 
of the picture. Dr. Rogaar also pointed 
out that legislation in some countries 
makes it difficult to come to internation- 
al agreements and that the purpose of 
the discussion is to get a better insight 
into some of the problems. 

The Nordic Pool reiterated its views 
expressed at Washington in 1960. These 
views suggest that in the normal case of 
insurances on full conditions on goods 
moving by sea from one country to an- 
other the nuclear risk should be borne 
by cargo underwriters but only while 
the goods are waterborne. In cases 
where shipments insured on full condi- 
tions must pass through other countries 
on their way from country or origin to 
country of destination, the cargo policy 
should give cover against nuclear risks 
not only while waterborne but also dur- 
ing international land transit and neces- 
sary transhipments including temporary 
storage incidental thereto. This would 
mean that cargo underwriters would not 
bear the nuclear risk while the goods 


were in storage or were the object of 
purely internal transport in the coun- 
tries of departure or destination. 


(To Be Continued Next Week) 
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Noted Speakers on Agenda for NAII 
Annual Meeting, Nov. 13-16 in L.A. 


Several distinguished speakers on 1n- 








surance trends will address the National 
Associatio1 ~ Independent’ Insurers, 
November 13-16 at the Biltmore Hotel, 
Los Ange 





guest speakers for the 17th 
annual meet are Congressman Wright 
P atman of Texas, John Alsop president 

Mutual Insurance C rf Hartf rd and 


Among 


Landi candidate for the Soautions 
Gubernatorial nomination in Connecticut, 
and Hon. Baddia J. Rashid, chief, trial 
section, antitrust division, U. S. Depart- 


ment of Justice 
4 major feature of the 2 
panel discussion and open forum on 
Total Marketing As Practically Applied 
© Fire and canon A ra ap mig oi The 
discussion will be led by four out- 
tanding company pr 
yperations vary 


program is a 


resi ents whose com- 
distinctly his 
panel session will be moderated by Dr. 
Frank Lang, one of the nation’s leading 
research men on the marketing problem 


McConnell to Give Welcoming Address 


Monday, Nov. 13 delegates will reg- 
ister, attend committee meetings and 
that evening a reception. Registration will 
continue Tuesday morning After the 
invocation, Fenton A. S. Gentry, NAII 
president, will preside over the general 
*. Britton McConnell, Califor- 
nia Insurance Commissioner will give the 
welcome address t 


pany < 


session. 


Response to the ad- 
dress will be given by John H. Carton, 
president of Wolverine Insurance Co., 
sattle Creek, Mich 

Other ad morning include 
the president address by Mr. Gentry, 
president of Southern Fire & 
Casualty of Knoxville, Tenn.; the man 
ager’s report, by NAII General Manager 
Vestal Lemmon, and an address by T 
Nelson Parker, president of the Na- 
tional Association of Insurance Com 
missioners and Virginia Insurance Com- 


tt a 
iresses lial 





} 
who 15 


missioner 


Following the invocation Tuesday after- 


noon Mr. Patman will discuss “Small 

Business—It’s Opportunities & Chal- 
rt 

lenges.” Congressman Patman is chair- 


man of the Small Business House Com- 
mittee, chairman of the Joint Economic 
Committee, vice chairman, Joint Com- 
mittee on Defense Production and mem- 
ber of the Banking and Currency Com- 
mittee, 

Speakers on Lang Panel 
come Dr. Lang’s 


— 1] . ’ 
Next will panel 


Speakers will be John T. Gurash, pres- 
ident, Pacific Employers Insurance Co 
of Los Angeles; Harold G. Evans, pres- 
ident of American Dametits of Reading, 


Pa.; Charles Hodges, president of Amer- 


ican Mutual Liability, Wakefield, Mass 
and Judson B. Branch, president of 
Allstate Imsurance Co. That evening 


there will be 
guests 
Wednesday morning, Prof 


a banquet for members and 


Richard M 





ELLIS H. CARSON 





What is the Future of Domestic Re- 


insurance? 


Wisconsin, 


will discuss 


Heins, University of 
of business research 
of Insolvency After a 
this subject, Judge 
‘“ \ New 
and Its Aftermath.” 
That 5 ag Mr 
“What's Going 


Company.” He _ will be 


Als« p Ww ill 


Ellis H. Carson, president, New E 
Reinsurance Corp. of Boston, w 
speak on the “Domestic Rein 


Market! Its Growth— 
Roy S. Heavner, Templeton, 
& Vance, Inc. of Eng ci N 


give an address on 
} 
] 


Rashid will 
Look at the McCarri 


bureau 


“Causes 
discussion on 


speak 


in Act 


discuss 


to Happen to the Small 
followed by 


ngland 
ho will 
surance 


Its Future.” 
| ) »bbre IW 


J. will 


“Investment for Fire 


& Casualty Insurance Companies.” John 
W. Sener, Jr. partner of John C. Legg 
‘o. of Baltimore will speak on the 
“Can the Industry Attract New 

tal as Required?” discussion 


L 
period will follow and later that 
there will be dinner and entert: 
at the Coconut Grove. 
On Thursday, an executive se 
slated for members only. Adjot 
is at 1:00 p.m. with the board 


ernors and officers luncheon meeting 


follow. A post convention trip to 
has also been planned 


evening 
uinment 


ssion is 
irnment 
of gov- 
Oo 


Hawaii 


NAMED BY PEARL-MONARCH 


The Pearl-Monarch 
has appointed Norman F. 
special agent for eastern 


Insurance 


Wilso1 


with headquarters in Harrisburg, 


Group 
oe: a8 


Pennsylvania 


Pa, 





Neor Ann St., 





EMIL PANGAL 





Phone: WOrth >. asi 


Emil Will A Happy lo <. You 
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Amer. Management Assn 
Elects V.P.s, Directors 


AT RECENT ANNUAL MEETING 
New V.P.s are Vinson, Fromm, Richards, 
Srigley and Ewing; Cristy of Upjohn 
Co. Heads Insurance Division 

Five new vice presidents and 11 direc- 
tors last week in New York were elected 
at membership and board meetings of 
the American Management Association. 

The new vice presidents chosen to 
head AMA’s operating divisions for 
1961-1962 are the following: vice presi- 
dest in charge of the general manage- 
ment division, Arthur F. Vinson, group 
vice president, General Electric Co. New 
York, N. Y.; vice president in charge of 
the manufacturing division, H. Gordon 
Fromm, vice president—operations, In- 
ternational Latex Corp., Dover, Dela.; 
vice president in charge of the market- 
ing division, James C. Richards, vice 
president —sales, B. F. Goodrich Indus- 
trial Product Co., Akron, Ohio; vice pres- 
iden in charge of the packaging division, 
Leland R. Srigley, director of industrial 
engineering, Parke, Davis and Co., De- 
troit; and vice president in charge of 
the research and development division, 
Douglas H. Ewing, vice president and 
technical director, David Sarnoff Re- 
search Center, Radio Corporation of 
Ameria, Princeton, N. J. 

[wo new vice presidents at large also 


were elected. They are Frederick G. 
Atkinson, vice president, R. H. Macy & 
Co., Inc., New York City, and Paul J. 
Cupp, president, American Stores Co., 


Philadelphia. 

Eleven new directors were elected for 
three-year terms ending 1964: William 
M. Allen, president, Boeing Airplane Co., 


Seattle, Wash.; Lee S. Bickmore, presi- 
dent, National Biscuit Co., New York, 
N. Y.; Jack K. Busby, president, Penn- 


sylvania Power & Light Co., 
Pa.; Stuart M. 


director, 


Allentown, 
Finlayson, president and 
Canadian Marconi Co., Mon- 
treal, Canada; Paul B. Wishart, presi- 
dent, Minneapolis-Honeywell Co., Min- 
neapolis, Minn.; Ralph F. Gow, president, 
Norton Co., Worcester, Mass.; John D 
Gray, president, Hart Schaffner & Marx, 
Chicago, Ill.; James J. Nance, president, 
Central National Bank of Cleveland, 
Cleveland, Ohio; William Roberts, pres- 
went, Ampex Corp., Redwood City, 

calif.; and Harry Schniewind, vice pres- 
teas Springs Mills, Inc., New York, 
N. Y. Austin J. Gould, vice president for 
manufacturing Eastman Kodak Co., was 
elected to fill the unexpired term of 
Donald McMaster, former chairman of 
the executive committee, Eastman Kodak 
Co., ending in 1962. 


Presidents’ Professional Association 


Elections 
Also elected 
dents and 


were three vice 
fellows of the 
Professional Association (an AMA af- 
filiate). They are J. Keith Louden, 
former executive vice president, L ebanon 


presi- 
Presidents’ 


Steel Foundry, Lancaster, Pa.; Robert 
W. Moon, president, Lakeside Manufac- 
turing Corp., Milwaukee, Wis.; and 
Charles W. L. Foreman, vice president, 


United Parcel Service, Inc., New York, 
.. Y. (An AMA Fellow is an individual 
who has achieved exceptional distinction 
in an area of management, and who has 
been granted part-time leave by his 
company to serve AMA). 

Six vice presidents in charge of divi- 
sions were re-elected. They are vice 
president in charge of the administra- 
tive services division, Stevens L. Shea, 
vice president, data processing, American 
Insurance 'Co., Newark, N. J.; vice pres- 
ident in charge of the finance division, 
Charles V. Boultin, treasurer, Interna- 
tional Business Machines Corp., New 
York, N. Y.; vice president in charge 
of the insurance division, James C. 
Cristy, manager-insurance, The Upjohn 
Co., Kalamazoo, Mich.; vice president 
in charge of the international division, 
Rowland Burnstan, assistant secretary 
of commerce for international affairs, 
es artment of Commerce, Washington, 
D. C.; vice president in charge of per- 
sonnel division, Albert F. Watters, vice 


General Reinsurance Names 


Lanning Vice President 





MILTON \V. 


LANNING 


Milton V. Lanning has been appointed 
vice president of General Reinsurance 
Corp., it was announced by James A. 
Cathcart, chairman of the board and 
chief executive officer. 

Previously Mr. Lanning was a vice 
president of the Prudential-Skandia- 
Hudson Reinsurance Group of New 
York. With the General Re, his assign- 
ment will be underwriting and produc- 
tion. 

A graduate of Amherst College, Mr. 
Lanning began his insurance career in 
1941 as an automobile underwriter in the 
home office of Hartford Accident & In- 
demnity. 


Olsen Named Operations 
Mgr., Hardware Mutual Cos. 


M. C. Olsen, recently appointed bureau 
operations manager of Hardware Mu- 
tuals, will divide his time between the 
home office in Stevens Point, Wis., and 
the New York headquarters of the Mu- 
tual Insurance Rating Bureau and the 
Mutual Insurance Advisory Association. 
In his new post, he has assumed respon- 
sibilities formerly held by Anthony H. 
Scholz, resident bureau representative in 
New York, who has a new commercial 
underwriting assignment in the compa- 
nies’ eastern district at Newark, N. | 

As bureau operations manager, Mr. 
Olsen represents Hardware Mutuals on 
various committees of MIRB and MIAA, 
serving as the group’s authorized voting 
representative. He also represents the 
companies in the National Council on 
Compensation Insurance. He will con- 
tinue his elected post as president of the 
Wisconsin Council of Safety, and his 
appointed post as chairman of Gover- 
nor Nelson’s Wisconsin Traffic Safety 
Conference. 

Joining Hardware Mutuals as an audi- 
tor in 1934 after graduation from Uni- 
versity of Wisconsin, Mr. Olsen has 
held both district manager and general 
underwriting manager responsibilities. 
He and Mrs. Olsen will continue to live 
in Stevens Point. Their two daughters, 
Jeanne and Judy, are students at the 
University of Wisconsin. 





president-personnel services, General 


Foods ‘Corp., White Plains, N. Y.; 
and vice president in charge of 
purchasing division, Andrew M. Ken- 


nedy, Jr., 
and traffic, 
Pittsburgh. 

Re-elected as vice president of the All- 
AMA Planning council was Wayne J. 
Holman Jr., chairman, Chicopee Manu- 
facturing Corp., New Brunswick, N. . 
David Packard, president, Hewlett-Pack- 
ard Co., Palo Alto, Calif. was re-elected 
a vice president at large. 


vice president of purchasing 
Westinghouse Electric Corp., 











“ite 


an 





| 








October 2, 1961 


— 


The Eastern Underwriter 





Page 47 





— 





Cleary of Aetna C. &S. Sees: 


Rosy Future for Independent Agent 


A bright future for the independent 
insur:nce agent who looks to the future 
was forecast by a company official at the 
recen! Vermont Association of Insur- 
ance Agents annual meeting at Wood- 
stocl Vt. 

Th: speaker was George J. Cleary, as- 
sistant secretary, agency department, 
Aetna Casualty & ‘Surety. 

In his analysis of what the future holds 
for the American Agency System, Mr. 
Cleary pointed to these reassuring fac- 
tors: The continuing economic growth 
of the country and the exploding insur- 
ance market will provide increasing op- 
portunities all along the line. 

Secause the independent agent owns 
his own business in the community, con- 
tributes directly to the economic stability 
of the area and often is a leader i in com- 
munity affairs, his neighbors will prefer 
to do business with him. Similarly, he is 
likely to have a better understanding of 
local insurance problems and is better 
situated to handle them. 

And the very fact that the competition 
is striving to emulate the local service 
type of operation that the agency system 
already features is a further indication of 
the system’s strength, Mr. Cleary de- 
clared. 

“Much responsibility for the future is 


A. Z. Skelding Retires; 





Matar 
ALBERT Z. SKELDING 


A. Z. Skelding, one of America’s best 
known compensation insurance under- 
writers retired October 1 as associate 
general manager of the National Council 
of Compensation Insurance. At the same 
time, Roy H. Kallop was appointed actu- 
ary. General Manager George F. Reall 
made the announcements. 

Mr. Skelding’s career with the council 
began in 1924 when he joined the actu- 
arial staff after having graduated from 
the College of the City of New York. 
He had served as an Ensign in the 
United States Navy in World War I. 

In 1928 Mr. Skelding was appointed 
assistant actuary of the National Council 
and in 1933 actuary. In 1950 he was 
elevated to assistant manager and in 
1957 to associate general manager. 

He is a Fellow and past vice president 
of the Casualty Actuarial Society, has 
served as chairman of its examination 


in the agent’s hands, but he is far from 
alone. The performance of the com- 
panies he represents is both important 
and encouraging. The companies are 
equipped and determined to implement 
programs leading to the common goal of 
progress and greater participation in the 
ever-growing market 

The past performance of the com- 
panies, when carefully reviewed, is per- 
haps most encouraging for the future, 
Mr. Cleary said, citing such innovations 
as package policies, major medical ex- 
pense protection, senior citizen health 
coverages and the new approaches to 
personal automobile insurance. 

“Because of the nature of the busine ss 
and its controls, plus the companies’ mul- 
tiple obligations to the public, its stock- 
holders and agents, change can seldom be 
instantaneous. 

“When innovations are made and new 
directions charted, they often are the 
result of analysis of a problem by an 
agent or a group of agents. It is im- 
portant to remember that channels are 
always open for communication of new 
ideas between agents and the companies. 

“One channel is through the agents’ 
associations. Another important channel, 
perhaps not fully realized, is through the 
kind of field man who is alert, informed 
and encouraged by his company to find 
new paths to progress,” he concluded. 





ROY H. KALLOP 


committee and is presently 
treasurer of the organization. 

Mr. Kallop has been a member of the 
National Council Staff since 1948 when 
he joined the actuarial department. He 
was appointed assistant actuary in 1956, 
working under the supervision of Mr. 
Skelding. 

Mr. Kallop holds degrees in Mathe- 
matics from ‘Columbia University and 
from New York University. He is a 
Fellow by examination of the Casualty 
Actuarial Society and is also assistant 
secretary-treasurer of that organization. 


secretary- 


F.&D.’s Fundenberg Retires; 
Was Co-manager at L. A. 


William C. Fundenberg, co- manager 
of the Los Angeles branch office of Fi- 
delity & Deposit retired October 1, under 
the provisions of the company’s retire- 
ment program. 

Associated with F. & D.’s Los Angeles 
office since 1923, Mr. Fundenberg is a 
graduate of Stanford University and a 
member of the California bar. He has 
long been active in Los Angeles insur- 
ance circles and is a past president of 
the Surety Underwriters Association of 
Southern California. 





NEW POST FOR BROUDER 


Appointed Director of Hartford Insur- 
ance Group Training Center; Joined 
Hartford A. & I. in 1937 

Edward W. Brouder has been ap- 
pointed director of The Hartford Insur- 
ance Group Training Center in Hartford, 
James C. Hullett, chairman of the board 
of directors and chairman of the finance 
committee announces. 

Mr. Brouder joined Hartford Accident 
& Indemnity at the home office in 1937 
and served in the automobile and serv- 
ice departments before joining the train- 
ing center staff in 1946. He was ap- 
pointed training director for Hartford 
Accident & Indemnity in 1948 and has 
continued to participate as an instructor 








We 


EDW ARD W. BROUDER 





MORTGAGE POLICIES ISSUED 


Continental Casualty’s Unemployment 
Mortgage Policies Will Apply to Over 
250 Houses in Fox Lake, Ill. 
Continental Casualty has just issued 
the unemployment insurance policy pack- 
age covering home mortgages to Charles 
F. DeBruler of Cross Country Homes 

Corp., Fox Lake, Ill. 

Mr. DeBruler said the policies will 
apply to over 250 houses selling for an 
average of $15,000. 

The insurance plan, developed jointly 
by Continental Casualty, Home Builders 
Association of 'Chicagoland, and the Celo- 
tex Corp., will provide monthly mortgage 
payments for eligible homeowners who 
buy homes in qualified new home sub- 
divisions. The premium on the policy will 
be paid for by the builder and included 
in the purchase price. 

Mr. DeBruler has taken out policies for 
his developments in ‘Mundelein (30 lots), 
Wildwood on Gage’s Lake, a subdivision 
about 12 years old which has 1,000 de- 
veloped lots and will be fully completed 
in about six years, and in Fox Lake 
Hills, which has 150 developed lots with 
1,000 contemplated. Homes in these de- 
velopments fall within the $12,900 to 
$18,000 range and can be purchased on 
no money down terms, Mr. DeBruler 
said. 

The policies, which currently are being 
offered only to builders in the Chicago 
area, will pay all costs, including prin- 
cipal, interest, taxes and insurance of the 
homebuyer’s monthly mortgage payments 
for up to six months of continuous un- 
employment. The plan will apply only to 
persons who are laid off or discharged 
through no fault of their own. In addi- 
tion, it will cover mortgage payments for 
up to five years, after a 15 day waiting 
period, for homeowners unable to work 
because of accident or illness. 


Kemper Companies Elect 


Four New Directors 


Board Chairman James S. Kemper of 
the Kemper Group Companies, an- 
nounces four additions to the boards as 
follows: 

Former United States Postmaster Gen- 
eral Arther E. Summerfield has been 
reelected a director of American Motor- 
ists, a position he held prior to becom- 
ing a member of the Eisenhower cabinet 
in 1952. 

Allan A. Rowan-Legg, president of 
Superior Propane Ltd. of Toronto, 
Canada, has been elected to the eastern 
advisory board of Lumbermens Mutual 
Casualty. 

Robert F. Smith, president of the 
Indiana General Corp. of Valparaiso, 
Ind., and Hampton E. Tonk, president 
of the Tonk Manufacturing Co., have 
been elected to the manufacturers ad- 
visory board of Lumbermens Mutual 
Casualty. 

Companies in the Kemper Group have 
assets exceeding $450 million and write 
all lines of insurance. The largest com- 
pany, Lumbermens Mutual Casualty, was 
founded in Chicago by James S. Kemper 
50 years ago. 





in the casualty and bond school since 
that time. 

A native of Methuen, Mass., Mr. 
Brouder graduated from Tufts Univer- 
sity and University of ‘Connecticut’s 
Hartford College of Insurance, He also 
graduated from Hartford Institute of 
Insurance as an associate of the Insur- 
ance Institute of America. In addition, 
he has been an instructor at the Hart- 
ford College of Insurance since 1946. 

Past secretary and member of the ex- 
ecutive board of the Insurance Company 
Education Directors Society, Mr. Brou- 
der is also a member of the Association 
of Risk and Insurance (formerly the 
American Association of University 
Teachers of Insurance), rt ie World 
War II he served with the U. S. Coast 
Guard for four years. 


NBCU Hikes Oregon School 


Liability Insurance Rates 


A sharp increase in bodily injury li- 
ability insurance rates for Oregon schools 
has been approved by the Oregon Insur- 
ance Department because of the vastly 
increased exposure to loss by schools 
resulting from an Oregon Sasciae Court 
decision, the National Bureau of Cas- 
ualty U nderw riters announces. 

In March, the Bureau said, the Su- 
preme Court stripped Oregon schools of 
their governmental immunity from law 
suit in the case of Vendrell vs. School 
District No. 26 of Malheur County, to 
the extent that the schools have liability 
insurance. The decision, the Bureau 
noted, means that a school c an only be 
held liable for bodily injury damages up 
to the amount of insurance coverage it 
carries. 

The new rates, effective September 
15, will be used by all member companies 
of the National Bureau and, historically, 
Bureau school rates have been followed 
by independent companies as well. 

While the new rates reflect increases 
of 100 to 700% in various school cate- 
gories, the Bureau pointed out they will 
put Oregon roughly equal to rates al- 
ready in effect in other states where 
schools do not enjoy commenti im- 
munity. 

The language of the Supreme Court 
decision raises the question of whether 
a sc hool might invite bodily injury suits 
by purchasing insurance, the Bureau said, 
but it is expected that few schools would 
want to risk going without such protec- 
tion since laws are always subject to 
judicial interpretation. 


MIRB Broadens CPL Cover 
On New York State Policies 


The Mutua! Insurance Rating Bureau 
has broadened the coverage afforded 
under comprehensiv e personal and farm- 
er’s comprehensive personal liability 
policies in the state of New York, ef- 
fective September 13. By policy amend- 
ment coverage is now afforded auto- 
matically without charge for the re- 
mainder of the policy period, for out- 
board motors, regardless of horsepower, 
acquired during the policy period. This 
amendment was previously announced as 
approved as of August 16 in 42 jurisdic- 
tions where the Bureau is licensed and 
effective September 13 in Texas. 
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Richards Made Ontario 
Superintendent of Ins. 


HE SUCCEEDS R. B. WHITEHEAD 
Former Deputy Superintendent was Born 
In England; Joined the Department 

Chief Examiner in 1938 


The promotion and appointment was 
recently announced of Cecil Richards, 
C A. Deputy Superintendent of Insur- 


-e, as Superintendent of Insurance for 








CECIL RICHARDS 

Ontario. He succeeds Roy B. White- 
head, Q-C., who has retired on pension 

Mr. Richards, who was born and re- 
ceived his early education in England, 
came to Canada in 1921. Entering the 
firm of Wilton C. Eddis and Sons, 
Chartered Accountants, Toronto, in 1925, 


he received his degree of Chartered Ac- 
countant in 1930 and later became an as- 
sociate partner 
Mr. Richards joined the Department 
of Insurance as Chief Examiner during 
the administration of Superintendent 
McNairn in 1938. He was appointed 
Deputy Superintendent in 1957 
pod and favorably known to 
surance fraternity throughout 
it is oculiently anticipated 
Richards will prove a worthy successor 
to Mr. Whitehead who served the de- 
partment as Superintendent with dis- 
tinction for more than 17 years. 
FEATURES OF AMA. INS. MEET 
Fall Conference Nov. 8-10 at Drake 
Hotel, Chicago Will Exhibit Liberty 
Mutual Survival Car 
The American Management Associa- 
tion’s fall insurance conference schedul 
for November 8-10 at the Drake Hotel, 
Chicago will exhibit Liberty Mutual's 
Survival Car II. Other features include 
“Use of Financial Statements in Cor- 
porate Risk pc: el A. Hawthorne 
Criddle ben bilitation of Accident 
Victims in Third-Party Liability Cases 
a New Concept of Responsibility,” 
Arne Fougner. “A Graphic Analysis of 
Guiding Principles for U. & O ‘“ 
Francis X. McCahill, 
A Panel—Legal 


the in- 
Canada, 


that Mr. 


Losses, 
Esq 

Tax, Administratiy 

and Underwriting Considerations in 
Establishing “An Off-Shore Insurance 

Company in Bermuda” Sir Henry James 


Tucker, Sydney R. Pine, Esq., David H 
Graham, Esq. 

“Checking Your Corporate Insurance 
Program,” Ernest L. Clark. “Manage- 


Control of Risks of Accidental 
James C. Cristy, Neill F. Crowley, 
Richard H. Lander, Gerard J. Rabbett 

“Cost Control In Employe Benefit 
Programs,” D. W. Pettengill. “Govern- 
ment Contractors’ Exposure to Catastro- 
phe Risks—How Adequate Is Insuranc« 
and Government Indemnity,” Kenneth C 
Hall, Arthur W. Murphy, Esq 

The luncheon address will be “Impact 
of Rate Regulation ] Corporate 
Insurance Manager,” Bradford Smith, 


Ir 


ment 


Loss, 





AMERICAN DIVIDEND 
The American ey surance Co. has de- 
clared a dividend of 32%¢ a share, pay- 
able December 1, > bose 3 tt lers of rec- 
ord Nevember 6. 


Speno Urges Lawyers Assn.: 





Wait For Uniform Seat Belt Quality 


The chairman of the New York Joint 
egislative antag on Motor Vehicles 
Traffic Safety, State Sen. Edward J. 
Ah. (R.) said last week he is opposed to 
making purchase of seat belts mandatory 
as yet because of vast differences in the 
quality and price of belts on the market. 
from the New York 
Plaintiff Lawyers Association to make 
it mandatory that cars be equipped with 
belts, and also state procedures for spot 
testing the strength of belts on the mar- 
ket was discussed by experts at a com- 
mittee public hearing last Wednesday in 
New York City. 
Sen. Speno forced the auto manufac- 
turers during conferences in Detroit last 
February 23 and 24 to agree to put seat 


This proposal 


belt attachment points into the front 
seat of all 1962 automobiles, thus insur- 
ing uniform, proper installation and 
eliminating mechanics’ charges for the 
iob which ranged from $22 to $50. Seat 
belts reduce the chance of death or 
serious injury to the wearer by more 
than 35% 


Sen. Speno backed up the Detroit 
agreement with a law in New York 
State requiring the installation which 


has since been enacted in Michigan and 
is before the legislatures of several other 
states. 

“In future years,” Sen. Speno said, 

1e belts will be mandated into the car 
by law and all cars will come from the 
manufacturers equipped with belts for 
every occupant at minimal price. 

“T believe there will be legislation and 
also agreement with the manufacturers 
to i effect in 1963, not 1962. By that 
time testing procedures will have been 
als rdized and will include durability, 
the wae will have dropped drastically in 
price because of competition and the 
auto af eo ty I predict, will have been 
shown that the public wants to use the 
belts.” 

The agenda Wednesday consisted of 
eigth areas of legislative action, includ- 
ing reduction of air pollution from auto- 
mobile fumes through mandatory instal- 
lation of certain mechanical devices on 
the car. 





Massachusetts Compulsory 
Auto Rates Increased 5.3% 


A tentative statewide average increase 
of 5.3% in compulsory auto liability rates 
for Massachusetts has been announced 
by Insurance Commissioner Otis M. 
Whitney. 

An average statewide increase of 7.9% 
which insurers had asked for is unlikely 


to be met if Commissioner Whitney 
decides to finalize the tentative rates 
following a public hearing set for Oc- 


tober 20 in Boston 

The Commissioner also announced that 
the differentials in the age and use clas- 
sification plan has been increased. Female 
drivers under 25 and male drivers under 
25 who are principal operators or owners 
with driver training become separate 
cl asses. 


Wise Heads Fidelity, Surety 
Dept. of Heme Indemnity 


Paul S. Wise has been elected secre- 
tary of The Home Indemnity, President 
Kenneth E. Black announced. 

Mr. Wise, a graduate of University of 
Maryland. received CPCU designa- 
tion in 1950. He began his insurance 
career with Fidelity & Deposit in Balti- 
more, and in 1953 joined the Crum & 
Forster Group, where he directed that 
company’s bond operations 

Mr. Wise has been placed in charge 
of The Home Indemnity’s fidelity and 
surety Separtment, countrywide. 


W.D. Ballinger: —- 


The election of William D. Bollinger 
as an assistant secretary of the Fidelity 
& Deposit is announced by B. H. Mercer, 
president 

Now manager of F.&D.’s claim depart- 
ment, Mr. Bollinger has been contin- 
“yr sly identihed with that phase of the 

F.&D.’s operations since joining the com- 
pany in 1929. He is a graduate of Uni- 
versity of Maryland Law School and 
member of the Maryland bar 


his 


BERENS APPOINTS McKNIGHT 

William J. McKnight has been ap- 
pointed account executive of the F. W. 
Berens Insurance Service, Inc. of Wash- 
ington, D. C., according to Howard De- 
Franceaux, Berens president A native 


of Detroit, Mr. McKnight has served for 
24 years with Standard Accident. His 
last post was with Standard in Wash- 
ington as production manager. He has 
also served in the company’s home of- 
fice in Detroit; in Indiana; and in Cali- 
fornia. Prior to his Standard affilia- 
tion, he was employed by The Detroit 


Free Press. 


Seitinaedl Surety hasan 
Keough as Syracuse Mgr. 


William E. Keough has been appointed 
by the Seaboard Surety of New York 
as manager of its newly opened branch 


office at Syracuse, N. Y. which will 
service central New York. 
Mr. Keough comes to the company 


with a background of 15 years of fidelity 
and surety experience, all in the upper 
New York State area. He started with 
Aetna Casualty & Surety and after 
taking its home office training school 
course he was assigned to the Syracuse 
branch. About five years ago he joined 
Massachusetts Bonding and served as 
superintendent of its bonding depart- 
ment at Syracuse. He is a graduate 
of St. Lawrence University. 


Zurich-American Dusnsbans 
Two Eastern Claim Mgrs. 


The Zurich-American Insurance Com- 


panies have made two claim depart- 
ment changes in eastern offices as fol- 
lows: Allison R. Henry, superintendent, 


3uffalo claim department, becomes as- 


sistant claim manager, eastern depart- 
ment, with offices in New York, and 
Francis J. Kowalski becomes  superin- 
tendent of the claim department, Buffalo. 

Mr. Henry joined Zurich in 1953 as 
a claim examiner in New York after 
five years with the Travelers. 

Mr. Kowalski joined Zurich in Feb- 
ruary, 1959, in its New York claim de- 
partment. In February, 1960, he was 


promoted to claim superintendent in the 
New Haven branch office. Before be 
coming associated with the Zurich he was 
with the Hartford Accident & Indemnity 
at Bridgeport, Conn. for ten years. 


Hartford Debaes Boiler 


Promotes Mount, O’Connor 
Hartford Steam Boiler has promoted 
William B. Mount to supervising special 


agent, Philadelphia branch office and 
3ernard J. O'Connor, Jr., to office super- 
visor, New York branch office. 

Mr. O’Connor, New England native, 
attended LaSalette College in Iowa. Prior 
to joining Hartford Steam Boiler in 
1958, he served four years in the U. S. 
Army Before being named office super- 


visor in the company’s New York branch 


office, he served in the Boston branch 
othice. 
Mr. Mount was graduated from Buck- 


nell University. He joined the company 
in 1957 and upon completion of a home 
office and Hartford branch training pro- 
gram, was named special agent in Phil- 
adelphia. 





“pamealocnn Commercial Agcy, 


Of Charlotte in New Bldg, 





DONALD H. 


DENTON 


The American Commercial Agency, 
Inc., of Charlotte, N. C., has moved into 
its new offices on the 11th floor of the 
new North Carolina National Bank 
Building. 

A recent open house was attended by 
several hundred friends of the agency. 
The agency was established in 1901, and 
the officers are: 

Donald H. Denton, president; John D. 
Leak, vice president; William L. ba 
vice president and secretary and Ike 
Jones, treasurer. 


Home of N. Y. oe Erect | 
44-Story Home Office Bldg. 


The Home Insurance Co, of New 
York filed plans September 27 for a 
44-story office building to be built on 
the west blockfront of William Street, 
between Maiden Lane and John 
Street, in the downtown N. Y. fi- 
nancial district. 

The $20,000,000 structure will re- 
place the Home’s present 12-story 
building at William Street and 
Maiden Lane. It will include adjoin- 
| ing property purchase in June from 
|the New Amsterdam Casualty, and | 
| 
| 
| 











}will supplant a 30-story building of| 
the latter company on the corner of} 
John and William Streets, N. Y. 4 





Noyes Joins Fireman’s Fund 


In Safety Engineering Dept. 


Harry F. Noyes has taken over the 
duties of Harold A. Goodyear, superin- 
tendent of safety engineering in_ the 


Eastern department of Fireman’s Fund 
and affiliates. After many years of serv- 
ice, Mr. Goodyear will retire on January 
1, 1962, but will remain with The Fund 
as a consultant until that time. 

{r. Noyes, a graduate of the Engi- 
neering School of Northeastern Univer- 
sity, comes to The Fund following 22 
years in insurance safety-engineering 
management. His most recent assign- 
ment was in the engineering research 
division of the Association of Casualty 
and Surety Companies. 


Bis Bill 
(Continued from Page 23) 
ing the special dinner included R. Lewis, 
vice president; L. A. Tomlinson, vice 
president; Elbert Tod 1, secretary and 
treasurer; Thomas Lofton; Howard Pitt; 
Howard Barber; and Harold Morrow. 
Another representative of the Detroit 
home office was V. L. Kloppenburg, as- 
sistant vice president; representing the 
Atlanta branch office were L. W. Reichile, 
manager and A. H. Klein, manager 


bond department 
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STRESS SURVEY SALES METHOD 
Brunelle Tells Aetna Casualty Sales 
Grads “It’s Agent’s Best Opportu- 
nity’; Troyer Leads Class 
The survey method of account selling 
gives tie new agent his best opportunity 
for esiablishing a professional reputa- 
tion, embers of the Aetna Casualty & 
Surety sales courses were told at their 
recent graduation dinner in Hartford, by 
George R. Brunelle. Mr. Brunelle, a 1951 
gradunie, is now vice president of Porter- 

Brunelie, Inc. of Albion, N. Y. 

“No: only is the client for whom you 
do the survey impressed with its thor- 
oughness, particularly if a claim arises, 
hut the word seems to spread that you're 
a mat who really knows his business,” 
Mr Brunelle said. He cited two exam- 
ples from his own experience: 

A la irge local firm for which he had 
prepared a survey and put coverage in 
force later suffered a major fire loss. 
“The owner followed the claim man 
around with the survey sheet in his hand 
and really got a look at protection in 
acti He was able to see how import- 
ant it was that we'd left no gaps in his 
coverage,” said Mr. Brunelle. 

A survey he made for a downtown 
store set off a chain reaction of sales. 
“The store owners told the man next 
door about the job we’d done for him. 
He in turn told someone else. By the 
time | was through | had done surveys 
for six firms in the area, all because of 
that first one,” Mr. Brunelle stated. 

The speaker said the client should 
never get the feeling that he is doing 
the agent a favor by buying insurance 
from him. “If you have handled his 
insurance properly and ona professional 
basis, you've done him the favor,” he 
asserted. 

The class was led by Paul H. Troyer 
Ir. of Cleveland. Other blue ribbons for 
high scholastic standing went to Blair E. 
Blage and Richard F. LaHue of Indiana- 
polis, Gerald W. Murphy of Hartford, 
Robert A. Morrison of Philadelphia, 
James L. Jerden of Atlanta, James A. 
Hoyt of Danbury, Conn., Carter Norris 
of Phoenix, and Robert W. Wadleigh of 
Huntington Park, Calif. 

Gold ribbons for demonstrating out- 
standing soliciting techniques were won 
by Messrs. Blage, Murphy, Norris, Roy 
|. Peoples of Lake Placid, Fla. and 
Philip J. Schmitt of Hartford. 


Former Kemper Group Safety 
Director R. C. Barr—Dies 


Raymond C. Barr, a pioneer in in- 
dustrial safety and retired employe of 
the Kemper Insurance Group, died last 
month at Sunnyvale, Calif., after a long 
illness. Mr. Barr, who was 73, made his 
home at Palo Alto, Calif. He was with 
the Kemper Group from 1930 to 1952, 
retiring as district safety director in San 
Francisco. 

Mr. Barr served for a number of years 
on the examining committee for safety 
inspectors for the State of California. 
He assisted in writing many safety codes, 
particularly in the lumber and logging 
industries. A founder and life member 
of the American Society of Safety 
Engineers, he was a native of Stock- 
bridge, N. Y. 

Survivors include his wife, a son, two 
sisters and five grandchildren. 


Employers Mutual Casualty 


Advances Crow in Nebraska 

Employers Mutual Casualty has ap- 
pointed Lester E. Crow of Ww ichita, 
Kans., manager of the company’s Ne- 
braska branch office in Omaha. 

Mr. Crow, who has been with Employ- 
ers Mutual 21 years, moves up from the 
position of assistant manager and chief 
underwriter of the Kansas-Oklahoma 


branch office in Wichita. 

He will become branch manager at 
Omaha October 15, succeeding Donald E. 
Hendrix, who has resigned after 21 years 
with Employers Mutual to enter a busi- 
ness outside the insurance field 


Liability Ins. for Outboard 
Motors in N. Y. Broadened 


Comprehensive personal liability in- 
surance policyholders in New York State 
who acquire an outboard motor Septem- 
ber 13 or thereafter will receive full 
automatic insurance coverage without 
charge for the remainder of the policy 
period as a result of a change in cover- 
age effective that day. A similar program 
has been introduced in most other states. 

This broadening of outboard motor 
coverage was announced by the National 
Bureau of Casualty Underwriters and 
affects holders of policies issued by more 
than 250 companies affiliated with NB- 
CU. The Mutual Insurance Rating Bu- 
reau made the same announcement. 

Heretofore, when a comprehensive 
personal liability policyholder acquired 
an outboard motor after the effective 
date of the policy he had automatic cov- 
erage for a 30 day period during which 
he was required to notify the company 
and an additional premium charge was 
made for the remainder of policy term. 

As a result of the change it will no 
longer be necessary for the insured to 
notify the company of the acquisition 
of an outboard motor with more than 10 
horsepower and no additional premium 
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charge will be made for the balance of 
the policy period. However, upon policy 
renewal the usual premium charge will 
be made for coverage during the re- 
newal period. The policy will continue 
to afford coverage for outboard motors 
of 10 horsepower or less without any 
additional premium charge 

In New York and other northern area 
states the additional premium for cov- 
erage is $8 for outboard motors with 
over 10 horsepower but less than 25, $12 
for those with 25 to 50 horsepower and 
$16 for those with 50 horsepower and 
over, the NBCU announced. 

In the southern area states, where the 
use of outboard motors is not seasonal, 
the additional premium is $10 for motors 
with over 10 but less than 25 horsepower, 
$15 for those with 25 to 50 horsepower 
and $20 for 50 horsepower and over. 


Named New England Mgr. 


Liberty Mutual Insurance Co. has 
named Roger H. Wingate manager of its 
New England division. Formerly assist- 
ant manager of the company’s loss pre- 
vention department, Mr. Wingate is as- 
sistant vice president. ‘Mr. Wingate holds 
civil engineering degrees from Tufts 
College Engineering School and Massa- 
chusetts Institute of Technology. 


For the second year in succession Prudential’s much acclaimed TV 


series, “THE TWENTIETH CENTURY,” 


has won the coveted 


Emmy Award. Also, a special U. S. Department of Defense Certifi- 


cate of Commendation for outstanding service in presenting Armed 


Forces activities has been added to the program's many achieve- 


ments, awards and prizes. Week after week the program brings 


millions of people the exciting events, problems and personalities 
of our time. “THE TWENTIETH CENTURY” is one of the ways 


we build public acceptance for our products and for the services 


of Prudential representatives. 


Central Surety President, 
V. P. Given Farewell Dinner 


Commercial Union - North British 
Group associates and directors of the 
Central Surety and Insurance Corp. 
tendcred a farewell dinner to retiring 
Central Surety President H. P. Linn and 
Vice President H. J. Hudson at the Kan- 
sas City Club, Kansas Cc ity, folowing the 
September 21 meeting of the board of 
directors. Central Surety is a member 
of the CU/NB group, and Mr. Linn and 
Mr. Hudson are also executive officers 
of the Affiliated companies. Mr. Hudson 
retires September 30, 1961. After retire- 
ment Mr. Linn will continuz as a director 
of Central Surety. 

Executives from the New York head 
office who attended were W. L. Nolen 
and T. B. Kelley, United States man- 
agers; D. H. Whitney, vice president 
and rer E ge W. L. Schaefer, Jr., as- 
sistant U. S. manager. Departme ‘nt heads 
of the W aan department at Kansas 
City, headed by Manager Willis Lude- 
mann, also were among the inv‘ted guests. 

Mr. Nolen, who is also chairman of 
the board for Central Surety, acted as 


toastmaster. Mr. Linn and Mr. Hudson, 
respectively, were recipients of an out- 
board motor and a fishing outfit, as re- 
tirement mementoes. 
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THE GOLD BOOK TO BE 
PUBLISHED NEXT WEEK 
The 1961 issue of THE Gotp Book of 
Life Insurance Selling will be published 
m October 9. Making its first appear- 
ance forty years ago it has grown in 


popularity and readership, acting as a 


base for general agency meetings which 
ave often been stimulated by ideas 
found Go._p Book articles 

Theme of this year’s GoLpD Book is the 


earnest campaign insurance companies 


are waging to persuade clients that strip- 


ping cash values through buying of 


margin insurance is tearing down a valu- 
able economic edifice which may have 
taken years to build and_ substituting 
another kind of investment often leads 


to unfortunate c Views are 
rienced field 


msequences 


given by many expe men 


vho have observed tragic income losses. 
Two articles on replacement have as 
their authors Roger Hull, president Mu 
tual Of New York and Chester O 
Fisher a vice president of Metropolitan 


4 
Life and president of Association of Life 


Insurance Counsel 


Among a wide range of topics dis 
cussed Tue Gotp Book are marketing 
plans of companies and opinion of suc- 
cessful agents about future sales trends 


The current situation with reference to 
the 1959 federal taxation of life insur- 
ance companies is explained by Chair- 
man Henry Rood of companies’ joint 


committee on this subject 

Protection of beneficiaries when poli- 
cies are lost or misplaced is discussed by 
Donald MacNaughton, 
Harry Rothrock, 
Banking executives 
on savings and prudence 
panies. What CLU 


is a topic discussed by 


authorities Pru- 


dential, and Equitable 


Society have articles 
and trust com- 
means to women 
Lillian 


Society of 


Hogue, 


president American CLU 
and some other women CLU 

health 
are covered by Ex 


Metropolitan Life; 


articles 
McDonald, 
Williams of 


Group and insurance 
Iwin C. 


James R 


Health Insurance Association, and Ardell 
T. Everett, The Prudential. 
THe Gotp Book has its customary 


number of articles about insurance per- 
sonalities, three among them being Louis 
Menagh, president, Prudential; Clyde 
Gay, executive vice president, John Han- 
cock and Ben Feldman, the New York 
Life agent who paid for $20,000,000 last 
none of his insurance 


year, cases being 


Group. 


BOARDS OF DIRECTORS 


As soon as one of the most successful 


insurance companies, or banks or in- 


dustrial concerns with nationwide repu- 


tations elect a new president, or a 


famous Government public servant or a 


renowned military figure retires to private 


life he is almost immediately besieged 


become a director in the business or 


financial world. Frequently he agrees 
to do so 


When 


the Presidency the only 


President Coolidge retired from 


post in private 
to fill 
directorate on an insurance 
(the New York Life). 


layman it is a 


life he would undertake was that 


ot a com- 
pany board 
To the 


so many of 


mystery why 
these 
been 


noted personalities 


and there have four or five women 


who have become insurance company 


directors, several of whom were presi- 


dents of women’s colleges—go on boards 


of directors in private business. The 
stipend does not amount to much. The 
former $50 or $100 a meeting fee is now 


from $1,500 to 
It is not easy for directors 


an annual salary running 
$2,400 a year. 
to find 
as often they have heavy responsibilities 
And, yet, 
the principal banks, insurance companies 


time to attend such gatherings, 


in thei- own establishments 


and industrial firms have boards in- 
cluding outstanding leaders in many 
fields, men of high integrity and fine 


character who have won substantial per- 
sonal success in their individual fields. 
The reason so many distinguished men 
join a board the 
institutions in the 
self- 


wise 


because it is one of 


finest, most efficient 


American economy and a great 


The 


selection of board members with pub- 


educator company making a 
lic interest in mind increases its prestige 
by the character of its management and 
knowledge by that it is 
resented by a who 


the public rep- 


guardian protects 
It has avail- 
able thus through its board knowledge 
of a wide segment of business operations, 


it as well as the company. 


and advice of many men in a broad 
area 
On the other hand, 


men by 


successful business 
joining boards enter new worlds 
in the economy, increase their experience 
and knowledge in walks of life, 
learn new important facts about opera- 
tions in areas where they have been only 


many 





FLANKING DISPLAY POSTER 
pensation stamp during White 
workmen’s compensation law are 


showing 
House ceremonies 
(from left) President Kennedy, Gov. Gaylord 
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workmen's 
pioneering 


commemorative 
honoring 


com- 
Wisconsin 


Nelson of Wisconsin, Vice President Johnson and Postmaster General Day. The 


President cited progress of industrial safety 
ceremony, the 


became 50 years old Sept During the 


fostered by compensation law which 


Ne ution’ $s insurance industr y 


was credited with playing an important role in reducing industrial accidents. 





Syed Mansur, official visitor from East 
Pakistan, recently attended the United 


States Life training course. The ses- 
sions were held for agents — pro- 
ducers at Dascit Agency, Inc., U. S. Life 


Mr. M, ansur, 


Pakistan, 


general agent in New York 
a well known business man in 


has been the chief area organizer of the 
Norwich Life for the past 11 years. He 
is now an advisor to the Pakistani legis- 


lature on insurance matters. He came to 
the United States as a participant in the 
Foreign Specialists Program under the 
auspices of the State Department Office 
of Cultural Exchange. Mr. Mansur has 
been in the country to look into the 
current pr ictices in the training and 
licensing of life insurance agents in the 
United States. 


* * * 


Charles Dawson, Fargo, N. D., nation- 
al state director for North Dakota in 
the National Association of Insurance 
Agents, will leave Rome, Italy, where he 
will be attending a Hail Congress, 
9:30 on the morning of October 12, and 
arrive in his home city the same evening 
The next day he will attend an agents’ 
convention in Fargo. 





casually acquainted. The more extensive 


their experience the better equipped and 
efficient executives they become in their 
own organization. So generally is this 
known in newspaper offices that the lead- 
ing metropolitan papers, not always hav- 
ing columns available for routine insur- 
ance news, invariably print the pictures 
of new directors of insurance companies. 

On another page of this issue The 
Eastern prints an article 
about the newly merged Manufacturers 


Hanover Trust Co 


Underwriter 


, fourth largest bank 
in the nation. The story reveals that two 
of its directors are insurance men and 
all prominent 
on boards of 


that a number of others, 
in their fields, 
ance companies. This is a fine tribute 
to the insurance business. 


are insur- 


William T. Lyons is now associated 
with Schiff Terhune Inc., New York 
City, a leading insurance brokerage firm, 
and has been appointed an assistant vice 
president and account executive. Mr. 
Lyons was formerly assistant insurance 
manager of the C.I.T vgn Corpora- 
tion and prior thereto he was with Crum 
& Forster. He attended New York Uni- 
versity, graduated from the School of 
Insurance and has secured the CPCU. 
designation 


oe? -*.@ 


Earl M. Trumbower, Jr. has been ap- 
pointed life special agent for eastern 
Pennsylvania by the new Harleysville 
(Pa.) Life. 


* * * 


to the staff of Occi- 
dental Life of California’s Charlotte, 
N. C. branch office is Charles LaMar 
Travis who has been appointed broker- 
age manager, according to Earl Clark, 
CLU, vice president in charge of agen- 
cies. 


Newest addition 


2 * * 


Carr R. Purser, 
York for 
Donald, 


general agent in New 
Penn Mutual, and Tom B. Mc- 


director of training for South- 


land Life, are the 1961 winners of the 
best article awards for Manager’s Mag- 
azine and District Management. The 


awards, inscribed desk clocks, were pre- 
sented at the GAMC luncheon during 
the 72nd annual convention of the NA- 
LU in Denver, by Burkett W. Huey, 
managing director of Life Insurance 
Agency Management Association, pub- 
lisher of the magazines 

Mr. Purser’s 
Progress,” 


article, ‘ ‘Pp erformance and 
appeared in the 1961 second 
quarter issue of Manager’s Magazine. 

Mir. McDonald’s article, “Not Group 
Training—but Training the Group,” was 
published in the second quarter 1961 is- 
sue of District Management. 

These award winners were selected by 
a panel of judges comprised of home of- 
fice and field management executives 
from among LIAMA’s member compan- 
ies, 
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ry When a client presents a claim he 
suddenly finds out just how important 
“that piece of paper” really is. 


He learns a lot about your company, too, 





particularly its claim policy. 


You have a big stake in how well his claim 
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is handled for a satisfied client means 
business stays on the books 


and attracts new business. 






Travelers agents sell with confidence 
and enthusiasm for they know 

they are backed up by a great claim 
organization, a staff that handles more 
n than 60,000 claims every week. With 
more than 4,310 full time Travelers claim 
people in key locations throughout 

the U.S. and Canada, agents know these 
60,000 claims are handled smoothly, 

with promptness, efficiency, and courtesy. 


° Another solid reason why Travelers 


e 
fo YOUR ndependent . 
e T AGENT serves you and your clients best... 


Tasurance 


g “serves/ vou /rirst® 


for all forms of insurance. 





THE TRAVELERS INSURANCE COMPANIES 


Hartford 15, Connecticut 
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Advertising that Helps Agents Sell 


“Research has indicated that Prudential’s ad- 
vertising efforts in print and on television, par- 
ticularly in recent years, have paid off by building 
greater good will for the Company and by creat- 
ing the kind of atmosphere in which our sales 
representatives can be most successful.’ Frederick 
H. Groel, Executive Vice President, The Prudential 
Company of America. 


From its early beginnings, Prudential has relied 
on advertising to help sustain the growth of the 
company. The famous slogan, “The Prudential Has 
the Strength of Gibraltar,” was first used in maga- 
zine advertisements in 1896. Over the years, Pru- 
dential has diversified its services to meet the life 
and health insurance needs of people at every in- 
come level and in every business situation. Today, 
the company insures 36 million people who carry $82 
billion worth of life insurance in force. The com- 
pany sells life insurance for individuals, families 
and business; annuities, health insurance, and in- 
surance and pension plans for employee groups. 


Three Advertising Objectives 


Supporting this vast selling effort, the company 
has three basic advertising objectives: 

1) To reach as many people as possible in all 
walks of life. Its advertising is directed to the widest 
possible market, using advertising outlets that give 
its insurance messages the greatest circulation and 
exposure. 

2) To pave the way for the agent to sell and 
conserve business. The agent’s job is easier when his 
prospect has already read about or heard about him, 
his product and Prudential. It enables him to con- 
centrate on his immediate objective—which is to sell 
insurance. 

3) To build prestige for the agent and the com- 
pany. Since insurance is fundamentally only a 


promise for future payment, complete faith in the 
company must be implanted in the minds of pros- 
pects. 

“The Twentieth Century” 


Advertising that builds prestige for the company 
may be found in its popular television show, “The 
Twentieth Century,” which has received some 40 
awards for its public service contributions. Film 
prints of “The Twentieth Century” are seen free of 
charge every year by well over 5 million students 
and grownups. Field offices are alerted to those 
groups in their communities which have requested 
prints so that agents may follow through with sales 
calls at a later date. Almost 10,000 educators regu- 
larly receive teaching guides designed to help them 
build student activities around the programs. 


Product Campaign 


In conjunction with the television series, a power- 
ful new print campaign in LOOK will reach an 
audience of over 30 million people. The campaign, 
aimed at specific markets, among them women, 
middle-income family men, farmers and business 
men, will also appear in other leading publications. 
From time to time, the ads will tie in with special 
sales events. 

The objective of the first ad in the series, a spec- 
tacular, four-color spread advertisement, was to 
underscore people’s insurance needs. The ad (see 
illustration above) shows three average American 
couples in every-day activities, and gives case his- 
tories of their specific insurance benefits. It drives 
home the campaign theme: “insurance protection 
we need right now for the responsibilities we have 
right now.” 


Direct Aid For Agents 


Over 350,000 reprints of the ad appearing in 
LOOK were distributed to agents. The company also 
supplied them with unique brochures, a separate 


version for each of the couples in the ad—young 
married, growing family, approaching-retirement 
age—which clearly spells out the premiums for, and 
the benefits from, Prudential life insurance policies. 
By tying-in its sales literature to the advertising 
copy theme, the company capitalizes on the cam- 
paign’s impact on the reader, and smooths the 
agent’s path for making a direct sell on the pros- 
pect’s immediate insurance needs. 


“Contributed to Sales” 


Reports from Prudential’s field offices attest to 
the ad’s effectiveness: 

“Ad was striking. Using the 3 synopsis forms, 
Agent Allen sold two retirement plans, Agent Skel- 
ton a number of young marrieds, and Agent Rafeld 
some Family policies and Modified 5-10’s.” Merritt 
H. Clymer, Mgr., Canton, Ohio. 

“The LOOK Ad was outstanding. It contributed 
heavily to our August sales this year. Agent Jack 
Cleary wrote three contracts. He reports sales were 
a direct result of the ad and the synopsis companion 
piece.” G. David Riggs, Mgr., Cleveland, Ohio. 

As the agents themselves report, the ad brought 
the Prudential message closer to the insurance 
needs of the public and, at the same time, created a 
favorable climate for selling. It is a prime example 
of advertising that helps agents sell. 


OOK 


Reaching into 18,460,000 homes with a single issuc 











